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’s FUN-TIME 
all the time 


3sARBECUE TOOLS 


America’s Favorite Cookout Equipment! 


for POPULARITY +» PRICE - QUALITY * STYLING 


s Always The Right Season for ANDROCK BARBECUE TOOLS 


the most complete line on the market! 
made by THE WASHBURN COMPANY — Worcester, Mass., Rockford, Illinois J \ 


First in Quality « First in Service « Since 1880 
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e CCE METAL DISPLAY RACK 


Each 8” Butcher 
Each 7” Butcher 
Each 8” Slicer 
Each 6” Utility 
Each 5” Steak 
Each 4” Utility 
Each 3” Parer 


See your Jobber about S, 

this FREE Display and > 2 O°? LIST 
equally profitable dis- 
plays of Putty Knives 
and Scrapers. AND YOU GET 


FULL PROFIT 









These features make this butcher-endorsed 
cutlery a top turnover line 


® Carbon Steel Blades that hold @® Non-toxic plasticizer seals 
their edge. handles against moisture and 
® Imported Rosewood Handles protects from rust, dust and dirt. 


® Three Large Compression Rivets. @ Aitractive Foil Labels. 


@® Hanzholes. @® Full Trade Discounts. 
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WON LTAA cutlers since 1875 
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MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT: JUNE 4, 1959 
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Quality does you credit...in cash 


People just naturally judge us by what we 
surround ourselves with. We tend to look like 
what we are. We surround ourselves with the 
people and things that reflect our own tastes 
and preferences. 


The successful merchant draws people to him 
because he 7s successful, and looks it. 


The merchant who likes junk, sells junk, and 
he has a reputation for junk. 


The man who likes fine hardware handles fine 
hardware. People who appreciate quality and 
integrity just naturally flow in his direction. 
And what is important, they keep on trading 
with him. 


What’s the result? Three things: 


1. He makes more profit on every sale, be- 
cause quality is worth more and costs it. 


2. He does a bigger volume, because he not 
only makes sales, he makes loyal friends. 


3. His business keeps growing, because 
quality does more than build a man’s 
sales, it builds his reputation. It reflects 
credit to him in cash returns. 


Now all this applies very directly to LAWN- 
BOY, as you might guess. 


LAWN-BOY exudes quality from every pore. 


It’s a quality name from the word go, and 
everybody knows it. 


Every LAWN-BOY mower is a quality product, 
through and through. 


LAWN-BOY advertising reflects quality, and 
keeps repeating the story of LAWN-BOY quality, 
year in and year out. 


And, of course, back of it all is another name 
famous for quality—Outboard Marine Cor- 
poration. 


The man who handles LAWN-BOY is a man 
who appreciates quality. The LAWN-BOY line 
is part of the atmosphere of quality a smart 
merchant surrounds himself with. People 
know that if he handles LAWN-BOY he natu- 
rally handles other quality merchandise, too. 


You can be proud to be a LAWN-BOY dealer. 


It not only pays off in cash. It also shows 
you re a man who knows a good thing when 


he sees it! 


- 
Sales Manager 


Sincerely, 








Lamar, Missouri, Division of Outboard Marine Corporation. 
a7 Makers of Jehasan, Evinrude and Gale Outboard Motors. 
In Canada: LAWN-BOY, Peterborough, Ontario. 


Want more facts? Circle 101, p. 85 
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THE NICHOLSON NH-48 FILE ASSORTMENT 





You get 48 fast-selling files ...each complete with : 
a brand new, exclusive Hi-lmpact plastic handle. E | : HERE’S WHAT YOU GET AND WHAT YOU MAKE 
Each mounted on a bright merchandising card with ne a NH-48 Nicholson File Assortment 
use suggestions and prepriced. Each sealed within ~ se Dealer Cost Suggested 
a gleaming clear plastic skin to stay factory-fresh 6—10” Mill Bastard $8.40 $1.05 
till sold. And you get a FREE metal display for | 3) gx! 6— 8” Mill Bastard 6.80 
counter or pegboard with the assortment.  _=™~ 6— 6” Mill Bastard 5.60 
| a 6— 6” Round Bastard 6.00 
6— 6” Slim Taper 5.20 
6— 6” X Slim Taper 5.20 
6— 6” XX Slim Taper 5.20 
6— 7” XX Slim Taper 6.00 
Retailer’s Assortment Cost. . $24.20 
Retailer’s Selling Price. . . . $36.30 
lf you have ordered your NH-48 assortment Sse a ++ + + + + 
(BDH-48 assortment if you carry Black Diamond 
brand), check your supply. If you haven’t ordered, | ets, AITMLICLE ¢ 
make a note in your want book. Right now’s a good | © esa.% TY iL 1. uw 
time to do it. 


Reraicers all over the country report this combi- 


nation to be a great spur to file sales. They're sell- 
ing more files. They’re selling them faster. They re 
selling them more easily. And all because weve 
brought file merchandising up to date. 











ICH: NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 
Want more facts? Circle 102, p. 85 
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give greater product selection 





to your customers... 
greater dollar volume 





to your chain sales! 


e Watch your profits from chain and 
related chain items go up when you offer 
your customers eye-appealing, sales-stimu- 
lating assortments by ACCO! These assort- 
ments help you build a well-integrated chain 
section in little space under the most re- 
spected name in chain—ACCO. 

ACCO gives you the largest selection of 
assortments to choose from—neat package 
displays, quick-pick wall displays, and the 
new ACCO Chain Salesmaker Display Stand 
with cutter—the last word in a compact, 
self-merchandising unit for featuring a 
variety of popular chain types. And all of 
these assortments are color-coordinated in 
ACCO yellow and blue and are clearly 
labeled so that customers can shop... 
select ...and buy the specific item that 
they want. 

Here’s an example of the profit you make 
from selling ACCO assortments. The ACCO 
Chain Salesmaker, including the display 
rack with cutter and the No. 38 seven-reel 
chain assortment, costs you $95.35. Sold 
at suggested retail prices you ring up a 
whopping profit of $92.40. 

Ask your distributor about the ACCO 
assortments shown here and about the 
many others he has to offer. 


ORDER FROM YOUR DISTRIBUTOR 


* Contact your American Chain 
distributor for complete informa- 
tion about ACCO assortments or 
write our York, Pa., office for free 
Catalog DH-176B. 


American Chain Division 
AMERICAN CHAIN & CABLE 
Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 


Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
"indicates Warehouse Stocks *Portiand, Ore., *San Francisco 








Acco 

Chain | 

Salesmaker | 
Assortment 























Acco Dog Chain 
Assortment 





Acco Key Ring 
Assortment 





tt - Yours 
Orn own he 


SAPE - DURABLE - OECORATIVE 


. MANY USES FOR 
_ FARM WOME INDUSTRY a 
; SA ngs mets 
a antes 3) Wes *| 


Acco Counter-Pak 
Chain Assortment 


Acco Cotter Pin 
Assortment 








,& 
Acco Sash Chain 
Assortment 


Want more facts? Circle 103, p. 85 
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Acco Repair Link 
Assortment 





Editorial 


by W. A. Phair 


Leonard V. Rowlands, Publisher 


AC. Bookkeepers or salesmen 


i ag ‘. Phair, editor “ Yy fell 
. L. Barringer, managing editor ” i 2 in- 
cee ee ae ou fellows are trying to make bookkeepers out of all of us, in 


James M. Dixon, associate editor stead of salesmen,” a dealer complained in a recent letter. He went 
R. C. Rittenhouse, associate editor 


John H. Lucas, assistant editor on to say that if he kept half the records we suggested he should 
William P. Farrell, production editor ' 


oo H. Beher, Wesblacioe editor keep, he wouldn’t have time to do anything else in the store. 
Ray M. Stroupe Washington editor 
Nell R. Seocknbel. Washington editor 


fiat 3 teenie I think our friend exaggerates a little, but it is true that none of 


“Who Makes It" Directory editor us likes to do pencil work. We’d all prefer to do something more ac- 


Paul Wooton tive, something more directly connected with ringing the cash register. 
Washington member editorial board 


> baoy. AE ai tli But, bookkeeping today is just as much a part of running a retail 


BUSINESS STAFF store as is buying or selling merchandise. In fact, some of the troubles 


C. C. Read, advertising manager stores get into these days are due in a large measure to failure 
&. J. Sellick. manager, Research Dept. 


Mary K. Dickinson, production manager to do a good bookkeeping job. 


Ro fe aiid | oa 
John G. Wilcox, 10 High St. The information you get out of a good bookkeeping system is just 


Telephone: Liberty 2-4460 like the help you get from a good road map. It tells you where you 
New York 17, N. Y. 


are and where you’re going. It will also tell you how to get where 
Cc. Wardley-—W. A. Roos 


100 Tost 42 nd St. you want to go. 
Telephone: Oxford 7-3400 


eee 7, P , . ‘ —_ 
WR Flood. Chestnut & Séth Sts. Hardware retailers are facing some real, first class competition. 


Ricchatel Sherwood 8-2000 You can’t expect to beat this competition if you are going to operate 
Cleveland 15, Ohio by the seat of your pants. Things are changing everyday. What was 
os . S| Hert, J, Bldg. a good money maker yesterday, may be losing money today. Costs 


Telephone: Superior |-2860 are changing; margins are changing. But how can you know this, 

weet <=" if you don’t have a good set of business records? You can’t get along 

Tes Srephonsen Bidg. by guessing. This is a good way to commit suicide. You must know 
ass Vv 


Telephone: Trinity 4-1616 the facts, and you can get these facts only when you have an ade- 


Chicago |, Ill. quate bookkeeping system. 
William E. Comiskey—James L. Phillips 
360 N. Michigan Ave. 

Telephone: Randolph 6-2166 


If you were to check your competition you would quickly learn 
gon Seepames, Cal. that they de a lot more bookkeeping than you do. They know they 
1355 Market St. must have certain information if they are going to successfully com- 
eanesse: Underhi ts pete with you. They are perfectly happy to see you go on carrying 
gt gs = tg gy Ge profitless items, and spending money where it doesn’t do you any 


Reophanes Dunkirk 7-4337 good, all because you don’t know the facts, and they do. 
Atlanta 3, Ga. 

John W. Sangston, 32 Peachtree St., N. E. : ? 

Telephone: Jackson 3-679! Like it or not, the fact remains that you must have better records, 


Dalles 6, Tones and more detailed records, than were necessary 10 or 20 years ago. 
Haro . tt 


° 
ad nse na ne 
pressway at Milton — . , = 
Toleshene: Gmenen 04081 The cause for our dealer friend’s complaint was the Markdown 


pddoen walt tc Chins 6 Record Form we discussed in the May 7 issue (p. 62). Not many 
Philadelphia 39, Pa.; SHerwood 8-2000 hardware dealers keep this kind of information. But, before we pub- 
Charter Member lished this article we checked a number of stores and it was ap- 

parent to us that this markdown data was something a dealer should 

have to keep his finger on weak points, and also to enable him to take 


full advantage of markdown allowances in his income tax. 
ey NB P Department stores make extensive use of this type of form. Most 
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Editorial 


continued 








of the larger chains also use it. Many wholesale houses use it in con- 
trolling their inventories. This simple form would give hardware 
dealers the same means of controlling an important part of their 
business. 


Certainly, it takes time to keep this record up to date. But it is 
better to take a little time on bookkeeping like this than to end up 
broke because you didn’t know what was happening. 


A book of mistakes .. . 


It is just a little black book, with a page for each day of the year. 
A dealer friend carries this book with him at all times. He calls 
it his “Book of Things I Don’t Want to Do Again.” 


Each day this dealer records in the black book the things he did 
in business that day that he doesn’t want to do again. He records 
mistakes made in timing of sales, in buying certain goods, in using 
certain gimmicks. 


Whenever our dealer friend sits down to write up a seasonal order, 
or to plan a promotion, he takes out last year’s black book and reviews 
the notes he made a year ago. He finds this a very useful way to 
remember his experiences from year to vear. 


Maybe a lot of us should use little black books, especially at this 
time of year. Most dealers seem to go through the same sort of ex- 
perience each year just about now. They begin to run out of certain 
seasonal items. When they re-order they are startled to learn that 
the wholesaler is also out of stock. It seems that everybody guessed 
wrong on how much would be sold. 


This doesn’t do anybody any good, and it could be avoided. One 
reason for running out of stock is that many dealers have only 
a vague idea of how much they sell of a given item during the season. 


When it comes to placing futures, they either avoid doing it or 
make an ultra conservative guess. The wholesaler has to make his 
plans on the basis of the dealer’s guess. So everybody runs out at 
the wrong time. 


Several years ago, at the request of some dealers, we developed a 
simple form that we called a Seasonal Profit Planner. It helps keep 
track of seasonal purchases and sales volume. It guides you in buying 
the following year. 


Quite a few dealers have put this method to work and it seems to 
do the job with a minimum of effort. But there are still many dealers 


who rely on guesswork and wonder why they either have too much 
or not enough. 


It is important that you have accurate information on seasonal 
goods. Maybe you would prefer the little black book method. Or per- 
haps you could use the simple forms we can sell you. Use any system 
you prefer, but at least have some means for avoiding last year’s 
mistakes. 
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JET ROCKET 
No. B16-16 oz. 


( 


*SuUuggested retal! 


Best money-makers in hammers 


(Are you getting your share?) 


These are the hammers that lead in top- 
grade hammer sales—they’re the hammers that 
have lifted dealer profits to new highs. 

The Rocket and JET RocKET are the most 
imitated hammers made. But True Temper’s pat- 
ented construction, special steels and superb 
workmanship are far ahead of the field. 

Super-strong, tubular-steel handle is locked for- 
ever to head. Shock-absorbing grip won’t slip, 
even when wet. Balance and “‘feel’’ are just right. 
And handsome finish and shape spell buy-appeal. 

The ROCKET is “necessary equipment”? among 
carpenters . . . workmen prefer its full-polished 
octagon-pattern head, and oil-resistant neoprene 
grip. JET ROCKET is the popular favorite .. . it 
offers ROCKET strength and safety at a lower price. 

Check your stock of RocKEetT and JET ROCKET 


RUE TEMPER 


tools. Fill in now from your True Temper whole- 
saler. Choice of weights, patterns. True Temper, 
1623 Euclid Avenue, Cleveland 15, Ohio. 


Nationally Advertised —'These hammers appear regu- 
larly in Life, Saturday Evening Post, Popular Mechan- 
ics, Popular Science, and other great magazines. 


your basic line... 
your money line 


nt more facts? Circle 104, p. 85 
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WASHINGTON 


SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


lke wants minimum wage boost 
only for $1 million stores 


Extension of the minimum wage to large mer- 
chants; no required overtime; and no increase 
in the present $1 an hour minimum wage. These 
are the proposals urged by the Eisenhower Ad- 
ministration. 

The President wants the mandatory minimum 
wage extended to merchants who buy $1 mil- 
lion or more in goods for resale a year and have 
100 or more workers. 

He is opposing, as too drastic, a measure spon- 
sored by Sen. Kennedy (D., Mass.). This bill 
would cover firms with $500,000 in annual sales, 
require them to pay overtime for more than 40 
hours a week, and raise the minimum to $1.25 an 
hour. (The provision which would extend cover- 
age to some stores grossing only $50,000 a year 
will probably be removed). 

Both proposals would apply to firms, not 
stores, so some small chains may be covered. 


outlook 


Sen. Kennedy and the administration are laying 
the groundwork for a compromise. It will prob- 
ably bring coverage to stores with $1 million 
annual sales, will not require overtime, and may 
add 10 or 15 cents an hour to the minimum wage. 
This measure could pass this year or nezt. 


Don't look for any broad tax cuts 
to come out of tax reform study 


Broad cuts in individual, corporate, and ex- 
cise taxes are unlikely in the near future. 

Congressional and administration tax experts 
say that federal spending will continue to rise 
by about $1 billion a year. Incomes will grow 
only about enough to match this higher revenue 
requirement. 

An overall tax study by the House Ways and 
Means Committee starting this fall. has been 
interpreted as killing any big tax cuts. The 
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study is to reform taxes, not cut them, spokes- 
men say. 

The tax structure should be reshaped to pro- 
mote economic growth, remove special privileges, 
and eliminate provisions which give some groups 
a competitive advantage over others, committee 
chairman Wilbur Mills (D., Ark.) says. 


outlook 


Tax reform could result in higher taxes for 
many persons or firms which now get special 
tax savings. If the reform is successful, taxes 
would be more realistic and there would be fewer 
persons and groups enjoying special privileges. 


Fair Trade hinges on both houses 
acting during current session 


Pending federal Fair Trade legislation this 
year hinges on whether it can be forced to a 
vote in the Senate and House, backers believe. 

If the bill can be brought to a vote, many 
lukewarm congressmen may vote for it because 
of its strength among hometown businessmen. 

The House Commerce Committee has approved 
the measure sponsored by Rep. Harris (D., 
Ark.), with only two changes. One change is to 
encourage manufacturers to enforce Fair Trade. 
The other change retains the legal nature of 
stores by declaring merchants to be in interstate 
commerce only for Fair Trade purposes. 

In the Senate, a commerce subcommittee 
headed by Sen. Thurmond (D., S. C.) will hold 
hearings on a similar Fair Trade bill on June 
15 and 16. 


outlook 


With the Senate and House acting on Fair Trade 
at the same time, the bills’ chances for passage 
are improved. But opposition is still strong. All- 
out grass-roots support by businessmen is stil 
needed. Write your senators and congressman 
now. (See p. 72 of this issue). 


Want more facts? Circle 105, p. 85 > 





Robert Neipp, Vice President t Anthony Herman 
Duluth Ace Hardware Co. Otto Herman, Inc. 


19-21 Second Avenue, West - 6729-35 Myrtle Avenue 
Duluth, Minnesota Glendale, New York 


‘Round the 


compass 
they agree... 


Plastic Steal. 2, 


IS A TOP-SELLER! 


You, too, can build sales with this proven product . . . the only 
product that makes permanent repairs . . . makes “impossible” 
jobs easy. Hundreds of your customers have already used 
PLASTIC STEEL® and will ask for it again. 


THERE IS NO SUBSTITUTE FOR PLASTIC STEEL® 
@ good unit sale — 98c, $1.89 and $3.95 sizes 


@ excellent turnover @ good profit per unit sale 
@ quality products — assures repeat sales and no dissatisfied customers 


@ just mix what is needed for each repair 


@ self-display carton — sells itself 


@ continuous local and national advertising 
— brings customers to your store 


WW. A. and E. 1. Mariani 
S. Mariani and Sons Hardware Stores 
3364 Mission Street 
San Francisco, California 


Henry Gsorge, Hardware Department Manager 
Montgomery Ward & Co 
Fort Worth, Texas 


FEATURE AND SELL PLASTIC STEEL — IN THE YELLOW 
AND BLACK PACKAGE— EVERY FAMILY IS A CUSTOMER 


Order from your wholesaler, or write for details and prices 


ORPORATION 


401 Endicott Street, Danvers, Mass. 


NOW AVAILABLE— 
DEVCON® RUBBER — for flexible repairs 
DEVCON® ALUMINUM — for repairing aluminum and other materials 


/SASN OOO’‘OOO'! SVH TALS VILSVId 





HARDWARE BUSINESS 


Outlook 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


nation's production goes up... 


The output of goods and services reached a $467 billion annual rate 
during the first quarter of this year. The rate was $14 billion 
over the final quarter of last year. The Commerce Dept. reports 
that the overall price rise during the past year was limited, most 
of the increase in gross national product reflecting a higher volume 
of goods and services produced. From industry: Jron Age reports 
steel production was at a record volume of 2.6 million tons, 94.1 
percent of capacity at the end of the third week in May; housing in 
April was at the boom rate of 1.39 million new homes a year; auto- 
motive sales in the first 10 days of May were near a record 19,768 
new cars daily. 


more income to spend... 


Your customers are in a better position to buy than ever before. 
Personal income climbed to a record high in April, the Commerce 
Dept. reports. Personal income was at an annual rate of $372.7 
billion, up 1 percent from March. Echoing HA reports on this 
year’s farm prosperity, a Wall Street Journal survey of farm 
markets shows farmers are buying more, they’re buying extras 
from tractor power steering and built-in cigarette lighters to air 
conditioned combine cabs. International Harvester Credit Corp. 
reports a 20 per cent increase in new credit extended to farmers. 
J. C. Penney Co. stores get into credit selling after a 56 year 
policy of cash. 


department stores sell more... 


Department store sales were 9 percent ahead of last year in the 
week ended May 16. Federal Reserve Board figures show sales for 
department stores this far in 1959 are 8 percent more than in the 
same period last year. 


industrial suppliers’ sales up. . . 


Industrial distributors’ sales in April jumped a whopping 28 percent 
over April last year, reports the National Industrial Distributors’ 
Assn. Sales for the first four months this year were 20 percent 
higher than during the same period in 1958. April inventories: up 
4.7 percent from the end of April a year ago. 


... turn to page 122 for more news of How’s the Hardware Business 
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Quality and Performance for 1959 
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SELF-PROPE 
ROTARY 


COR 


® New Complete Line 
® New Features 
® New Low Prices 
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19” Rotary 
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Die-Cast Aluminum 


Die-Cast Aluminum 
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Die-Cast Aluminum 
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Die-Cast Aluminum 
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Die-Cast Aluminum 





3 HP PINCOR 


Stamped Steel 





3 HP PINCOR 


Stamped Steel 


f —_ 
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SP-921-8TR* | 21” Self-Prop. | 
ii a 8 See 
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25” Rotary 
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32 HP PINCOR Stamped Steel 
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817-E 17” Elec. Rotary Die-Cast Aluminum 
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18” Reel 
21” Reel 


Steel 
Steel 
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All Rotary Models have staggered Wheels and off-set chute. Leaf 
Mulcher standard equipment on Rotary Models with the exception of 
the Electric Rotary. 

*TR—Designates ‘Touch and Go'’, one knob control, and Recoil starter on Handle 
PINCOR the most complete line of Power Mowers feature the 
newest improvements for 1959. They offer you the lowest 
prices and highest profits ever: New powerful Pincor engines 
with increased Horsepower: New cutting height adjustment is 
revolutionary; the new touch and go, 1 knob handle control is 
so easy for everyone to operate. Look for Pincor for 1959— 
Get the facts—write, wire or phone for full information. 


SG Aiea wn 
in 7959 
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Power Lawn Mowers « Electric Portable Power Tools « Gasoline Engines + Electric Generating Plants 
Want more facts? Circle 106, p. 85 
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MERCHANDISING 


newsletter 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 


Dealers cast their lot FOR Fair Trade. An overwhelming response to 
a Fair Trade article, "Is the discount binge over," in the May 7 
issue of HARDWARE AGE (p. 57) shows that dealers definitely want 
Fair Trade reinstated. The vote favoring Fair Trade was of land- 
Slide proportions. Special voting ballots were received by the 
hundreds. They're still rolling in, in quantity. To read just how 
heavily dealers favor a return to Fair Trade merchandising, and 
what action has been taken by HARDWARE AGE to mirror dealers' 
opinion, turn to page 72 of this issue. 






































Buy enough toy futures. A record business year is shaping up. This always 
means serious toy shortages later. Why? Dealers are apt to be cautious at 
the year's halfway mark, even when sales look great. By the time they are 
overwhelmed at Christmas, there's nothing left to buy. You can always 
safely place futures based on 60-70 percent of last year's actual sales. 
Futures are your only guarantee of having stock for seasonal demand. When 
you visit your wholesaler's toy show soon, you'll find helpful dating 
terms. This year's Surprising recovery and promise of a boom Christmas 


make adequate toy-futures orders a gilt-edged investment. Give suppliers 
a break, too. 
































The boating boom has fringe benefits. Besides potent profit 
potential in new outboard motors and marine lines, trade-in motors 
are big business. More than 60 percent of new outboard motor sales 
will hinge on trades this year. That figure will grow in 1960. 
More than half of your prospects want to swap. No-Swap may mean 
no-sale. It's important for you to investigate trade-in angles: 
Blue=-book value, repairs and tune-ups, resale prices. Motor trades 
are good, safe business. Average motor life is close to 12 years. 
Repairs are few. There's growing demand for low-cost used motors. 
































Plastic pipe's on the move. Flexible plastic pipe, once good only for 
garden hose, has found spectacular acceptance as plumbing. It's just the 
beginning. From a mere $10 million sales peak in 1951, volume's now at $50 
million annually. Prediction: $200 million in sales a year by 1966. It's 
good now for wells to 80 ft deep, for all cold water plumbing, home and 
farm. Quality is stabilized. The price is right, so's the profit. The 
future holds promise of licking hot-water problems so that flexible 
plastic pipe will be acceptable for all plumbing codes. 
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Men who know pipe point to 
WHEATLAND 


INSIST ON PIPE MADE IN U.S.A. 


Steel pipe that lasts and lasts— Wheatland Steel Pipe 


—is singled out by more knowing men every day. They 


know, too, that the “‘pipe with the yearmark”’ is consis- 
tently superior in quality, relatively low in cost and easy- 
working on any application. Every length is backed by 
Wheatland’s sincere desire for complete customer satis- 
faction. Next time, point to Wheatland! 


.. folfee with The yearmarh / 


For Black or Galvanized Pipe, contact your distributor or 


WHEATLAND TUBE CoO. 


BANKERS SECURITIES BUILDING, PHILA. 7, PA. © MILLS: WHEATLAND, PA. ¢ DELAIR, N, J. 


Want more facts? Circle 107, p. 85 
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OUR. 7 OG « « eo o 0 ee *4$P51634, 5 pc... . . . $1.35 
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oes fl, 2 100 ‘1 | $1.80 Full freight allowance on 100 Ibs. on Hex 
05( £3, 4 40, 1 101 | | 
ihe a rr = : ooo Keys. All other wrenches 150 Ibs. or more. 
54, ~e | 3,4 4 | 100 | 4 2.64 
Vip #10 #5, 6 100 7 
7 ——- ie ' : 00 a ; . For full-line catalog and name 
m% | % | #10 &2x—| hw 100 2.1 4.22 | of nearest jobber, write: 
A | +* 7 ae Yo 100 { 3.3 4.40 
ee ae os. ae a 50 5.0 5.40. 
Vs | bh om a Ym 50 69 6.40 
7 % | WA ae ae 12.5 10.80 | 
% *» | ** | % 25 10.2 | 15.20 | 
ar } ae i Fits 7A Allen Nut} We 25, a an 7 33.00 
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NOW! each EVANS POCKET TAPE 
comes packaged in 


*, 
a8; 
te’ 


Lee 


(U.S. Reg.) 


THE GREATEST IDEA FOR PACKAGING 
AND MERCHANDISING IN YEARS! 








: I ONLY 
Evatea wee 
“HOLSTER-PAK”, the greatest merchandising ad- 


| FREE 
vancement in packaging of the decade, is the perfect 











o +> 
blend of product, package, promotion, and utility. This | HOLSTER ~Power Tape 
sturdy leatherette tape-holster clips on the belt and Aa in HOLSTER-PAK.. 
keeps the tape handy on the job at all times. Your with BELT CLIP 
customer actually gets the holster FREE! 

Now, all Evans pocket tapes (except T hin-Tape) oy — - 
come to you ready-packaged in this sensational form- RAN 


fit ““Holster-Pak”, €ach mounted on an individual peg- 
board card that can also stand by itself on the counter 
or in the window. 
And to help you put “Holster-Pak” across big, Evans | / 

has developed a revolutionary new point-of-sale “Ferris aaah 
Wheel” display — the first display piece made specific- 
ally for mounting on pegboard, and to stand on the 
counter, too. It has action...it has sound... it has 
SELL! Ask your jobber about it! 


RULE CO. FACTORIES AT ELIZABETH, N. J. & MONTREAL, QUE. 
Want more facts? Circle 109, p. 85 


HARDWARE ACE, June 4, 1959 © 17 








Swing-a-way has everything you want! 


The quality you want: SWING-A-WAY is rated first in quality and value by America’s 
foremost testing laboratory. The style you want: SWING-A-WAY is as fresh as to- 
morrow... today. Dramatic, clean-line styling assures sales success. The price you want: 
SWING-A-WAY is priced right for fast turnover. It’s the worth-more product that costs 
less. The protection you want: SWING-A-WAY is backed by a 5-year guarantee that 
protects both your customers and you. Why not put these selling advantages to work? 


. 
YOU CAN SELL MORE, MAKE MORE WITH Si) | G o iy WAY 












MAGNETIC CAN OPENER from $3.49 








TABLE ICE CRUSHER from $9.95 








PORTABLE CAN OPENER from $1.98 





WALL 
ICE CRUSHER 
from 


$7.95 








ICE BUCKET $7.95 

















BOOST SUMMER SALES 
WITH THESE PORTABLES! 








AUTOMATIC ELECTRIC CAN OPENER AND KNIFE SHARPENER $27.95 


SWING-A-WAY MANUFACTURING CO., 4100 BECK AVE., ST. LOUIS 16, MO. « IN CANADA: FOX AGENCIES, PORT CREDIT, ONT. 
Want more facts? Circle 110, p. 85 A Want more facts? Circle 111, p. 85 > 
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|. wide assortment 


QUICK 
PROFIT 


Fashion Plate* is designed, priced and 
packaged to move fast and profitably. 
It’s so excitingly new, it catches the 
shopper's eye, sells itself. Fashion 
Plate is already being featured by lead- 
ing home builders, has gained more 
publicity than any product of its kind. 
And month after month, Westing- 
house will be preselling to millions 
the fabulous 


of homeowners on 


Desilu Playhouse. 


*Trade-Mark 


new fashion plate... 
3-way merchandising 


2. colorful counter 
card display 


WIDE 
SELECTION 


Fashion Plate comes in many com- 
binations which you can make up as 
you sell. Single or three-way switch. 
Ivory or clear decorator face plate, 
black or white frame. Also available 
in double or triple gang combinations. 
Fashion Plate switches are inter- 
changeable with ordinary types, fit any 
standard switch box. Rated for all a-c 
applications up to 15 amps. Listed by 


Underwriters’ Laboratories. Ine. 


UNLIMITED DECORATION POSSIBILITIES 


A 
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if 


coe 
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CONTRAST 


plate to contrast with wall—or 


—— 
Paint face 


use natural ivory color. 








BLEND 
accent color of wall. Use black 


or white frame. 
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Paint face plate to 


subtly 
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MATCH Snap on transparent face plate over 


matching wallpaper or fabric. Black or white frame 














WOMEN LOVE 
FASHION PLATE 


Watch the interest when you display 
Fashion Plate. That’s because it’s a 
totally new idea. Fashion Plate flicks 
lights on off with the gentlest 
nudge. No protruding toggles to break 
fingernails. New clear face plate lets 
them use their imagination in decorat- 
ing .. 
with any decor. 


to match. contrast or blend 


ian 
o 
+. 
* « 
ca 
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shows location. 

















now available in special 
package: 


3 free literature 









Westinghouse 
EXCITING NEW IDEA 
INWALL SWITCHES 











S demonstrated on the 
2 : ; : t Westinghouse Desi/v Playhouse 


7 


JUST A 
GENTLE 
TOUCH 


~ 
TURNS Higa” 
LIGHTS 7 
ON... 7 


CBS-TV Monday Nights 











) AVAILABLE Iw ONE, TWO or T 
’ Qe 
OR Finish SwiTow COMBINATIO r . 
OF YOUR CHOICE a 


YOU CAN BE SURE... iF its Westinghouse 














AT YOUR JOBBER 
OR WHOLESALER NOW 





SPECIAL 
PROMOTION PIECES 
TO HELP YOU 


os 


| YOU CAN be SURE...1F ns Westi nghouse 


| 


| 











Cash in on today’s big ice-crusher season with 











CAT. NO. 
) DL347 








CC) ICE-O-MAT° 


“Two Way” 
WALL MODEL 


Crushes ice fine or coarse! 
For kitchen or play room. 








ICE-O-MAT° 


“‘Bucketeer” 
TABLE MODEL 


Use it anywhere! Stain- 





less Steel Blades. 


RETAIL $995 


DISPLAY OFFER! 


Ask your distributor for com- 
Mg) plete details. Cat. No. 347-70. 
LIMITED TIME ONLY 


RETAIL $89e 















» ote 

ny 

. oe hr 
_(*2 P 
‘9S rie 


CE 1CE-O-MATIC 


PortTaBLe ELECTRIC 










“<n *~ OF 
Oy ", 


%, 
* Guaranteed by ~ 








ICE CRUSHER 


Plug it in! Custom crush ice from 
extra fine to nugget coarse! 


RETAIL $2995 





Good Housekeeping 
It Nop mS 
45 aoveatisto 


AMERICA’S MOST COMPLETE 
LINE OF BEAUTIFUL WALL, 
TABLE, ELECTRIC ICE CRUSHERS. 


RIVAL MANUFACTURING COMPANY — Kansas City 29, Missouri. RiVAL MFG. CO. OF CANADA LTD., Montreal 
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Cummertime is 











Want more facts? Circle 113, 








at lime! 


Now’s the time 
to place your orders! 


From now until fall you’re going to do big 
business with 7-pc. Refreshment Sets and 
with these new decorations particularly, 
because they’re the pick of the market. 


Display these sets in their colorful gift 
boxes and watch them sell! Your customers 
will love the gay, modern designs and the 
low prices. Remember...the more you dis- 
play, the more you will sell. 

Show this ad to your wholesale distributor. 


He'll be glad to take your order and help you 
cash in on this big-volume business. 





ANCHORGLASS 7-PC. REFRESHMENT SETS 
(Retail price about $2.00) 


NAME NUMBER COLORS 


Fiesta Bands 60/138 Red, white, green, 


yellow and orange 
Red Rose 60/302 Red, green and white 
Contempo 60/322 Blue, white and yellow 
White Rose, Gold 60/301 22K Gold and white 
Tulip Garden 60/320 Red, white and yellow 
Chantilly Lace 60/321 White and pink 


Each set comes in gift box, 
six boxes to shipping carton weighing 34 Ibs. 








a 





Now... more than ever. 


ANCHORGLASS 


makes you money... makes you friends 


ANCHOR HOCKING GLASS CORPORATION 
LANCASTER, OHIO 


Want more facts? Circle 113, p. 85 
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“Now, I’ve got a complete line of accessories...and my customers know it!” 


— from 














Make $26.56 Profit on 
this Washing Machine 
Accessory Super Mart! 


Colorful merchandiser sets up fast. ‘lakes 
little space. Handles 95% of your customers’ 
requests for washing machine hose and ac- 
cessories. Simplifies stock control... keeps 
items organized and displayed . . . permits 
self-selection by your customers. What’s it 
cost? Just $49.06. 


What’s in the package? 
20 Utility Hose 
12 Drain Hose 
6 Master Water Mixers .............. 
12 High Pressure Inlet Hose 
ED «5 c-« bw we wee 





fee = Call your jobber—he’ll set you up right in 

ester ag the profitable washing machine accessory 

made by SWAN | d | & y 
business this week! 


You cant 


Piubber (Company: b ue 


Swart &é 


New SWANSEAL Weather Strip ... a real fall profit-maker! 


Want more facts? Circle 114, p. 85 
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CT dedat-lalelt-tiale Mice (-)- 1am 


TWO WAYS T0 MAKE 
MORE MONEY ON 
WATER-SOFTENER SALT 


.on salt 


“HH ULTS. 








STAI 
STERS 


™ 


CTRONIC WATER SOFTE 


SOFT WATER SERV 


Here’s a business opportunity no one should 
overlook! The market for water-softener salt is 
profitable it’s equally strong winter and 
summer... and it’s growing by leaps and bounds 
in hard-water areas everywhere. 


The best way to get your share of this booming 


market is to sell the salt that does the best job of 


regenerating all types of home water softeners 
Sterling Water-Softener Salt. Either of the methods 
described below will help you make extra money on 
this fast-moving product. The method you choose will 
depend on the number of softeners in your area. 
I. Delivery. Where many of the homes in your area 
have water softeners, you can profit by setting up a 
“milk route” for salt. With a definite number of homes 
needing salt week after week throughout the year, you 
can sell a lot of Sterling Salt on a regular basis. This 
home-delivery system, by enabling you to visit cus- 
tomers at regular intervals, will also help you sell 
many other items. 
(Note: Sterling Water-Softener Salt products for home 
delivery are available in tough, multi-wall 100-, 50- and 
25-lb. bags. All can take a lot of punishment .. . all 
are easy to store and handle.) 
II. Display. In areas where the water-softener market 
is less developed, you can make a good profit by 
establishing your store as the community headquarters 
for softener salt and service. How to accomplish this? 
Here are a number of merchandising ideas that have 
proved successful many times. 

First, use the selling power of the colorful bags 
themselves by arranging a Sterling Water-Softener 


Service and research are the extras in 


STERLING .2htenc- SALT 


INTERNATIONAL SALT COMPANY, INC. 


STERLING 


p- BUTION 


saad txPRES 
una waits ; 


ver git 
Pedi: 


Salt display in your store. Then, choose from the 
variety of free sales aids available from International 
Salt Company. You can brighten your display with 
compelling posters, tags and counter pieces .. . tell 
passing motorists that you stock this popular product 
by posting an “Authorized Dealer” sign outside your 
store... place Sterling Salt ads in your local newspaper 

. or send mailing pieces to key customers in your area. 


What Sterling Salt product should you carry? 


Different softener manufacturers sometimes recom- 
mend particular types of salt to regenerate their units. 
You don’t have to carry all these types! The Sterling 
representative in your area can advise you on which 
Sterling Salt product will do the best job of regenerat- 
ing the particular softener units in your area. This man 


can also supply you with the one or two products you 


need—from the full line of quality Sterling Water- 
Softener Salt products. Clip the coupon for more 
information. 


25-Iib. bag of Brine Buttons, with its own 
carrying handle, is a fast-moving item! 


rag tt 0 
$5, 
= 7 we a 


International Salt Co., Inc. 

Department HA-2 

Scranton 2, Pennsylvania 
Have a Sterling representative contact me with 
further profit data. 


Name 








C ‘ompan y 


Address 





State 
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Says Peter Putter: \‘ SsU PER h 
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Be aes 


In this Jet Age, things have to work fast and work 
well. That’s why Super Savabrush was born—and that’s 
why it is growing into one of the fastest-moving 


items on the dealer’s shelves. 


No paint brush is too hard or too old to be saved by 
Super Savabrush. It cleans all types of hard paint, 
including latex. Yet it contains no acids, caustics or 


benzol ; hence harmless to natural or nylon bristles. 


What’s more, Super Savabrush evaporates much 
slower than other so-called fast brush cleaners. So it 
can be used over and over. On top of that, it is an 


excellent brush wash between colors. 


Super Savabrush also does a fine job of removing gloss 
from painted and varnished surfaces before 
refinishing. And there’s no neutralizing or rinsing 
before applying the new finish. 


Result? Super Savabrush meets today’s need for 
speed—in sales too! Order from your jobber! 


THE SCHALK FAMILY of quality products 
forhome care andrepair amma 


Schalk’s Patch Paste « Sure-X Paint Remover « Liquid Waxoff « Do-X Cleaner « Water Putty « Tile Cement ¢ Liquid Savabrush 
Wood Putty « Tile Paste « Waxoff « Plaster Pencil « Savabrush « Spot Remover ¢ X-it Paint Remover « S-14 ¢« Double X 


SCHALK CHEMICAL COMPANY + FACTORIES: 351 EAST 2ND STREET, LOS ANGELES 12 + 3333 WEST 48TH PLACE, CHICAGO 32 


— — os oe oe oe ee oe oe ee ae ee ee ee oe oe oe oe oe oe oe ee ee oe 


Die 
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Worthington will 

help you plan | 
advertising “= 

‘ promotion and? 

store displays! 


We help our dealers sell! 


One of the most important services available to you from 
Worthington is sales promotion assistance. 


Worthington maintains a complete and fully-staffed pro- 
motion department that is always eager and ready to work 
for you. 


Help in store layout, production of modern displays... 
advertising aids, handbills, seasonal promotions. . . envelope 
stuffers, ad mats, price stickers and tags, window banners 
and pennants. ... These are among the merchandising serv- 
ices that are available to you. 


To get this friendly, efficient assistance, request it today 
from your Worthington salesman! AA-9229 








ORDER 
BOOK 


*‘Steve’’ Harsany joined Worthington 

in 1930. He has been Sales Promotion 

Manager since 1952. Under his direction 

Worthington has won many awards for 

advertising and promotional excellence, 

including 6 consecutive IRHA citations 

for outstanding Hardware Week cam- 

a paigns. Again, in 1958 Worthington 
[lee received the highest Hardware Week 


FB honor accorded to wholesalers by IRHA. 


v7 








THE GEO. WORTHINGTON CoO. 


CLEVELAND 1, OHIO 
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Sand paper 


FOR FASTER. EASIER SANDING 


ore sear 
PROROCTION PAPER 
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“PRODUCTION” 
PAPER SHEETS: 
2%," x9". Each package 
sells 10 sheets at a 
time, fits 3M Sanding 
Blocks. Also available 
in 1%" x9". 


3M SANDING 
BLOCKS: Tie-in sale 
opportunity! Pliable 
rubber, sands both flat 
and curved surfaces 
using pre-cut ‘‘PRO- 
DUCTION" Paper 
Sheets. 1%" and 2%” 
widths. 


5” “PRODUCTION” 
PAPER DISCS (not 
illustrated). Universal 
Center Hole, fits any 
arbor from %" to 1". 5 
discs to a package. 


SELF-SERVICE 
SANDPAPER CAB- 
INET DEAL K-1: 
Holds five sleeves of 
“PRODUCTION” Pa- 
per; three sleeves of 
“WETORDRY’" Tri-M- 
ite Paper, all full size 
sheets. Boosts turn- 
over as much as 25%. 


6” “PRODUCTION” 
PAPER DISCS: "No 
Hole’ discs specially 
designed for use with 
sponge rubber sand- 
ing pad. Ideal for all 
general home sand- 
ing. 5 discs per pad, 
assorted grits. 


SPONGE RUBBER 
SANDING PAD 
KIT. For use on any 
%,” or larger electric 
drill. Flexible pad elim- 
inates gouging and 
marring. Each kit has 
6” pad and tube of 
3M adhesive. 


Get volume sales...extra profits...with this 


3M “SANDING CENTER” 


STOCK these 3M items and you can equip 


any customer for nearly all hand and machine 
sanding jobs. . 


DISPLAY «PRoDuCcTION” Brand Paper 
and related items prominently. Each product 
comes in a bright eye-catching merchandising 
carton for point-of-sale use. 


TELL 3M customers that “PRODUCTION” 
Paper cuts ten times better than ordinary 


sandpaper .. . stays sharper . . . lasts much 
longer . . . gives better finishes. 


ORDER 3M Brand Abrasive Products from 
your hardware wholesaler. Write for 
information and samples of the as- 

sortment of “‘How to”’ refinishing 
pamphlets available from 3M. 

Address: 3M Co., 900 Bush Ave., 

St. Paul 6, Minn., Dept. LV-69 


2 
eran’, “"PRODUCTION’’, “*WETORORY’* AND “'TRI-M-ITE’* ARE REGISTERCO TRAOEMARKS OF 3M CO., ST. PAUL 6, MINN. - J 


Minnesota Jfinine ano ]fanuractrurine company 
.. WHERE RESEARCH IS THE KEY TO TOMORROW WO 


KS =>, 


Serre 7 
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From the Research Laboratories of DeMert & Dougherty . . . the only wood primer 
with built-in protection against rot and insect attack! 





























Seals and Primes Raw Wood. Rot-proofs. Protects against Termites. 


PENTAPRIME offsets the low durability of 


today’s prevalent second growth timber products: 


by providing—in addition to its perfected prim- 
ing and sealing action—positive protection 
against rot and insect attack! It is the only 
primer which does all 3 jobs at once. 

PENTAPRIME first penetrates wood surfaces 
to seal against uneven absorption of decorative 
finishes . . . assuring even “take” by stains or 
other finishes. It speeds up paint jobs, insures 
smooth, even coats. 

Second—because it contains miracle “penta” 
for wood preservation, PENTAPRIME permeates 
every wood fibre to kill all decay organisms. 
Thirdly, PENTAPRIME stays in the wood per- 
manently, making it poisonous to termites and 
killing all decay formers. The special character- 
istics of PENTAPRIME allow magic “penta” 
protection to penetrate wood deeply. Here then, 
is a new opportunity to get in on the ground 
floor with a history-making product that has no 


competition. Make sure you have PENTAPRIME 
and profitable new PENTA-COAT miracle pre- 
servative coating on hand to greet your cus- 
tomers: homeowners, builders, and industrial 
users. 


Other Exclusive Products for Home and Industry 
from DeMert & Dougherty, “The Penta-People” 
PENTA-COAT — Preservative Wood Weather-proofing 
Compound. Ideal for durable one-coat extérior wood 
finishes. Only wood finish which adds beauty . . . pro- 
tects against rot and decay at the same time! In Red- 
wood and Cedar Colors . . . also Clear. 
CREO-PENTENE—Light Brown Stain Wood Preserva- 
tive (concentrate). Especially recommended for any 
wood that is not intended for painting. Combines the 
beauty and weathering properties of creosote with the 
rot-stopping qualities of pentachlorophenol. 

PENTA 1-10 CONCENTRATE—Most highly concentrated 
wood preservative made. 


PENTAPRIME seals and primes raw 
wood so that wood will take stains 
and paint evenly. Unsealed wood 
without Pentaprime base shows 
wild grain and uneven paint 
“take’’. 


NOTICE: A few Territories available for Manufacturer's Representatives and Jobbers. 
Please write for FREE SAMPLE and information concerning our entire line. 
Address DeMERT & DOUGHERTY, INC., 5000 W. 41st St., Chicago 50, Ill. 
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AN IMPORTANT MESSAGE FOR YOU 
“MIRACLE PAINT” OR “MIRACLE ADVERTISING?” 


Dear Friends: 








The old maxim “ALL IS NOT GOLD THAT GLITTERS” comes to mind whenever 


we see the glittering ads for miracle’ outside house paints. Such claims as “Easy to apply... 
£ £ e LY 


faster application,” may impress the casual observer. 


But since you, with a reputation to uphold, cannot afford to be casual, you must look beyond the glitter. 


Before you sell the new “miracle” outside house paints, take a long, searching look at the labels. 


‘Easy to apply”, say the claims for “miracle” paints. T hey are indeed —under ideal conditions. 
HOWEVER, most houses in need of repainting, have a heavily chalked wood surface, and 
on these the Label recommends a prime coat first. WHY? Because “miracle paints’ won't 
wet a chalky surface thoroughly cnough to insure good adhesion. 


pe 


Faster application” zs another claim of the “miracles”... BUT two finish coats are recommended 


for best results. With linseed oil outside house paint one coat will do the job! 


The claims also boast “50% longer wear” for the “miracle” paint. The obvious, unanswerable 
question 18 longer than what?” This old advertising dodge of “tastes 50% better,” ~ grows 84% 
faster,” 75, as usual, backed largely by fancy. 


In the Spencer Kellogg Research Laboratories our chemists are constantly testing all types 

of outside house paints for use on wood surfaces, including a number of those most recently placed 
on the market. Not a single one has been found to contain the combined values znxherent 

in a good linseed ott outside house paint: application without costly preparation... 
one-coat hiding power... excellent adhesion to wood ... excellent adhesion to weathered, 


chalky surfaces... elasticity ...and gloss retention. 


You know better than we that customer satisfaction built your reputation. Your good name is the 


life of your business. And linseed oil has proven itself to be the life of outside house paint. 


Your reputation will stand the test of time when you stock and sell linseed oil outside house paint 


— da time-tested, time-proven product. 


Sincerely, 


Speen Kl, ak Sne bu. 


LINSEED OIL— “The Life of Paint” 
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A SENSATION AT THE 
1958 RPWDA CONVENTION: 


SUGGESTED RETAIL PRICE 49¢* 


WINDOW SASH PAINTER §-:.:.. 
PAINTS A WINDOW SASH IN SECONDS! 


Takes the ‘‘pain’’ out of painting's 
Giusp yp . toughest chore. Won't smear glass. 
No need to putter with No clean up mess. No Eliminates scraping. Use it inside or 


o brush. IMMIE zips Paint smearon window 
paint on like magic! pane. No dripping! outside ! 











PA j NY t D Gg E 2 ac DEALERS! 


% 
for WALLS, CEILINGS, TRIM, DOORS, etc. Full 40 Disc. 


Available only thru Paint, 


. Hardware and Builder Supply 
RETAIL hair and foam plastic compresses in use behind the metal paint distributors. 


SUG. A BETTER JOB because ... the IMMIE's combination of mo- 

















69¢* guard. Glides paint on smoothly over rough or uneven surfaces. A 
proven impulse seller! A proven repeat performer! And— all IMMIE "10¢ higher West of 


ei Mississippi River. 
products are unconditionally guaranteed ! 


NO DRIPS, STREAKS, NO MOVING PARTS TO CLOG OR SMEAR! MJES EC UL-1Unce) @ey.V 1) 6a 
». “FR = fa Sample Kit Immie Corp., 2105 N. Goodman St., Rochester 21, N.Y. 


Send kit to: 
Contains two Sash Painters and 


two Edgers, catalog sheet, price _— 


IMMIE gives a paint i a 
line straight and true! / _ list, stuffers, descriptive bro- 


Points upside-down, 


aoa chure. Available to distributors 
/ ’ only. Just mail coupon. 


FIRM 


STREET 


IMMIE CORP., 2105 ¥. coooman st., rochester 21, n.¥. , cvastar : 
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Bolts and Nuts... 


BUILD CUSTOMER CONFIDENCE 


The ability to satisfy every need of every customer won't 
necessarily put a lot of money into your cash register im- 
mediately. But it will pay off, in the long run, ch gente 
customer confidence, and the extra sales and profits 
arising from it. 

Republic Bolts and Nuts will help you build this kind 
of customer confidence. You caw maintain complete 
stocks, because Republic Steel makes more than 20,000 
standard, and 8,000 special types and sizes of fasteners. 
Even more important, people everywhere know and 
respect the Republic Steel name. Republic produces the 
world’s widest range of standard steels and steel prod- 
ucts. And the Republic trademark—yjust as it appears on 
each fastener package—is imprinted millions of times a 
year in leading — and consumer advertising media. 
Naturally, therefore, Republic’s reputation for service and 


quality favorably reflects upon you and your business... 
as surely as complete, easy-to-find merchandise! 

In addition, Republic supplies you with a number of 
valuable selling aids. For example, Republic Bolts and 
Nuts come in eye-catching, spill-proof packages, with 
easy-to-read labels that make attractive self-selling dis- 
plays. Republic’s convenient Price-Finder can be hung in 
any handy location, to help you quickly locate and price 
any type of fastener. And Republic also supplies inform- 
ative literature. 


So, if you’re out to provide outstanding customer serv- 
ice—with a consequent rise in prestige and profits— 
Republic Bolts and Nuts de/ong in your store. Get full 
information now by contacting your nearest Republic 
Distributor. Or mail the handy coupon. 


The Public Respects the Quality of Republic Products! 








gaz 


Bie 
FLEXIBLE PLASTIC PIPE—for livestock watering, lawn sprinkling, 


irrigation uses. In coils from 2” through 3” diameter; straight 
lengths in 4” and 6” diameter. Plus a complete line of fittings. 


ROOF DRAINAGE PRODUCTS— oc complete line that's competitively 
priced and ready to use. These uniform products are supplied in 
galvanized steel and ENDURO® Stainless Steel. 





STEEL PIPE—for plumbing, heating, air conditioning, and all other 
home and building uses. This high-quality pipe is avcilable in a 
full line, in sizes you want. 


WIRE NAILS AND STAPLES—ca complete line for every farm and 
home use. Also ideally suited to and accepted by the building 
trades. Made from wire specially produced for nail manufacture. 
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CONVENIENT PRICE-FINDER, shown in picture above, demand. Enter selling prices in convenient chart — locate 
illustrates and describes Republic fastener types most in fasteners more quickly, give better service to customers. 


REPU 































. 
| REPUBLIC STEEL CORPORATION 
| DEPT. HA-6967 
| 1441 REPUBLIC BUILDING «+ CLEVELAND 1, OHIO 
| Please send more information on: 

, " | (C) Fasteners C) Nails and Staples () Steel Pipe 7 
Wolds Wdeal, Kange | (O) Flexible Plastic Pipe C) Roof Drainage Products | 
| | 
of Standard Steels andl oo _ | 
| Company 
| 
‘ tel, Lroduaad Address | 
7 City __—_one State 7 
, 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
L 
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ILCO 


Here’s the hottest idea that’s hit the builders’ hardware 
market this year... unique type of chain door 
fastener that... 


¥%& Offers a revolutionary convenience 
feature—it permits entrance by key from 
outside at any time without disturbing 
occupants. 


¥%& Provides extra security — occupant 
sees visitor before allowing admittance. 


You’ve got a double market for ILCO’s new 
GUARD-O-MATIC. It’s a sales natural for 
the still-growing Do-It-Yourself market because it’s 
so easy to install, so practical. And builders want 
it to add more sales appeal to their new homes. 


Can be keyed alike with ILCO Locksets. 


This is too hot an item to miss. Ask your jobber 
today about GUARD-O-MATIC or write 


us direct for complete information. 
GUARD.o MAT 





SPECIAL | 
INTRODUCTORY 
OFFER 


With order of seven or more 
GUARD-O-MATICS you get 
attractive demonstrating display 
FREE — with one of them mounted, 
as illustrated. 


Ask your jobber today 
for full details, or write direct. 


ancien LOCK COMPANY 


FITCHBURG, 
Want more facts? Circle 123, p. 85 
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First chain door fastener, ever, that 
UNLOCKS FROM OUTSIDE! 


GUARD-O-MATIC 


FROM INSIDE — Chain permits door to open only 
slightly so that visitor can be identified before ad- 
mission. Visitor cannot remove chain from outside. 
Easily removed by occupant. 








Bssroy 


ES 


FROM OUTSIDE—A turn of key rotates slotted 
plate inside and ejects locking pin from slot. Five 
pin tumbler cylinder provides top security. 





side, merely turn key in cylinder and locking pin 
drops from slot. From inside, close door and slide 
pin from slot. Pin hangs in bracket when idle. 


MASS. 
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SCREW COMPANY 


STATESVILLE « NORTH CAROLINA 


st aa 





FLAT 


HEAD 
Thousands of retailers (and many wholesalers, STEEL 
too') have learned that the difference 1 GROSS 


MAOT INU S A 
at 


between stocking “screws” and Southern 


Screws is sales. It’s this difference that can 








keep sales traffic coming your way, because 
customers know and trust nationally-adver- 




















tised Southern Screws in the package bearing 
Southern’s copyrighted EZ to C© label. Your 
customers know that Southern specializes in 
screws—USA-made screws of highest quality. 
Chances are that most of your screw sales 
are made to customers who have Southern 
Screw reference material above their work 
bench or within easy reach. To them Southern 
is a source of authoritative information AND 
the finest source for screws of quality. 


Here’s how you can put Southern’s consumer 
sales-power to work. Tear out this ad right 
now. Insist on Southern Screws in your next 
order! 


IN FASTENERS 


SOUTHERN IS fj. \. 


» 


\ 










\ 








~. 





Wood Screws ®@ Stove 
Bolts @ Machine Screws 
& Nuts @ Sheet Metal 
Screws @ Carriage Bolts 
Wood Drive Screws Warehouses: 
Dowel Screws 
New York 
Chicago ® Dallas 
Los Angeles 


Sold Through Leading 
Wholesale Distributors 
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No. 430 
PICK MATTOCK 
No. 296 
5 LB. 

CLAY PICK —_— 

No. 280 5,67, 8 LB. ; 
CONTRACTORS’ PICK CUTTER MATTOCK 

8 LB. 3, 5 LB. 





No. 63-E 
EXTRA QUALITY 
WRECKING BAR 
24'', 30'', 36"' Length 












No. 75 No. 400 








PINCH POINT » SQUARE HEAD WEDGE 
CROWBAR 3, 4,5 LB. 
18, 22 LB. 
No. 63 
CARPENTERS’ WRECKING 
BAR 


12'*, 18"', 24°*, 30°', 36'' Length 








No. 88 

TAMPER TOP 

POST HOLE DIGGER 
16 LB. 





Stock these 
> IRON CITY TOOLS 


for 75% of your . 
heavy hand tool 4 a 
requirements 





No. 74 
WEDGE POINi 
CROWBAR 
18 LB, 









Here are the Iron City Tools with 
the fastest turnover. Three of 
every 4 calls for heavy hand 
tools are for one or more 

of these items. You can stock 
the weights listed with con- 
fidence — they'll move. 





No. 229-H 
NEVADA (Long Pattern) 
STRIKING HAMMER 
8 LB. 





No. 325H 
DOUBLE-FACE 
BLACKSMITHS' 
SLEDGE 


4,6, 8, 10, 12 LB. 
most popular 





eon Cry ‘Poot \Novks, tre. 


‘ . BOX 791 * WARREN, OHIO 
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TO BE 
ADVERTISED in 


THE SAT. EVE. POST 
POPULAR MECHANICS 
POPULAR SCIENCE 





SELL THESE TIME-SAVING 
ATTACHMENTS, TOO! 





ee 


SCREW-MATE counterbores & counter- 
sinks. 25 sizes: Ya’ x #5 to 2x #12. 


3.0 AMPS=most powerful 14-inch 
drill on the market at $24.95! 


Stanley’s new H131 is by far the finest 3-jawed chuck gives a solid “bite”. 
drill buy” on the market. And not just The H131 is just one of six brand new 
because of power and price. Look at 


isin tallies Eitadineaats 4” and %” Stanley drills. The others are 

~ heavy-duty, ball-bearing drills yet priced 

Rugged bearings that assure excep- for everyone from $29.95 to $48.00. For 

tionally long, dependable service. details phone your wholesaler today or 

write: Stanley Electric Tools, Div. of 

Non-slip pistol grip, grooved housing The Stanley Works, 386 Myrtle St., 
provide secure handling at all times. New Britain, Connecticut. 


H80 POWER DRILL KIT—$44.95 
Includes H131 drill, plus 28 drilling 
necessities in rugged steel case. 


SELL STANLEY ELECTRIC TOOLS — Zhe commplele line with new design 











H245 powerdriver has heavy- Heavy-duty orbital sander— Powerfui H31 belt sander Famous H75 sabre saw—low- 
duty, ball-bearing impact ac- built for the professional, rough sands and finishes me- est priced heavy-duty sabre 
tion; %4"" hex socket. $42.95. priced for everyone. $49.95. talor wood. Costsonly $89.95. saw on the market. $54.50. 
AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 
ST A N I. E VY This famous trademark distinguishes over 20,000 quality products of The Stanley Works, New Britain, Conn.—hand tools © electric 
tools © builders hardware ® industrial hardware ® drapery hardware © automatic door controls © aluminum windows ® stampings 
REG. U.S. PAT. OFF © springs © coatings © strip steel © steel strapping—made in 24 plants in the United States, Canada, England and Germany. 


CANADIAN OFFICE: HAMILTON, ONT, 
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NEW IRWIN Adapter Shank sits 


fit both hand braces and electric drills 


big market ...less inventory ... full profit margins 





©) tt comes like this FOR USE IN HAND BRACES 











€) Now use in BOTH HAND BRACES and ELECTRIC DRILLS 


“— megnesenetentr ee ee TE RETEST ES 





| RUNS TRUE IN ELECTRIC DRILLS | | CHUCKS PERFECTLY IN HAND BRACES, TOO 














. : ae Re aii lense. a . swiek ie é CD ngieccidoihoanSiieigine ‘ oe we | \ a . incsteinitiisih én inal a 
Sell in volume to plumbers, electricians, carpenters, general repair and maintenance men, 
utility and construction workers — most all users of both hand braces and electric drills. 


No other bit has so many easy-to-sell features 


Cuts*inventory costs for users by 50% because one Irwin true with screw point. No wobble, no run-out when used 
Adapter Shank Bit does the work of two regular type bits. in power drills. 10 Electrician, Car Bit and Ship Head 
Saves time, too. Fewer bits to carry in tool box or select Car Bit types, sizes 4/16” to 17/16”. Both solid center and 
from while on the job. Costs less than other electric drill single twist designs. Every Irwin Adapter Shank Bit highly 
bits made with a single usage shank. Precision ground polished and heat tempered full length for lasting strength, 
shank with its 6 equally spaced flats chucks perfectly, runs longer life. Big market . . . so order big today. 


Order from your Irwin wholesaler today 


New Irwin Catalog No. 53. Simplified page 
make-up gives recommended uses for each bit, 
along with principal selling features. All indi- 
vidual bits, sets and free merchandising displays 


or talking to customers. Saves time, helps close 
sales. Also includes recommended auger bit 
stocks for fastest turnover in your store. Write 


Irwin, Wilmington, Ohio, for your free copy of 
illustrated for easy identification when ordering new Catalog No. 53 today. 


The Irwin Auger Bit Co., at Wilmington, Ohio, USA, since 1885 
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“Now | display a full line in ¥Y3 less space !” 


“With the Lufkin Turnover Target, I can 
show all the measuring tools | need in a third 
less space,’’ writes Mr. Graeff. 

‘“My inventory is 36% smaller (38 items instead 
of 59). Yet my customers think I’m offering a 
more complete selection than before. 

“I used to display measuring tools in a glass 
case. They were hard to get at, hard to inventory, 
took a lot of valuable space. By getting them out 
in the open, measuring tools took a big jump in 
sales and I now can take inventory in seconds. 

“When I saw what this open-display idea was 
doing for measuring tools, | reorganized the whole 
tool department. This saved even more space 
and helped boost sales of all my tools.” 


Want more facts? 


says Carl E. Graeff, Dayton, Ohio 


Take a tip from Mr. Graeff. Measuring tools 
are basic in almost any job. Any customer interested 
in tools is also interested in measuring tools. And 
vice versa. Group them together...out where cus- 
tomers can handle them and sales will jump. 

lind out from your supplier, as quick 
as you Can, how to get this money-making 
Turnover Target display. Lufkin Rule 





APPROVE O 
MERCHANDISING 


Company, Saginaw, Michigan. 
' PROGRAM 


Ly SR® “RE Ble a 


RULE COMPANY 


TAPES + 


we MUFF KI 


RULES + PRECISION TOOLS 
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CAULKING rs = 








THE MARKET? 


These high quality, popular priced, compounds 
have earned a ‘preferred’ rating with your 
customers, resulting in repeating sales, due 
to their dependable performance. 


PLASTI-GLAZE BRILLIANT WHITE— 
for general use. Easy to handle. Sets tough 
and elastic. Stays “‘live’’ for years. Packaged 
24, 1 Ib. cans per carton. 


NEW PLASTI-GLAZE ALUMINUM GRAY— 
a specially formulated and colored compound 
for use on aluminum sash. Ready for use, in 
double-tight cans. 


STAZON CAULKING COMPOUND— 
use inside or outside. White or gray—no price 
penalty. Easy to use. Packaged ten 1/10 gal. 
foil-seal cartridges with dripless plunger, in 
display carton. 








& ¥ 


iz 


@e RAY 










DRIPLESS 
SHORTSTOP ZF «<. 
ERT ty 


PLASTIC PRODUCTS COMPANY Main Office and Laboratory 
6475 Georgia Ave. «+ Detroit 11, Mich. 





Factories: Detroit « Chicago ¢ Jersey City ¢ Richmond, Va. 


Subsidiaries: Oakland « New Orleans ¢ Kansas City ¢ Tampa ¢ Toronto 
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77 TRIGGER RELEASE HOLDER. 


T TEAR 
FASTER THAN WONT TEA 


OR WRINKLE No. 7X STEEL SANDPAPER** 
SANDPAPER 
for rough shaping and 
paint removal. 


No. 7M MEDIUM KARBITE* ABRASIVE 


a aime 7 ar (Tungsten Carbide) 
op i SS jn $ Sano. Suan for intermediate finish 


STAYS SHARP 
FOR LIFELONG USE 
FoR WOOD PLASTICS ‘ALUMINUM, BRASS PLASTER, COMPOSITION 





mato 
me. viet Ne. 7 «xanerre’ asaas! uve 





— he, 7X-STEE SANDPAPER - _ s 
77 SAMO SHARK HOE —— ~ he os EC ine 










1D SHARK “ABRASIVE 
g 7 : ane at eles No. 7F FINE KARBITE* ABRASIVE 
om 4 OL DER ae meee, el (Tungsten Carbide) 
’ _— e — “ 


for fine finish 
Lee ae 
ai MTA ence Leen 
enquen Hrs. 


PP enn 


ALL 3 metal sanding sheets pre- 
formed to fit SAND SHARK holder. 
Holder can also be used with paper 
and cloth abrasives. Fast-selling, high 
profit. 


FREE! 


LEI R I Pet enna T? 20k Phe 
~ wo « 
e2etr* 6 24% o%. * 
one > . 
ss > * ©3528 
7 . 
ant = ¢ a? A 


ibn. Oe ° Penny y, 
et oe 
© BERR thee 





FULL 40% DEALER DIGCOUNT! 


HOWARD 
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the new, lever action 





22 CALIBER 
20-SHOT 
HAMMERLESS 

LEVER ACTION 
TUBULAR MAGAZINE 


63" 


RETAIL 





Access to action is easy and quick. 
Simply remove side plate. Action 
closed. 





em = 


“ee oo —.-~ ta 


3 J 
Action open. Note short swing of 
—__ lever for lightning-fast operation. 


s a —— “ 


Uitra-modern version of the glamorous western rifle 
A Million western fans will want this one! 


SPECIFICATIONS 


mal 





BARREL: Tapered blued steel 24”, Cham- 
bered for all Short, Long and Long 
Rifle cartridges. New, precision AC- 
KRO-GRUV rifling—unbeatable for 
accuracy. 

STOCK: Genuine walnut in Monte Carlo 
design with attractive, new molded 
pistol-grip cap and butt plate. 
FOREARM: Genuine walnut in beaver- 
tail shape that is custom designed to 
fit palm of hand. 

SIGHTS: Rear Open with “UV” notch, 
elevation and windage adjustments. 
Bead type Front, fitted in standard 
dovetail slot. 

MAGAZINE: Tubular type, holds 20 
Shorts, 18 Longs and 15 Long Rifle. 
ACTION: New design, hammerless lever 
action—smooth and fast-operating. Re- 


ossberq 





for accuracy 


ceiver of lightweight, high-tensile 
alloy, with durable anodized finish. Top 
of receiver has non-glare dull finish. 
Hardened beryllium alloy, rust resist- 
ant bolt. Double extractors. Removable 
side plate gives fast access to all oper- 
ating parts—and for easy cleaning. 
Coin slot screws eliminate special tools. 
Grooved trigger. Receiver has dovetail 
groove for easy mounting of telescope 
—can be attached in seconds. 


SAFETY: Convenient cross bolt type 
which positively locks trigger—sure 
and safe. 


ACTION-LOCK: Special action-lock posi- 
tively prevents firing of gun until lever 
is closed and bolt is securely locked. 
Weight: About 51% lbs. Length: Over- 
all 41”. 


Your Mossberg distributor 

has full information. 

Better place your order now. 

O. F. MOSSBERG & SONS, INC. 
91606 St. John St., New Haven 5, Conn. 
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Life Lite never needs batteries be 


cause it recharges when plugged 
y] into any 110 AC outlet—it has 
FATHERS wide appeal to sportsmen, home 


| owners, car owners. Life Lite has a 
D A y | unique and compact shape which fits 
all pockets or glove compartment. It is 


handsome, in a two-tone gray with golden 
trim finish and each flashlight is gift-boxed. 


promotion ‘kk Woon: Es | 


Life Lite 


RECHARGEABLE FLASHLIGHT 









—— 











AN 
.\N \ 







S Y5 ®, Mf ; *Trade Mark 
4 | 
GIFT BOXED i 


ceo OR ’ REFUND or 











>” Guaranteed by 
Good Housekeeping 
| dz for Mila Aly. ? or 4s ApvertistD ese 
o SILHOUETTE 
Yifo Lito: RECHARGEABLE FLASHLIGHT 
In Pink with Golden Trim Ay 


Beautiful and compact, Silhouette fits 
easily into purse, pocket or glove 
compartment—never leaks or corrodes— 
recharges in any 110 AC outlet. 


RECHARGEABLE 





| 
"Masha Gulton industries, inc. siice 
Metuchen, N. J. DIVISION | 
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SKIL 500 LINE is the... 





All-New 6%” Saw, Model 552— All-New 7%” Saw, Model 553— 
$64.95 $79.95 





All-New 84%” Saw, Model 554— 
| $89.95 





All-New 54%” Saw, Model 533— 
$39.95 





6%" Saw, Model 536—$49.95 


: Jig Saw, Model 514—$47.50 








$2 ([h ever before has there been a power tool success 

N story to match the results of the fast-moving SKIL 

aneen _— - 900 Line. 1st quarter sales are up 36% over 1958—and 
es ‘% ao, ee ; ns 1958 was Skil’s biggest year! 

And here's why. It’s a short line—keeping inventory 
and capital to a minimum. It's a high turnover line— 
no duds, each tool has a record of quick movement 
from dealers’ shelves. It's a high profit, high volume 
line—because your customers recognize and want 
Skil quality and features. 


That's why dealers from coast to coast are ordering 
and reordering the Skil 500 Line. Why not call your 
wholesaler or nearest Skil representative and ask him 
for the complete story. 
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HOTLINE sales up 36% 
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¥%,” Drill, Model 560—$39.95 


Hedge Trimmer, Model 513— 
$44.50 


4 
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Drill, Model 542—$49.95 


Oe \ BVA 


¥%,” Drill, Model 549—$29,.95 
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Olaeliel aly ae 592 v4 
$49.95 
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$89.95 


’% HP Router, Model 530—$59.95 








Skil acceptance + Skil values = turnover 


Top Brand Name Acceptance .. . Survey after survey 
proves SKIL is the name customers want on their power 
tools. Now is the time to discard those no-name” brands 
and sell SKIL! 


The Line Market Research Created . . . Hundreds of 
thousands of dollars were spent by the hardware industry's 
top merchandisers to help select the tools in the new 500 
Line. No duds or slow-movers. 


Built-In Quality Priced Right. . . Skil quality is a proved 
fact. Consumers recognize and want it. The 500 Line is the 
quality line your store needs for high turnover profit in 
power tools. 


Coast-to-Coast Skil Service . . .34 completely equipped 
factory branches are strategically located across the coun- 
try for quick, reliable service.,|n addition, there are 50 
factory-authorized Skil service stations. 

Large, Well-Trained Field Force . . . Skil field sales 
representatives have proved themselves to be a real mer- 
chandising help to retail dealers. They are experts in sell- 
ing, demonstrating, displaying and advertising SKIL tools 
at the retail level. 

Aggressive Merchandising and Promotion. . . Skil 
gives you a complete, hard-hitting merchandising and pro- 
motional program—backed by consistent, dominant 
national advertising. 


Made only by SKIL Corporation, manufacturer of famous SKIL and SKILSAW products, Chicago 30, Illinois ,U.S.A. 





Belt Sander. Model 405 


You sell more 
ammunition 


when you sell 


Peters 








“High Velocity” 


Again this year, powerful national advertising will mean more 
sales of Peters “High Velocity” ammunition. Make sure you're 
ready —stock and display the entire Peters line today. 


Big game guides, shooters, and hunters everywhere know there’s 
no more powerful ammunition in the world, than Peters “High 


Velocity.” 
Bales 
PACKS THEAPOWER! = Qj 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. me 
“High Velocity” is o trademark of Peters Cartridge Division, Remington Arms Company, Inc, 
Want more facts? Circle 134, p. 85 
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N EWS! A Great 


_Sales- -pulling Name 


Meweat, Surat Wau to... ia 


—_ 


Sell boat hardware... 
profit big from the booming boat market! 


Figure it out for yourself! Boat owners are everywhere! 
Not only shore, river and lake areas but inland city areas, 
too, where boats are trailer-hauled. And here’s your chance 
to sell the growing number of them in your area just what 
they want! The 14 basic, most popular marine hardware 
items by Presto — world’s largest manufacturer of custdm- 
quality specialty hardware. Al! are top-quality products... 
dazziling-designed . . . economy-priced. And all are made 
of cast bronze with an eye-catching, sea-resistant, triple- 
coated chrome-plated finish. Individually packaged with 
screws in exclusive, transparent Presto Pac to enhance 
sales appeal! Order and profit today! 


BOAT = 


nAnwwANS CENTER 


M-400 INTRODUCTORY DEAL! yy SD y~l- 


List Price $138.90 
Your Cost 83.34 BRESTO PRES | : 


YOUR PROFIT $55.56 ae la ee 


PRESTO 


MARINE HARDWARE 


nie. 


PRES TC 3 ed ee 


Tree MARINE RS CHOICE 


Write today to Len Harris for full information. 


Presto Marine Products Division, Presto Lock Company FREE Self Service Display Unit 
Main Office and Plant: 100 Outwater Lane, Garfield, N. J. . 
Direct New York Wire, CHickering 4-0043 Keep track of complete inventory at a glance 
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“Hunters are expected to spend well over | billion dollars 
for guns and for a huge variety of paraphernalia and services 


that give the guns logistical support.” 


NEWSWEEK MAGAZINE 








Chances are that, after a somewhat 
shaky start, 1958 proved to be an excel- 
lent year for your gun and ammunition 
sales. Some sixteen million American 
hunters spent well over a billion dollars. 

But the fact of the matter is that you 
probably missed out on a considerable 
amount of business that could have been 
yours. 

Consider this for a moment. The man 
who comes in and buys a Winchester 
deer rifle and Winchester or Western 
ammunition does so for only one reason. 
He wanis to go hunting. After he has his 
rifle and ammunition, he is equipped to 
shoot, but he is very far from being ready 
to hunt. For every dollar a hunter spends 
for a rifle, shotgun, or ammunition, he 
spends two or three dollars on additional 
equipment. Those sales could and should 
be yours. 


YOU ARE IN THE RIGHT SPOT 
AT THE RIGHT TIME 


The fact that he came to you for his 
firearm tells you automatically that he 
considers you a prime source for his 
hunting needs. The fact that you sell 
firearms and ammunition makes you 
automatically, in his mind, an authority 
on all other hunting equipment. And if 
he had to go elsewhere to buy the re- 
mainder of his gear you’ve—just as auto- 
matically — lost out on a very substantial 
sale. 


rIOW MANY ADDITIONATI 
POTENTIAL SALES? 


Let’s take two examples to illustrate what 
it takes to change a man with a gun and 
ammunition into a hunter. First, take the 
deer hunter. 
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Say you have successfully sold him a 
Model 70 and a hundred rounds of Silver- 
tip ammunition. But, in addition, very 
soon he will want, need, or replace most 
of the following: 


Approximate 
Equipment Price 
Scope and mounts ......0..000...... $ 85.00 
ia al 60.00 
RES ssianisiialieglias 3.00 
Lantern ..00......... Eee ee 7.00 
Cleaning equipment ......... baadie 3.00 
ee ah 3.00 
Gun Case .............. .... 10.00 
Cartridge belt ...... , | 6.00 
Insulated underwear , 26.75 
Hunting coat, pants and hat............. 52.00 
Hunting shirts and gloves | 12.50 
Socks and boots aay | 22.95 
Sleeping bag .. _ 25.00 
$316.20 
The list is far from exhausted, yet it 
already indicates potential additional 
sales of well over three hundred dollars, 
a sum several times larger than if you 
limited yourself to firearms and ammu- 
nition sales alone. 
Now consider the case of the man who 
buys a Model 12 and a hundred rounds 
of Super-X, he also needs the following: 


IPLAND SHOOTING 


Approximate 
Equipment Price 


Shooting glasses ............... toad _ $ 20.00 
Cleaning material SRR ne 3.00 
Hunting clothes ................... 45.00 
RS Se ese ene 10.00 
RN oc cscessccsessninne ~ 8.50 
Boots and socks «= 18.50 


$105.00 





OF RELATED GOODS 
DOUBLE 
PROFITS 


DUCK SHOOTING 


Approximate 
Equipment Price 
Shooting glasses ........ ee 
Se ne ae 6.95 
Cleaning materials | 5.00 
Hand warmer and fluid 
Duck call and record . ' 
Two dozen decoys . 59.00 
Gun Case ...... | 20.00 
Insulated underwear 26.75 
Hunting shirt and gloves . _ 12.50 
Boots and socks 18.55 
Waterproof hunt suit . 22.95 
Parka biteiishiadiete icant 33.00 


oa DUN é b q a : sl ‘ men 7008 
$234.60 3 a nn ae 2 s é ae ' VARAAINTS WITH 





Here again your potential additional 
sales are over two hundred dollars. As 
you probably noticed, there is nothing 
listed that a competent arms and ammu- 


nition salesman could not sell. a ; 
: The full color Winchester 22 display pictured here is a real 


° . . . ° 
WHAT AND WHAT NOT TO STOCK attention getter. It’s ready for you now, and is especially designed 

: ‘Ip you se axi ber of the popular Winchester 22 
How far the combined selling of related to help you sell a ncngaes — wi the} L . 
items may be extended profitably de- models plus more Winchester or Western rim fire ammunition. 
pends on several factors. Available floor This is the height of the 22 sales season so mail in the coupon 


space, size, and ability of your sales force today. Your free display will be mailed to you immediately. 
are obvious considerations. To maximize 
your potential, the related products you 
add should appeal to the same group of 


customers who purchase your arms and 
ammunition. Secondly, check to see that 
the related goods items you add to your WINCHESTER Nf loOwn 
stock are available through wholesale or ADEM — 
ee a pcg at rer iy) Olin Mathieson, Winchester-Western Division, New Haven 4, Conn. 
finally, they should require equal 
amounts and similar kinds of selling 
effort. Winchester-Western Division 
Olin Mathieson Chemical Corporation 
SOME GROUND RULES ' New Haven 4, Connecticut 
It’s axiomatic that a cheerfuland friendly 
store will attract more trade than one 


| 


Dear Sirs: 

Please send me the free, new, full color Winchester 22 display. 
that isn’t. Lighting should be ample. 
Keep manufacturers’ catalogs, brochures 
and literature exposed and available. A 
Winchester or scope is a considered pur- 
chase —the prospective customer will 
appreciate any literature you give him. 


ee 
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CF<«l Steel Hardware Products 


CFs«I Hex Mesh Netting 


Used for poultry netting, baseball 
backstops, crab traps, fur farm 
netting, tennis courts, animal pens 
and other do-it-yourself applica- 
tions. Supplied in 14-20 gage wires; 
ali standard meshes; heights from 
12” to 72"; roll lengths to your spe- 
cifications. Galvanized after weav- 
ing. Tight, even twists resist dis- 
tortion and strong selvages make 
nettings durable, pliable, easy-to- 
use. 





The Image of CFaI symbolizes a complete 
line of quality steel Hardware Products. 
Two of them are shown above. All of them 
are made to exacting standards ... are 
available through a national network of 
CF «lI offices and warehouses... are quickly 
delivered from stock. For these products 
and Gold Strand Insect Wire Screening, 
Hardware Cloth, Woven Ornamental 
Fence, Woven Flower Bed Border and 
Gate and Door Springs—contact your 
nearest CF «I sales office. 


CF.1-WICKWIRE 
HARDWARE PRODUCTS 


THE COLORADO FUEL AND IRON CORPORATION Opec. & 


In the West: THE COLORADO FUEL AND IRON CORPORATION—Albuquerque + Amarillo 


(N.M.) + Ft. Worth + Houston « Lincoln - 


: Billings - 


e Leandro + Seattle + Spokane + Wichita 





OY 


CFeI-Clinton General 
Purpose Welded Wire Fabric 
Used in corn cribs, window guards, 
vegetable bins, cage and poultry 
house floorings, plastic swimming 
pool frames plus other home and 
farm applications. Supplied in 5 
widths from 24” to 72”; mesh sizes 
from 1" x 1” to 2” x 4"; in full-length 
100’ rolls. Individually welded 
joints, flush-cut stay wires, fabric 
that is free from sharp edges, easy 
to form. 


Pr 
=} 


Boise +» Butte + Denver + El Paso * Farmington 
Los Angeles * Oakland + Oklahoma City + Phoenix + Portland + Pueblo - 


Salt Lake City » San Francisco + San 


In the East: WICKWIRE SPENCER STEEL DIVISION—Atlanta + Boston + Buffalo + Chicago + Detroit » New Orleans + New York + Philadelphia 
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TARPAULINS 


are Tow . 


TREATED WITH RESIN & VINYL plus ALUMINUM 


Here is a completely new kind of tarpaulin . . . a tar- 

paulin that means extra sales for you! Here's why: 

The new Eagle Tarp treatment actually is two sepa- 

rate treatments. First, the canvas is treated with a 

RESIN bath implanting millions of particles through- 

out the fibers. Then the canvas is baked in a gigantic 

100 foot oven. This baking process actually seals the 

Resin into the canvas. Now the canvas gets the 

second treatment containing VINYL and ALUMINUM 

and is re-run through the oven a second time. The 

second baking process fuses the tough Resin finish 

re and the Vinyls throughout and within the canvas to 
create a treatment never before available. This 

lj Sy 0 0 ® |) | T | ON A L 4 | exclusive Double Treatment means that Eagle Farm 
Tarps and Truck Tarps are metallic tarps . . . and are 

more water and rot resistant plus far superior in 


ruggedness and strength! 
Only Eagle Tarps have ali these Selling Features 


e DOUBLE TREATED FOR GREATER 
WATER AND ROT RESISTANCY 


r F e ALUMINUM TREATMENT REFLECTS 
‘ [a ate 90% OF SUN AND HEAT RAYS 


e ROPE BOUND IN HEM... TAKES 
STRAIN OFF CANVAS ...GROMMETS 
WON'T PULL OUT 


@ INDIVIDUALLY PACKAGED AND 
ALSO AVAILABLE IN ASSORTMENT 
WITH FREE DISPLAY RACK 


e UNCONDITIONALLY GUARANTEED 
FOR ONE FULL YEAR 


\ Me e TRIPLE SEWED SEAMS AND 
re lalobeal-a DOUBLE SEWED HEMS 


4 OUT OF S HAROWARE 
WHOLESALERS CARRY EAGLE TARPAULINS 


H. WENZEL TENT & DUCK COMPANY e@ ST. LOUIS 17, MO. 
Want more facts? Circle 138, p. 85 
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All ropes seem the same... 


‘til you see them made and use them 


For instance ... 


New Bedford Rope is a blend of different types of manila 
fibre, carefully selected to control strength, color, texture 
and pliability of the finished rope. 

Before the fibres are spun into yarn, they are treated with 
specially developed compounds to provide lifetime lubri- 
cation, mildew resistance and long wear. 





To make certain that the finished rope will meet size and 
weight specifications, yarn is spun under conditions of 
closely controlled humidity and its size and weight are 
maintained within close tolerances. 

Finally, the strands are formed and layed into rope under 
precisely controlled tension in order to give New Bedford 
Rope uniform quality, strength and handling ease. 





That’s why men who know rope choose New Bedford 


NEW BEDFORD CORDAGE COMPANY 
NEW BEDFORD, MASSACHUSETTS 
Rope Makers Since 1842 
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RUBBERMAID #2941 ROUND WASTEBASKET 
REDUCED 25% FOR 25th ANNIVERSARY 
SPECIAL *1.49 REG.S198 


FOR JUNE-JULY-AUGUST SELLING 









#25-2941 Promotion Special Round Wastebasket 
Order Now for Immediate Shipments 
Wastebasket goes back to Regular Retail 


September Ist 











12” diam., 11%” high 




















Retail Std. Shp. 
No. Description Each Shp. Wt. Colors 
Ctn. 
25-2941 Promotion $1.49 6 7 Ibs. Red, White, 
Special Black, Yellow, 
Round Wastebasket Light Green, 


Pink, Turquoise 


Tan, Grey. 








Reduced 25% | 
for 


25th Anniversary 





Round 
Wastebasket 
NOW ‘1? 


— 





DEALER NAME 
AO08ESS onONE SOMBER 














2.5” off 


Aiebberen 
ROUND WASTEBASKE! RE 


Now'l49 















SPECIAL PRICE a 7 ana 
25 OFF 25” ANNIVERSARY 
aete SALE 


ALL #25-2941 Round 
Wastebaskets carry this 
extra label in addition to 
regular Rubbermaid label 














Window or Wall 
Banner in each pack 
of Yellow #25-2941 


AD MAT ® 
Promoting 4 
425-2941 

Special RUBBERMAID INC., WOOSTER, OHIO 








Ads like this are 


selling tl 

a, JU /\ Le YZ oy “hy 

0 ’ ° 1 l LOA 

it Lamson Distributors 
OVS 


to 11 | 
dustrial buyers im 


What you're really buying from your Lamson distributor 


gspecial 
delivery” 
rastenet 
service 


chasing Costs 
e freight costs. / 
~Osts and 
ource buying- 


Savings _Complete distribu- 
tor Stocks, close by; reduce your own if 
fastenet inventory -- _cut 


yvesiment in 
your warehousing and handling expense. 


inventory 


_ You save pro- 


producto 
) gut-of-stock , 


duction dela) 

ig walling for production-run 
enet quality. choose 
Lamson \ine. ¥ our 


Lamson itches this supel \or 
quality with supet! 


amson pistributor 
Machine and C 


sESSIONS 


° CLEVELANO 9. onic 


plants in d Kent, Ohio * Chicago and Birmingham 





fasten As tt 
er , ie ad 
TUT ih e’ammelael-1 am says, for the f 
melanmdat-Meorelaal ei) Tals) Gila 
1 line. 
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for profitable, volume sales sell 





6 Profitable reasons why: 


THE GIBSON-HOMANS COMPANY 

2366 WOODHILL ROAD «+ CLEVELAND 6, O. 
Factories: Conyers, Ga. * Matowan, N. J. + Richmond, Cal. 
Portland, Oregon + Cleveland, Ohio : 

















THE INVITING STORE FRONT 
of Guenther Hardware Com- 
pany attracts many customers. 


“Our Walional System 
saves us*2,000 a year... 


repays its cost every 11 months!”’ —cuenther Hardware Company 


“A National Cash Register representa- 
tive recommended the Quick Service 
Check-Out plan of operation for our 
firm,” writes W. F. Davis, of the Guen- 
ther Hardware Company, Owensboro, 
Kentucky. “Ever since its installation, 
we've shown a steady increase in sales 
volume. 

“Without reservation, we feel that 
our National System has been a prime 
factor in our store operation. In fact, 
National’s ‘Quick Service’ with check- 
out enables us to handle increased busi- 
ness that, under the old system, would 
necessitate the hiring of at least one ad- 
ditional salesperson. With our new NCR 


System, service is improved at peak 
periods. Our salespeople now concen- 
trate on customers seeking help. Thus 
we sell more and profits are greater! 

“We recommend that ‘Quick Service’ 
be considered by progressive hardware 
merchants. Our National System saves 
us $2,500 a year ... repays its cost 
every 11 months!” 


Guenther Hardware Company 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES * 75 YEARS OF HELPING BUSINESS SAVE MONEY 








NATIONAL’S “‘QUICK SERVICE SYS- 
TEm’”’ has increased sales and profits. 





W. F. DAVIS, Guenther 
Hardware Company. 





Owensboro, Kentucky 


Your hardware store, too, can benefit 
from the time- and money-saving fea- 
tures of a National System. Nationals 
pay for themselves 


: » 884 
quickly through sav- 4) 
ings, then continue to Yo pationalY 


¥ —- 


return a regular yearly y 
profit. %, venas 


1959 


*TRADE MARK REG. U.S. PAT. OFF. 





CASH REGISTERS * ADDING MACHINES 
ACCOUNTING MACHINES 


nce paper (No CagBon Required) 



















































un la 


: 
a. 
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~NOUR ADVANTAGE 


WHEN YOU SELL 


WRIGHT 
SOCKET WRENCHES 


* TO HOMES... 
* TO FARMS... 
* TO INDUSTRY... 


You may not be a tennis enthusiast but you can’t help play- 
ing a little bit better hardware and mill supply game when 
you handle Wright Socket Wrenches. 

What are the scoring advantages with Wright? EVERY 
SINGLE COMPETITIVE AND CUSTOMER-GOODWILL ADVAN- 
TAGE THAT A PRODUCT LINE CAN BRING TO YOUR BUSINESS! 

Sounds incredible but consider these few basic facts. From 
the smallest to the largest, all Wright Sockets are made of the 
finest selected special alloy steel; none is made of the cheaper 
carbon steel. All except the smallest sizes are made still 
stronger, tougher by hot forging, extruding processes. All, in- 
cluding the largest, are smoothly finished throughout, polished, 
chrome-plated and brought to the finest, proudest finish in the 
industry. The superior quality is indisputable. 

But the real clincher of Wright advantages is PRICE! Thanks 
to advanced automation, extensive electronic quality- and 
production-control in the Wright plant, prices are in the lowest 
bracket, comparable even to competitive sockets made of car- 
bon steels. Here, for example, is a retail price comparison of 
3g” opening, 1” square drive industrial sockets: Brand A, 
$37.84; Brand B, $37.99; Brand C, $36.35; Brand D, $37.12; 
WRIGHT SOCKET, $24.54. 

Compare Wright Socket Wrenches with any other line—for 
quality, for cost—and you will want to start supplying your 
customers with Wright, the best for less. 








WRIGHT SOCKETS ARE AVAILABLE IN 
CONVENTIONAL DESIGN OR EXCLUSIVE 
10-POINT DESIGN WHICH FITS SQUARE, 
HEX AND 12-POINT NUTS. 


WRIGHT TOOL & FORGE CO. 
46 E. State St. 
timmy Ohio 
Gentlemen: 
["] Send me your catalog No. 100. 
[]}1 can spare a minute to let your 











representative show me what makes Wright 
Socket Wrenches the finest made. 

Name = ‘Title 

Company aie 

Street 5 oe | 

Ciuy State 





iw ananceanasananananemunpananenanananenet 
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More... 
More .. 


More .. 











Myers, OLYMPIAN PUMPS 








Leadership Performance Full Value Pricing 
Advanced Engineering Tailored Selection 


Merchandising aids. The only profit tested complete dealer sales 
program in the pump industry ... and IT’S FREE. Posters, mailers, 
displays, truck and window decals, metal signs, newspaper mats and 
many others, PLUS an attractive 3 dimensional authorized Myers 
pump dealer plaque with your own name. 


Advertising. Year ’round Co-op ad help. Myers further backs your 
own promotional efforts with a sensible national and regional 
consumer advertising program. Myers’ advertising goes after pump 
prospects, not coupon clippers. We pass these consumer prospects 

on to you immediately for a fast closing sale. Myers’ advertising sells 
customers on the idea that doing business with an AUTHORIZED 
MYERS PUMP DEALER is mighty good business. 


Products. Myers gives you a new line of OLYMPIAN jet pumps, 
competitively priced, easy to sell and easy to install. Compare Myers 
OLYMPIAN jet pump performance, quality and price with any other 
jet pump on the market today. 


To be first in Pump Sales in your community . . . join the team that’s first in the 
Pump industry. Go with Myers for increased pump sales ... better pump profits. 
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The F. E. Myers & Bro. Co. 


ASHLAND, OHIO KITCHENER, ONTARIO 


Myers 
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How industrial distributors 





plan to meet the booming 1960s .. . 


Trim expenses } 
to get more net profit 


Triple Industrial 
Supply Convention 





Distributors study three-part program to make 


sales calls more profitable, to concentrate on 


profitable lines, to speed handling of sales orders. 


More net profits through a three-part attack on unprofitable 
operations is the goal of industrial hardware wholesalers for 
the 1960s. This was the theme of the annual Triple Industrial 
Supply Convention held May 13 to 15 in Dallas. 

The atmosphere of the Convention was one of optimism mixed 
with determination. Although sales volume was down in 1958, 
a general upswing started late in the year. Optimism was based 
on this upswing, forecasting a good 1959. Determination was 
based on the grim realization that more sales volume was mean- 
ingless if unprofitable sales and inefficient warehouse methods 


drain off money that should show up as net profit. 

The three parts of the attack on operations are: 

(1) A breakdown of expenses by lines. 

(2) A breakdown of expenses by customers. 

(3) A method of economical routing orders in the warehouse. 

Details of all parts of the attack were outlined in formal ad- 
dresses. Wholesalers were provided tools to take home for the 
attack on unprofitable operations in their businesses. 


The attack on warehouse costs 
started with presentation of a sales 
order handling method. 

Dr. George D. Wilkinson, well- 
known to industrial wholesalers for 
the survey of operating methods 
conducted several years ago, pre- 
sented the streamlined routing 
method. The method will be taken 
up in greater detail through semi- 


nars in various parts of the country 
to be organized during the year by 
the National Association. 

Key to the Wilkinson handling 
method is in sorting orders to get 
orders out to the warehouse in the 
order in which they are to be picked 
for delivery. 

The handling method also in- 
cludes sending orders through per- 


petual inventory to keep outs at a 
minimum. Also, to number orders 
so management can tell quickly how 
order-filling is progressing, and to 
route orders to keep bookkeeping 
errors at a minimum. 

The attack on customer sales ex- 
pense was started by Charles R. 
Spencer, manager, Industrial dis- 
tributor sales, Gates Rubber Co., 
Denver, presenting the Customer 
Profitability Concept. 

The Concept is based on distrib- 
utors finding out actual expenses in 
calling on and selling a customer. 
Then, to concentrate sales on prof- 
itable customers and try to bring 
unprofitable accounts over to the 
profitable side. Further details are 
given in this Convention Report. 

The attack on expense by lines 
was carried on by Paul J. Stine, 
chairman of the Past Presidents’ 
Committee on Profitability of 
Lines. Mr. Stine picked up the 
thread of the Profitability of Lines 
theme of previous conventions and 
reported that 99 wholesalers now 
have made such studies. Mr. Stine 
urged wholesalers who have not 
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made such a study to get out their 
cost figures and find out exactly 
where they make their profit. 

A report on value added by dis- 
tributors was made at the conven- 
tion. 

The value added by industrial 
distributors to industrial merchan- 
dise figures out at $4.84 per man- 
hour of labor, 51¢ per dollar of as- 
sets, 77¢ per dollars of net worth, 
and $10.93 per square foot of space. 

These figures are based on a 
survey of 155 industrial distrib- 
utors’ operations during 1957. To- 
tal sales of participating firms 
were $478 million. Total employees 
of these 155 firms were 10,300. 

The survey is part of the pro- 
gram of the College of Commerce, 
Ohio State University, to find out 
what value distributors add to the 
merchandise they handle. Prof. 
Robert D. Buzzell made the report. 

The report follows up the initial 
program at the Triple Industrial 
Supply Convention a year ago when 
Theodore N. Beckman, Ohio State 
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3 new presidents of associations 


Fred C. Emerson 
ASMMA 


professor of marketing, pointing 
out the need to change the popular 
concept that wholesaling was a 
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Wallace H. Campbell 
NIDA 


L. D. Montague 
SIDA 


“cost” to the value added by whole- 
salers. 

The statistical picture of distrib- 
utors on a national scale was given 
by Robert C. Fernley in the NIDA 
executive secretary’s report. The 
figures are: 

@ Sales, first four 1959 months 
up 20.3 percent over same 1958 
months. 

@ April sales, up 26.6 percent 
over last April, up 5.8 percent over 
March. 

@ Average net profit, after 
taxes, was .77 percent in 1958 with 
sales average of $41,116 per em- 
ployee, against 1.59 percent in 1957 








with sales average of $43,615 per 
employee. 

@ Turnover rate was 3.6 in 1958, 
against 4.3 in 1957. 

The three associations partici- 
pating in the Triple Supply Con- 
vention elected new presidents. 
They are: 

American Supply & Machinery 
Manufacturers’ Assn., Fred C. Em- 
erson, Spartan Saw Works, Spring- 
field, Mass. 

National Industrial Distributors’ 
Assn., Wallace H. Campbell, Camp- 


bell Industrial Supply Co., Seattle. 

Southern Industrial Distribu- 
tors’ Assn., L. D. Montague, B. L. 
Montague & Co., Sumter, S. C. 

The Convention had two feature 
speakers on world events. Gen. Har- 
old L. George, Thompson Ramo 
Wooldrige, Inc., Los Angeles, spoke 
on the problems of exploring outer 
space. William L. Shirer, news 
commentator, spoke on the Berlin 
situation. 

Association committees gathered 
in Dallas May 11, 12 and 13 for 


meetings. The first event for mem- 
bers was a reception on the evening 
of May 12. A joint program was 
held on the morning of May 13, 
with the distributor groups meet- 
ing in the afternoon. 

The conference booth program in 
the Dallas Memorial Auditorium 
was all day May 14, followed by a 
reception in the early evening. 

On May 15, the distributor 
groups held separate business meet- 
ings. The convention closed with a 
luncheon meeting of all associa- 
tions. 


Keynote Address 





Triple Industrial 





Supply Convention 


*... distributors realize their own 


product is service to customers. 
Improved service will be effective 


in meeting today’s conditions...” 








by John N. Failing 

The Chas. A. Strelinger Co. 
Detroit, Mich. 

and 

president 

National Industrial Distributors’ 
Association. 


We are gathered in an excellent climate in which 
to consider the present status of the industrial dis- 
tribution industry, our operations during the past 
year, and our plans for the future. 

What were the results of distributors’ operations 
last year? We have a number of reliable statistics 
to answer this question, all of which clearly show 
a rather severe drop in sales, in line with the na- 
tionwide reduction in industrial production for 1958. 


The American Association’s Index of New Orders 
received by suppliers from their distributors showed 
a drop averaging 15.6 percent in 1958 compared to 
1957. 

The Monthly Sales Trend Report of the Southern 
Association shows a 13 percent reduction for 1958 
and the National Association’s Statement of Over- 
head Expenses for 1958 also indicates a 14 percent 
decrease. 

The silver lining on the rather dark cloud outlined 
by these figures is the fact that these same statis- 
tical sources show a rather sharp upturn in the final 
months of 1958, a rise which has continued for the 
first months of this year. 

Beginning in January, the National Association 
instituted a Monthly Business Conditions Report 
which shows that distributors’ sales for the first 
quarter of 1959 were 17 percent ahead of 1958. 

The American Association’s Monthly Index con- 
firms this trend with an index of 221 for March, 
thus equalling the all time high originally set in 


HARDWARE ACE, June 4, 1959 © 63 





January, 1957. The index is based on the period 
1947 to 1949 equalling 100. 

The consensus is that this upturn will continue 
for the remainder of this year, although not at an 
even rate for all regions or for all consuming in- 
dustries. 

With this encouraging prospect before us, what 
is our industry doing to insure the conversion of 
this increasing sales volume into adequate net prof- 
its? As you manufacturers depend on distributors 
to be your sales forces, your prospects depend in 
large measure on what distributors are doing and 
plan to do in the months ahead. 

We report to you on vigorous efforts that distrib- 
utors are making through the National and South- 
ern Associations to cut their costs and to serve 
their suppliers and their customers more efficiently. 

The Past President’s Committee on Profitability 
of Lines has achieved considerable success in per- 
suading distributors to undertake analysis of their 
product lines for profitability, and I know this is 
u matter of keen interest to you manufacturers. Ac- 
cording to a survey by the Committee, about 100 
members of the National and Southern Associations 
either are engaged in this important work or plan 
to begin in the near future. 

The results to date have been eye-opening. 

For the first time, it has been revealed that lines 





with high gross margins are not necessarily the pro- 
ducers of the greatest net profits. 

Armed with this new knowledge as to which prod- 
uct lines are pulling their own weight, distributors 
can improve their net profits by reducing expenses 
relating to the unprofitable lines. In addition they 
can take such measures as increasing sales efforts 
on marginal lines to make them more attractive. 

Sales can be analyzed for profitability, not only 
by product lines but also by customers. One of our 
manufacturing friends will present a most stimu- 
lating report on what is called the customer-profit- 
ability concept. This is a sales approach rather than 
an accounting approach to the question of where 
profitability originates. This concept does not, there- 
fore, represent any conflict with product line profit- 
ability analysis but is an idea which can be widely 
adopted by distributors as another tool to help them 
uncover these high costs. 

I am proud to state that distributors are meeting 
the challenge in a constructive way. They realize 
that their own product is service to their customers, 
and that expenses cannot be reduced by cutting ser- 
vice. Rather, distributors are improving the effi- 
ciency with which they perform these services, and 
I firmly believe that these efforts will be effective in 
meeting today’s conditions and in preparing for the 
future. 


A profit from every customer 





Spencer. 


Mr. Spencer’s address gave 
detailed figures and forms on 
the Customer 
Concept outlined below. Cor- 
respondence from distributors 
who want to try the Concept 
will be welcomed by Mr. 


ing concept of profit generation by 
industrial distributors. 

(3) Caused us to generate the 
means of putting this concept into 
action, thus enabling distributors 
to apply the concept in improving 
profits, and manufacturers to assist 
in that process. 

The survey findings (made in 
Nashville among industrial users 


Profitability 





by Charles R. Spencer 
Manager 

Industrial Distributor Sales 
The Gates Rubber Co. 


Denver, Colo. 
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Over four years ago our sales 
research department was asked to 
undertake work on the marketing 
in the most effective and efficient 
way of Industrial V-belts and In- 
dustrial hose. The nearly four 
years of research did three things: 

(1) Produced evidence which 
convinced us that we, as a manu- 
facturer, could afford to be con- 
cerned with the profits generated 
by Industrial distributors. 

(2) Brought to light an interest- 


as to what channels they purchased 
supplies) left no room for doubt 
as to our complete dependence on 
the industrial distributor for sat- 
isfying the consumers’ demands. 

(Research then was directed to- 
wards distributors’ costs of serving 
customers. The profit and loss 
study of 32 distributors showed 
they were serving about half their 
customers at a profit.) 

We had to know why some ac- 
counts yielded a profit and others 





a loss if we were to find the key to 
profit generation which would en- 
able us to devise a plan for im- 
proving profits. It was clear that 
the profit generated by an account 
reflected the degree to which the 
distributor was serving the needs 
of the account for the products and 
services offered by him. The needs 
of the accounts being served at a 
profit were being more fully served, 
while the accounts operating at a 
loss were being narrowly served. 
This principle has come to be 
known as the Customer Profitabil- 


ity Concept in recognition of the 
key part that a distributor’s rela- 
tionship with each customer plays 
in the success of his business. 

We recognized that there were 
three ways the research might be 
of help to distributors: 

(1) Some distributors might de- 
sire to undertake the costly and 
time-consuming job of making a 
profit and loss study by customer 
for their own businesses and find 
our work a helpful guide. 

(2) Many distributors might 
find our short cut method helpful 


Triple Industrial 
Supply Convention 





in approximating the costs they are 
experiencing with certain cus- 
tomers. 

(3) Any distributor who would 
accept the Customer Profitability 
Concept in the light of the broad 
confirmation given it could move 
immediately to improve his profits 


12 manufacturers receive awards for promoting distributors’ services 


Awards for outstanding advertis- 
ing and promotional material in 
1958 on the extra values of their 
distributors’ services were made 
to 12 manufacturers. 

Bronze plaques were presented 
by C. McDonald England, Jr., chair- 
man of the Advertising and 
Awards Committee of the National 
and Southern Associations. A color 
slide of a typical winning promo- 
tional piece was flashed before the 
convention audience as a company’s 
award was announced. 

This was the eighth consecutive 
year for awards in the associations’ 
program to encourage manufactur- 


ers to advertise the values of the 
wholesaler channel of distribution. 

The companies receiving awards 
in the three classes, and the com- 
pany representative receiving the 
awards are: 

Catalogs. 

Crosby-Laughlin Div., American 
Hoist & Derrick Co., Ft. Wayne, 
Steve E. Brown. 

Duff-Norton Co., 
Howard E. Flood. 

Supreme Products 
cago, Robert Lowell. 

Yale & Towne Mfg. Co., Philadel- 
phia, Carl O. Hedner. 

Direct mail. 


Pittsburgh, 


Corp., Chi- 


Faultless Caster Corp., Evans- 
ville, Ind., C. Bernard Noelting. 

L. S. Starrett Co., Athol, Mass., 
Douglas R. Starrett. 

Henry G. Thompson & Son Co., 
New Haven, A. W. Tucker. 

Veeder-Root, Inc., Hartford, W. 
C. Stauble. 

Magazine advertising. 

Chain Belt Co., Milwaukee, G. 
H. Pfeifer. 

Heller Tool Co., Newcomerstown, 
O., John S. Heller. 

Republic Steel Corp., Pipe Div., 
Cleveland, W. E. Fruhan. 

Safety Socket Screw Co., Chi- 
cugo, Clare W. Payne. 


Representatives of manufacturers who received awards for promoting distributors’ services. 
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by adopting a plan aimed at more 
fully serving the needs of each of 
his customers’ profits and any man- 
ufacturers who chose could assist 
in this process. 

The same reasoning that caused 
us to undertake the project in the 
first place seemed to justify our 
developing a plan which would be 
helpful to distributors adopting this 
principle. The seven steps we have 
developed are: 

Step 1. Determining accounts eli- 
gible for sales solicitation through 
personal calls by salesmen. 

Step 2. Break down sales to each 
customer eligible for personal sales 
calls by product line. 

Step 3. Gathering the annual 
potential of each customer included 
in Step 2 for each product line or 
service offered by the distributor. 

Step 4. Determining sales _ po- 
tential index for each account. 

Step 5. Allocating personal sales 
calls to eligible accounts. 

Step 6. Determining eligibility of 
accounts for telephone solicitation. 

Step 7. Allocating telephone calls 
to eligible accounts. 

Distributors who have used the 
principles underlying this Plan 
have proved them sound. But they 
have found that changing old es- 
tablished methods takes the desire 
to change and a certain amount of 
hard work, if substantial results 
are to be achieved. 


Start of conference 
booth program 


Cutting the ribbon starts the con- 
ference booth program. Three asso- 
ciation presidents, left to right, John 
N. Failing, NIDA; Lyman H. Bellows, 
ASMMA;: Henry B. Tonsmeire, SIDA. 
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your costs by lines 





by Paul J. Stine 

Harry P. Leu, Inc. 

Orlando, Fla. 

and Chairman, Past Presidents’ 
Committee on Profitability 
of Lines 


To distributors who have not 
started profitability of lines studies, 
I suggest you seriously study the 
facts. 

Take your last financial state- 








1959-1960 officers of the 
American Supply & Machinery Manufacturers’ Association 


(Triple Industrial Supply Convention, 
May 15, 1959, Dallas) 


President *W. R. Kunkel 
*Fred C. Emerson Boston Gear Works 
Spartan Saw Works, Inc. Quincy, Mass. 
Springfield, Mass. 

*Donald L. Price 

First vice-president Norton Co. 
*Samuel D. Conant Worcester, Mass. 
Jacobs Mfg. Co. 

West Hartford, Conn. *Ralph D. Mount 
Bassick Co. 

Second vice-president Bridgeport, Conn. 
* Paul A. Johnson 
Dake Corp. *Harry M. Webster 
Grand Haven, Mich, H. K. Porter Co. 

Somerville, Mass. 

Secretary 


% » 7. : 
Clare i aync CO ; Lewis Barnard, Jr. 
Safety Socket Screw Co. Iafkin Rule Co. 


Chicago, IIl. Saginaw, Mich. 


Treasurer William A. Ferguson 
ae. = * arc, Standard Electrical Tool Co. 
ain Be 0. ene : : 
inicio. Cincinnati, Ohio 
William B. Ilko 
American Chain & Cable Co. 
York, Pa. 


Business manager 
W. B. Thomas 
Hunter-Thomas Associates 
nanny Sase Frederick T. Keeler 
Executive committee Carborundum Co. 
The president, vice-presidents, Niagara Falls, N. Y. 
secretary, treasurer, and 
W. E. Tromanhauser 
Pyrene C-O-Two Div. 
*Sydney E. Cowlin Fyr-Fyter Co. 
Eaton Mfg. Co. Newark, N. J. 
Cleveland, Ohio 
Robert V. Yohe 
*William K. Downey B. F. Goodrich Industrial 
Skil Corp. Products Co, 
Chicago, Ill. Akron, Ohio 


* Newly elected 











ment. Apply costs as outlined in 
one of the methods. Then let some- 
one count and sample one average 
month’s work and average out for 
the year. 

You must know the facts: 

(1) How much it actually costs 
just to process a line of billing or 
an invoice through your bookkeep- 
ing and accounting department. 

(2) Cost of possession, fixed 
cost of your business such as inter- 
est, rent, taxes, purchasing, stor- 
ing, administration, obsolescence, 
handling. 

(3) Cost of sales. 

Results of your study can only 
be as good as basic information 
you have to work with. You don’t 
do a very good job with poor tools, 
men, or equipment. Proper and 
accurate information based on 
previous studies can be used as a 
yardstick to study proposed lines 
before investing your time and 
money. 

Ninety-nine companies are now 
either reporting or are in the proc- 
ess of compiling information. Our 
committee is making plans to com- 
pile composite reports on product 
line profitability. 

(Mr. Stine then gave excerpts 
from reporting companies on re- 
sults of profitability of line studies. 
Here are some statements of re- 
sults. ) 

“We now know the dollar value 
of inventory and utilize available 
capital to much greater advantage.” 

“It furnishes a simple measuring 
stick for evaluating new lines of- 
fered us in our search for new 
lines.” 

“We learned a lot about inven- 
tory obsolescence and how to con- 
trol it.” 

“We are paying premium com- 
missions to salesmen to sell the 
more profitable lines.” 

“In some cases we have reduced 
our inventory, thus making a sav- 
ing in space and money invested.” 

“One of the key problems un- 
covered was the high cost of poor 
inventory turnover and the high 
cost of unwise investment in a slow 
moving line.” 

“We found that 50 percent of our 
inventory was doing the work and 
the other 50 percent was not turn- 
ing one time a year even though 
overall we had a better than 3 to 1 


ratio. Today about 20 percent is 
under one turnover and overall we 
are showing a 6 to 1 ratio with 
approximately the same sales 
volume.”’ 


Triple Industrial 
Supply Convention 








President 
*Wallace H. Campbell 
Campbell Industrial Supp'y 


Co. 
Seattle, Wash. 


First vice-president 
*Miles 1. Stray 
Charles A. Templeton, Inc. 
Waterbury, Conn. 


Second vice-president 
*John D. Williams 
Mau-Sherwood Supply Co. 
Cleveland, Ohio 


Executive secretary 
Robert C. Fernley 
Philadelphia, Pa. 


Secretary 
Robert G. Clifton 
Philadelphia, Pa. 





1959-1960 officers of the 
National Industrial Distributors’ Association 


(Triple Industrial Supply Convention, 
May 15, 1959, Dallas) 


Board of governors 
Thomas W. Norris (Area 1) 
Tracy, Robinson & Williams 
Co. 
Hartford, Conn. 


John M. Garvin (Area 2) 
Sager-Spuck Supply Co. 
Albany, N. Y. 


*Paul D. Rickman (Area 3) 
Bard Tool & Equipment Co. 
Kalamazoo, Mich. 


L. P. Russon (Area 4) 
Vonnegut Hardware Co. 
Indianapolis, Ind. 


Warren L. Foss (Area 5) 
M. L. Foss, Ine. 


Denver, Colo. 


Frank W. Nelson (Area 6) 
Garrett Supply Co. 
Los Angeles, Calif. 


* Newly elected 








President 
*L. D. Montague 
B. L. Montague Co. 
Sumter, S. C. 


First vice-president 


*W, P. Marshall, Jr. 


Co. 
Tulsa, Okla. 


Second vice-president 
*John C, Pye 
Pye-Barker Supply Co. 
Atlanta, Ga. 


Secretary-treasurer 
E. L. Pugh 
Atlanta, Ga. 


Executive committee 


R. K. Allison 
Charlotte, N. C. 





Marshall Supply & Equipment 


Industrial & Textile Supply Co. 


1959-1960 officers of the 
Southern Industrial Distributors’ Association 


(Triple Industrial Supply Convention, 
May 15, 1959, Dallas) 


Tom M, Nelms 
Wessendorff, Nelms & Co. 


Houston, Texas 


G. R. McCalla 
J. E. Dilworth Co. 
Memphis, Tenn. 


Alex V. Davies 
Moore-Handley Hardware Co. 
Birmingham, Ala. 


*C. R. Dent 

Blue Ridge Hardware & Supply 
Co. 

Bassett, Va. 


*Henry B. Tonsmeire 
Turner Supply Co, 
Mobile, Ala. 


* Newly elected 
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Here’s how a 


“Famous for toys the year ’round,” is the 
slogan appearing in each hardware ad of F. J. 
Sauers Hardware, Pottsville, Pa. The statement 
is true. 

This catch-phrase is backed by word-of-mouth 
advertising that often draws traffic from more 
than 50 miles to see Sauers’ ‘3000 different 
toys, always in stock.” 

Sauers’ toy sales volume reached $85,000 at 
retail in 1958, reflecting a year-by-year growth 
of a department that started as an experiment 
less than 10 years ago. 

These are highlights of questions asked 
“France” Sauers, sole owner of the store, ques- 
tions and answers that can be of help to other 
dealers: 


Q. Mr. Sauers, do you think that toys are a 
year round business? 

A. Definitely. My 1958 sales volume in toys was 
roughly $85,000, and [ll admit that more than 
half of that figure came from October-Decem- 
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Pennsylvania dealer has built a 


How to sell toys...by the 


toy sales volume from scratch to 


This is an average summer shipment of 1000 full 
cases of toys. 


ber sales. But some $35,000 at retail is done the 
balance of the year. Dealers can’t sneeze at 
that kind of volume. 


Q. Those are impressive figures. What are toys’ 
percentage of your total sales? 

A. I won’t tell you precisely, but I'll admit that 
my total store sales topped $200,000 in 1958, 
so you see, hardware lines are still the main- 
spring of our business. 


Q. Have you always sold toys? 

A. No. I started in the hardware business 
barely 10 years ago in the plumbing and heat- 
ing end. Gradually, I expanded into hardware 
lines of various sorts. 

Finally I was advised, frankly against my 
will, to try a few toys on the display counters. 
The toys caught on, and have been inching up 
in sales ever since. I must add that I enjoy 
merchandising toys, and I think that this shows 
in Our overall effort. 





truckload 


$85,000 a year in less than 10 years 


Q. Do you sell all of your toys over-the-counter ? 
A. Not exactly. I do a large sales volume 
through city institutions such as the orphan- 
ages. I give them an even 10 percent discount on 
bulk purchases, and this often gives me a 
chance to move regular items that aren’t sell- 
ing quite as well as they should. 

Sales to such institutions may run in the 
$100-300 range. 


Q. How about profit margins and turnover in 
toys? 

A. It’s usually up to the dealer, but I’d say we 
average about a 40 percent margin of profit. 
I turn my toy stock a little better than twice 
a year. 


This is the trattic that toys 


See 


bring 


i 


This is the hardware store that toys built. 


I generally wind up on Dec. 26 with about 
$15,000 in retail toy inventory. My markdowns 
for damages and slow sellers run under 1 per- 
cent of gross sales a year. 


Q. Do you have any special promotional ideas? 
A. Well, I think they’re special. 

I advertise often. It isn’t cheap, but it really 
pays off, for I spark every ad with traffic-build- 
ing specials. Toys are mentioned in most of 
my regular hardware ads, and early in the sea- 
son we increase toys’ share of the ad budget. 

We tried a different promotional idea this 
past season, and it really paid off in traffic 
and sales. 

All through the season we pictured a minia- 





eee 


This is the toy layaway section. 


How to sell toys by the truckload 
(Continued ) 


ture foreign car in special ads. The $400 prize 
car was listed as a giveaway for some lucky 
child. To be eligible, each customer had to 
deposit a ticket for the prize drawing. 

Kids came from many miles away, pulling 
parerts along, for a crack at winning that car. 

We sponsor a 20-man Little League baseball 
team. That’s advertising of a sort. And we mail 
a 40-page, color toy catalog each fall in addi- 
tion to full page ads. 


Q. Is layaway a good sales device for toys? 
A. I'll say it is! 

We get thousands of dollars in layaway sales, 
from September on. We have whole rooms 
packed full of toys stored for Christmas. We’ll 
even store fully paid-for packages for custom- 
ers who want to prevent the children from 
snooping at home. 
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Q. How much display space do you give toys 
in season? 

A. This store rambles. It has been expanded 
five times in 10 years. In all, we have maybe 
6000 sq ft of display. Toys take up more than 
half of this space during the season. 


Q. You mean you close down other departments 
to make room for toys? 
A. No, I didn’t say that. 

We have built a series of special display- 
panel fronts that mount on an angle in front 
of hardware sections that slow down during 
Christmas. As far as visible display goes, these 
sections are out of sight, fronted by toys. But 
the regular stocks remain accessible when cus- 
tomers want hardware they cannot see. 

Of course, we tighten up many hardware 
lines to add space for toys, but it doesn’t inter- 





fere with sales. Our customers have gotten 
used to our display setup. 


Q. Do you offer credit to customers? 

A. Not our own, for we figure layaway about 
takes care of budget customers. Those folks 
who do want a time-pay account are forwarded 
to a bank we deal with. 


Q. A lot of your toy samples are wrapped in 
clear plastic bags. Do they come to you that 
way? 

A. No, it’s our own idea. Samples protected in 
polyethylene bags last longer and reduce our 
markdowns, so we bag our own counter stocks. 


Q. How much help does it take to maintain 
your big toy volume, back stocks, and layaway? 
A. Including myself, I have five full time 
people during Christmas months, and three 
part-time salesmen. You see, we’re open every 
evening until 9 p.m. from Thanksgiving until 
Christmas. 


Q. How do you keep track of a $50,000 toy in- 
ventory? 

A. It’s not easy, but it’s worth the trouble, 
believe me. 

I have my own system for locating floor 
samples, corresponding backup stocks, and for 
filling routine orders. It goes like this: 

@ Each new toy purchased is assigned a three 
or four digit number. These numbers stand 
for backup stock bin locations. The numbers 
are assigned in order until all the bins are 
gradually filled. 

@ The numbers are inked on the bins and 
again on the display samples. Number 101, for 
example, tells the stock clerk the item is in the 
first bin in the 100 aisle. 

@ When new stock or fill-ins arrive, they go to 
a pre-arranged location in a numbered bin. 
Regular stock counting, reordering, and han- 
dling keep the bins as full as humanly possible, 
right until mid-December. 

@ When a salesman sells an order of toys, he 
makes a list of the stock numbers and sends 
the list downstairs for filling. The stockroom 
man knows what the numbers mean, so he can 
find every toy on the list in just a few minutes. 
@ Every toy in stock is priced marked, so we 
have no problem there. 

We keep about $15,000 worth of toys on hand 
after Christmas. This figure is fairly static un- 
til we place our big toy orders early in the year. 
We start receiving shipments, as big as 1000 
cases a shipment, in late July and August. 

Following our numbering system, each item 
is assigned a location, priced and put in stock. 
From there on, it is a matter of regular promo- 
tion and reordering to make the goods move. 

At our peak we have many thousands of dif- 
ferent toys in stock: 6 kinds of bicycles, 10 
or 12 kinds of plastic horses, etc. And all toys 
are stocked in depth until it’s too late to re- 


order. Even when stocks thin out in December, 
we have such wide assortments that many, 
many customers remark that we have an amaz- 
ing selection for so late in the season. 


Q. What toys sold best for you in 1958? 

A. Dolls, space toys, wheel goods and sets and 
crafts ...in that order. Our average unit sale 
was around $25, and layaway had a lot to do 
with that figure’s being so high. 


Q. Any advice for dealers who want to sell 
more toys? 


A. Just a little. Let me summarize: 


(1) Buy early, in medium depth and wide 
assortments. 


(2) Have a stock control system, and re- 
order on a regular basis. 


(3) Promote staple items, specials and lay- 
away terms early and often. 

(4) Use traffic gimmicks, like giving away a 
miniature car. @ End 


This is how toy buying and management decisions 
are made. That's Malcom Berrett, Sauers’ buyer 
(left), owner F. J. Sauers, and Richard Broderick, 
sales manager of Franklin Hardware & Supply Co.., 
Philadelphia dealer-owned wholesaler, exchanging 
opinions on a new foy. 
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Sample of ballot cast by dealers 





FAIR TRADE BALLOT 


mail fo 


Editor, HARDWARE AGE 
Chestnut & 5Séth Sts. 
Philadelphia 39, Pa. 


1 am egeinst Fair Trede © 
l om ia fever of Fair Trade ©) 
Check one: Retail Dealer O Wholesaler O 


City & Stote 


Store Name 

















Do dealers want Fair Trade? 


the answer is YEN 


FAIR TRADE VOTING RESULTS 


Here is a tabulation of votes on Fair Trade received to-date by 
HARDWARE AGE. 58 votes from wholesalers are included in the 


tabulation. 


For Fair Trade ..... 
Against Fair Trade 
Disqualified votes* 


Votes 
Cast % 
534 94 
27 5 
7 | 


Total votes cast 568 100 


*Some dealers forgot to check their choice on the ballot, in some cases the markings were not clear enough to 


indicate the intention of the voter. 


Hardware dealers and wholesalers want strong, 
effective Fair Trade legislation. This sentiment was 
clearly demonstrated by the votes cast in the HaArp- 
WARE AGE Fair Trade study. 

With 94 percent of all the votes cast in this study 
being in favor of Fair Trade, it is apparent that 
hardwaremen want to return to Fair Trading as a 
means of re-establishing the practice of selling service 
and quality at a fair price. 

The Fair Trade Ballot was published on p. 57 of 
the May 7 issue of HARDWARE AGE. As this article is 
being written, ballots have been returned. Additional 
votes continue to arrive with each mail. Results of 


72 © HARDWARE AGE, June 4, 1959 


this voting are shown in the summary table with this 
article. 

Are the ballots received by HARDWARE AGE thus 
far an accurate reflection of the sentiment of the 
trade at large? Competent research authorities say 
they are. 

The ballots represented in this voting cannot be 
Said to represent, from a technical viewpoint, a sci- 

(Continued on page 74) 


This is the letter sent to Senator Thurmond by Hardware 
oo. to inform him on how hardware dealers voted on Fair > 
rade. 





HARDWARE AGE 


S6TH & CHESTNUT STREETS 


PHILADELPHIA 39, PA. 
EDITORIAL DEPARTMENT 


Hon. Strom Thurmond 
Committee on Interstate and Foreign Commerce 
United States Senate 
Washington 25, D. C. 


Dear Senator Thurmond: 


We are certain that you, and the members of your Senate Commerce sub- 
committee, are seriously interested in the health and welfare of 
America's small businessman. 

You have a prime opportunity to give the small businessman the help he 
needs to continue to supply the vital services and goods used by people 
in every community in the nation. A favorable report on Bill S.1083 will 
help do this. 

An important question to your committee, I am sure, is "How do small 
businessmen feel about Fair Trade?" We can tell you. 

We published a Simple ballot in a recent issue of HARDWARE AGE maga- 
Zine. We asked hardware dealers to vote "for" or "against" Fair Trade. 

A sample of this ballot is attached. Here is the result to-date. 
TOtal HALlLOtS PecelvEedecccccccccccccccccceHdeccceccccccccccoceschuun 
For Fair TAGS ccecceccecsceeccocceceeeeescceeeococcocsesosoecsocos OE 
Agninat Pair THRO ccccoaccoeocessvceosss Beisecoeseeosesesscsoosse BH 
DiseuslifieRd VeCOS coccccccceccecossecese VFeooceceoeeesseesesos af 

These ballots come from all over the United States. Each ballot rep- 
resents a small businessman. Most of these stores represented in this 
voting are located in small communities. 

The overwhelming approval of Fair Trade is eloquent indication of the 
urgent need of Fair Trade. 

We are attaching reproductions of some ballots selected at random. We 
would be happy to provide your committee with all the original ballots 
for your inspection. 

We will not touch here on the reasons for the need of workable Fair 
Trade legislation. We are certain your hearings will develop these 
facts. 

The small businessmen who are represented by these ballots have no 
high paid lobbyist to plead their case. They must depend upon the 
ability of your committee to see through the semantic illusions painted 
by short sighted, special interest groups. 

The serious plight of the small, local retailer today is not imagi- 
nary. It is very real. Hundreds face bankruptcy as a consequence of the 
activities of predatory merchandisers. The void that will be left, if 
these local merchants are forced out of business, cannot be filled by 
the chains or discounters. The consumer, especially in smaller com- 
munities, will suffer. 

These hardware dealers are the type of men who helped build this 
nation and who supply vital, local services and goods to millions of 
citizens. They deserve your understanding. We know you will not let 
them down. 

Our readers would welcome your comments. 

Yours truly 


_—Ze> @ Can 


Editor 
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Do dealers want Fair Trade? the answer is YES 
(Continued) 


entifically pre-selected probability sample of the trade 

However, the good distribution of store location 
and store size, reflected in the ballots does justify 
considering the results of the voting as representa- 
tive of trade opinion. 

Many dealers and wholesalers attached personal 
notes to their ballots. Some of the more pertinent 
comments are included with this article. 

Now that the trade has voted, the next job is to 
impress the proper people in Washington with this 
grass roots opinion. 


Here is what we have done: 


We have written to Sen. Thurmond, chairman of 
a Senate sub-committee that will shortly begin hear- 
ings on Bill §.1083. This bill is important to Fair 
Trade. The letter to Sen. Thurmond is published with 
this article. 

We have also sent letters to Senators Humphrey 
and Proxmire, who are co-authors of Bill 8.1083. 
Letters have also been sent to Representatives Oren 
Harris and Peter Mack, who are chairmen of com- 
mittees that recently voted favorably on a Hose 
Bill (H.R. 1253) concerning Fair Trade. 


What you can do... 


You can add your influence to these efforts to estab- 
lish effective Fair Trade legislation by personally 
writing to Sen. Thurmond telling him of your views 
on 8.1083. His address is: The Hon. Strom Thurmond, 
Committee on Interstate and Foreign Commerce, 
United States Senate, Washington 25, D. C. 

Then you should also write a note to your local 
representative and your senators, giving them your 
views on these two bills. 

Remember, if you’re just going to sit back and 
complain, nothing will happen. But if you will con- 


tribute a few minutes of time in writing these letters, 
there is a fair chance that good Fair Trade legisla- 
tion will be passed this year. 


Dealer comments on Fair Trade 


Missouri dealer 

... Please tell me how we can help in re-establish- 
ing Fair Trade. Unless small businesses, such as mine, 
have Fair Trade, there won’t be any small businesses. 
Illinois dealer 

. . . Today’s price mess isn’t something to be cor- 
rected by another law. Greedy manufacturers got 
themselves into this fix, now let them get out of it 
the best they can. We don’t find anybody crying for 
national brands. Maybe we are oversold on nationally 
advertised brands. I’m against Fair Trade. 
Connecticut dealer 

... We have lost half our business to price cutters. 
We will have to change our type of business. House- 
wares and toys have suffered the worst. We need 
Fair Trade badly. 
New Jersey dealer 

... My personal thanks to HARDWARE AGE for your 
efforts to help the independent hardware dealer. If 
every dealer cannot take a few moments to at least 
east a vote for or against Fair Trade, he is certainly 
not interested in the hardware trade. 
Texas dealer 

... 1 am opposed to artificial supports of all kinds. 
Whether it is labor unions, farm prices or tariffs. 
You cannot be for some controls and against others. 
I am opposed to Fair Trade. 
Delaware dealer 

. . . Today’s pricing practices will not stop until 
average dealers get together and voice their opinions 
on existing laws as a unit. One dealer alone doesn’t 
mean anything, but 30,000 have a lot of voting power 
and that’s what counts. end 





Black panels highlight 
bright metal samples 


Sometimes just putting merchan- 
dise where it can be seen is not 
enough because visibility alone 
does not guarantee attention. 

With this thought in mind, 
Campbell Hardware, Tucson, Ariz., 
recently mounted samples of bright 
metal items such as chrome, brass, 
and copper plumbing goods on 
black panels as shown in the photo- 
graph. 

The black backdrop focuses traf- 
fic’s attention on these displays, 
and brass valves take on a golden 
hue. 
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This type of display panel has 
several advantages for basic staple 
items. 

Units such as standard valves 
and faucets seldom undergo style 
changes. Samples can be securely 
and permanently mounted on the 
panels. The pane] boards them- 
selves need not be permanently 
fixed. They can be made to move 
about the store with a simple fast- 
ening arrangement. Thus whole 
display areas can be quickly re- 
located when rearrangement is nec- 
essary. 

When panels are hinged on top 
or sides, they provide a display 
front to backup stocks directly be- 
hind. 





A few of Campbell's sample panels. 


Want more facts? Circle 146, p. 85 > 





UNIVERSAL (46 Gach Kb 


That youngsters want...and parents buy! 








a drop” 


No. 4196 


NEW LITTLE DUTCH MISS. Gaily lithographed with 
Pennsylvania Dutch style art, its bright patterns will 
captivate any little girl’s imagination. 





No. 4095 


SCOTCH PLAID. As bonnie as the lass that carries it, 
this kit is lithographed in authentic Royal Stewart 
Scotch Plaid. Always at the top of Universal favorites. 
Ail Kits packed 12 to carton, shipping weight 25 pounds. 
ASSORTMENT No. 4199 

3 No. 4196 Little Dutch Miss 3 No. 4198 Great Wild West 

3 No. 4095 Scotch Plaid 3 No. 4197 Knight in Armor 


12 to carton, shipping weight 25 pounds 





ASSORTMENT No. 4199WB 


Assortment Empty Kits 


Designed to delight the younger set! All kits are sturdy steel. 
White enamel interiors mean easy cleaning. Matching 10-oz. 


Universal vacuum bottles “pour like a pitcher, never drip adrop!” 


ONLY UNIVERSAL GIVES YOU: 


e Famous spout that “‘pours 
like a pitcher, never drips 


* Kleen-Seal Stopper 


e Heat and shock-tested 
fillers 


e Convenient bottom loading 
e Easy-On, Easy-Off Cup 





No. 4198 


NEW GREAT WILD WEST. “Heap big fun” for every 
boy who plays cowboys and Indians (name one who 
doesn’t! ). Colorful Indian on one side, cowboy on other. 





No. 4197 


NEW KNIGHT IN ARMOR, Chivalry lives again as this 
brave knight rides forth. His trusty lance and shield and 
fiery charger will enchant small boys everywhere. 





12 to carton, shipping weight 14 pounds 








hinder 


LUNCH KIT 


Imagine, a real compass mounted on a vacuum bot- 
tle cup! This practical, exclusive Universal feature 
is sure to spark any boy’s spirit of adventure. 
Brightly lithographed steel lunch box and match- 
ing 10-oz. bottle carry out adventure theme with 
colorful western scenes. 


Packed 12 to carton, shpg. wt. 25 lbs. 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN 
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CARNIVAL 


LUNCH KIT 


From balloons to Noah’s Ark and a ride on the 
roller coaster, this kit with matching 10-0z. vacuum 
bottles captures, in lithography, all the excitement 
found at a carnival. Its scenes and bright colors will 
delight the eye of any child. 


Packed 12 to carton, shpg. wt. 25 lbs. 


, MARY- — N 


with 10-oz. Sivctent CA 
Pour-Easy Vacuum Bottle 


For style-conscious girls of any age 
here’s the glamorous way to ca 
lunch! Flip-open top. Shoulder strap 
adjusts for hand carrying. Sma 


black vinyl and Scotch Plaid fabric 
Packed 6 to carton, shpg. wt. 12 lbsg 
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Buying Check List 


of new hardware items 


Keep up to date. Check the new items and 
selling aids in following pages and keep 
posted on new ideas for making money. 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 85, and mail 
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] Air filter adhesive spray .................. 


NEW EQUIPMENT FOR STORE AND WAREHOUSE 





HARDWARE AGE BUYING CHECK LIST 


Applicator for floor wax ............6..:. 

132 qt footed, square basket .............. 
Sectional aluminum ladder ...... ......... 
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Jet pump, water system line ............... 
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Deep well turbine pumps .................. 
Rotating safety light unit ................. 
Display for rifles, pistols ................. 
Paint and varnish remover ............. : 
Pistol, rifle range device .................. 
Absorbent for cat boxes .................. 
Two new barrel sizes for gun... .......... 
Fast-dry spackling compound ....... ...... 


Wire broiler floor display ............... 

Clothes dryer vent line ... ................. 
Iimmersible coffee maker ................... 
Permanent aluminum labels ............... 
Threadless pipe coupling ......... ......... 
5S pe megneotic knife set ....... ccc cc cccces 100 
Aluminum, chrome cleaner ................. 100 
Assorted steel wool pads ..... ........... 100 
Building construction toy ..... ......... 101 
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BUYING CHECK LIST 


Item 1 


Painters’ tools assortment 


Red Devil’s One Stop Tool mer- 
chandiser offers a complete depart- 





assorted 


ment of painters’ and 
glaziers’ tools. The A30 tools as- 
sortment includes 24 different sizes 
and types of putty knives, wall 
scrapers, spachtling knives, wood 
scrapers and replacement blades, 
razor blades and holders, linoleum 
knives, sandpaper holders, Dragon- 
Skin display assortments, glaziers’ 
push points and glass cutters. The 
merchandiser is free with the pur- 
chase of the assortment which 
costs you $87.35 and retails for 
$145.98. Red Devil Tools, Dept. 
HA, Union, N. J. 


Item 2 


Low cost, soft-face hammer 

A low cost, soft-face Mechanic’s 
Hammer is added to Proto’s line. 
The hammer is tough and light- 
weight with no exposed metal 
parts. Replaceable tips in medium 
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or tough hardness can be changed 
and won’t mushroom or flake off. 
An unbreakable fiber glass shaft is 
anchored to the shot-loaded head 
and handle. Six hammers are 
shipped in a_ container-merchan- 
diser. Proto Tool Co., Dept. HA, 
Box 3519-Terminal Annex, Los 
Angeles, Calif. 


Item 3 


Polyethylene canister set 

The Plas-Tex 4 pe canister set 
will hold 7 lb of flour, 6 lb of sugar, 
1*4 lb of coffee and °%4 lb of tea. 
Gold-embossed raised letters iden- 
tify the bodies made of linear poly- 
ethylene. The lids have gold-plated 
knobs and the cans have a shiny 
Diamond Gloss finish. Come in red, 





yellow, white, pink and turquoise 
with matching lids. The individual- 
ly packaged sets retail for $5.98. 
Plas-Tex Corp., Dept. HA. 2525 


Military Ave., Los Angeles, Calif. 
Item 4 
Spray equipment display 

Two Campbell - Hausfeld mer- 


chandise display boards feature a 
variety of air compressors and 
paint spray equipment. The wall 
merchandiser (shown) holds five 
spray guns, two respirators, filter, 
filter and regulator assembly, pres- 
Sure gauge, 3-way coupler, air 
chuck and cup assembly. Four legs 
and a shelf for compressors are 
added to the wall section to make 
the floor unit. Either unit is free 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 





with the purchase of the spray 
equipment displayed. Campbell- 
Hausfeld Co., Dept. HA, Harrison, 
Ohio. 


Item 5 


Six fluorescent spray paints 
Teachers, artists and do-it-your- 
self fans will be traffic for Krylon’s 
six fluorescent colors in aerosol dis- 
pensers. These glowing paints can 
be used on most white surfaces. 
Neon effects are possible under 
blacklight. Fast-drying colors in- 
clude gold, yellow, red-orange, yel- 
low-orange, cerise and green. A 


ORIES IN MINUTES: 


# 


WING Lowins 


OWING Gowrie 
vr —_— oe 


2¥ PAIN: » 

= , “RAY PAR My 
Wb Sem 6 ew Y PAIN 
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16-0z spray dispenser sells for 
$2.79. Krylon, Inc., Dept. HA, Ford 
and Washington Sts., Norristown, 
Pa. 


Item 6 


Quart vacuum bottle display 
Here’s a Thermos profit pack to 

help you step up summer sales of 

quart size vacuum bottles. This 











ITEM NUMBER ON FREE POSTCARD, P. 85 


self-contained counter and check- 
out location display sets up quickly 
and easily in minimum space. All 


es 


fy 4 


rear 
SALEEM BOTTLES 


tHERMOs 





these bottles have cup handles and 
tip protector shock absorber to 
prolong life of filler. The American 
Thermos Products Co., Dept. HA, 
Norwich, Conn. 


Item 7 


Line of electric lanterns 


Delta’s line of four Deluxe Pow- 
er-Head electric lanterns is avail- 





ror USE WITH 


prichT STAR $8 


purcess TC 
gvEREADY 73 i 
mauony MSF 
MARATHON 896 


: j mav-o-wne 9 

able with conventional bulb or 
Sealed Beam Unit, with or without 
flashing red top. All models have 
heavy chrome-plated steel construc- 
tion with adjustable swivel heads. 
They have heavy gauge vinyl cov- 
ered handles, bright 800 ft beams 
and are built for use with double- 
pack 6 volt lantern batteries. The 
Sealed Beam model with flashing 
top lists for $7.25 and for $5.95 
without. The conventional bulb 
model with flashing top is $6.25 
and without is $4.75. Delta Elec- 
tric Co., Dept. HA, Marion, Ind. 


Item 8 


Wire wheel assortment deal 


Coastal’s wire wheel assortment 
has 14 wheels, fine and coarse, for 
selling appeal to mechanics and 
home craftsmen. Individually bub- 
ble-packed wheels on hang-up cards 
can be displayed from a wire rack, 
28 x 15 in., which is free with the 
deal. Items are _ popularly-priced 





with refils available from open 
stock. Coastal Abrasive & Tool Co., 
Dept. HA, 40-22 23rd St., 
Island City, N. Y. 


Long 


Item 9 


New automatic paint roller 
Interior or exterior painting can 
be simplified by this new type of 
paint roller, with automatic paint 
supply, called the Roll-O-Matie. 
This roller eliminates dipping into 
the paint can, dripping and spat- 
tering. It has a 7 in. wide lamb’s 
wool roller fed paint from a 1 qt 
unbreakable plastic squeeze bottle. 
Comes with two _ interchangeable 
tubes for oil, water or rubber- 





based paints and sells for $5.95. 
Portable Electric Tools, Inc., Dept. 
HA, 320 W. 83rd St., Chicago 20, 
Tl. 


Item 10 


Free revolving tool unit 


You can obtain a free revolving 
display which holds 36 Ames hand 





tools. This sturdy all-metal unit 
promotes self-service. It is 16 in. 
wide and 23 in. high. O.Ames Co., 
Dept. HA, Parkersburg, W. Va. 


Item 11 


Display for carpet sweeper 
Wagner’s new over-sized handle 
display describing the Roller-matic 





sweeper is offered free. The display 
lets sweeper stand free and ready to 
use by customers on the bare floor 
or carpeting of the store. The 
sweeper works efficiently on both. 
The display unit is removable. E. R. 
Wagner Mfg. Co., Dept. HA, 4611 
N. 32nd St., Milwaukee, Wis. 





Item 12 


5 pliers and bracket set 


The K-5 5-plier gift set comes 
with a free metal plier bracket for 
$16.40. Your cost is $10.93. The 
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Sell these to 
EVERYBODY! 


EVERYBODY 


drinks water 





EVERYBODY 


wants a low-cost famous-make 
fountain in their 
home 





EVERYBODY 


will buy one 
if you stock 





HAWS 


FOUNTAINETTE 


FAUCET ATTACHMENT 


The famous HAWS name (50 years of progress!) 
is a solid boost for this sanitary, fool-proof 
attachment that screws on home faucets and 
delivers a drinking stream at the flip of a 
lever. Two models—one for indoors, one for 
outdoors. Leaves faucets free for normal 
use. PRECISION MADE QUALITY UNITS, IN 
Oe PLATED BRASS ...SOLID SELLERS 





INDOORS 


$5.95 List ™ 





FOUNTAINETTE-100 


—takes place of aerator; acts as smooth-flow 
tip or drinking fountain. Fits most threaded 
faucets; adapters available for others. 


OUTDOORS 
$7.35 List 





FOUNTAINETTE-200 


—screws on hose bibs, leaves faucet free for 
normal use. More than a ‘‘novelty’'’— an es- 
tablished home-improvement specialty! 


Put them out where the public can see them; 
they'll sell themselves. Six in handsome 
display carton. Write for details and the 
name of our nearest representative. 


1439 FOURTH STREET 
BERKELEY 10 
CALIFORNIA 





HAWS DRINKING FAUCET COMPANY 
Want more facts? Circle 147, p. 85 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 85 





set has an electrician’s side cutter, 
heavy-duty diagonal, all 
diagonal, chain nose with 
and chain nose hobby pliers. All 
tools have Kraeuter’s multi-color 
vinylite Cushion Grip. Comes in a 
red gift box for Fall fix-up cam- 
paigns. Kraeuter & Co., Dept. HA, 
583 Eighteenth Ave., Newark, N. J. 


around 


Item 13 


New hacksaw frame handles 
Four Forsberg hacksaw frames 
have new light, strong acetate han- 








dles. The No. V36, shown, comes 
with a red handle. Other models 
come in green and black. Frames 
are individually packaged with one 
hack saw blade. Forsberg Mfg. Co., 
Dept. HA, 125 Seaview 
Bridgeport 1, Conn. 


Ave., 


Item 14 


Aluminum wire garden ties 


Home gardeners will be inter- 
ested in Nichols’ rustproof wire, 
for garden tie and home and patio 
projects, that won’t stain wood or 


cutter 


masonry. Never-Stain Garden and 
Home Wire comes in 50 ft lengths 
coiled on pocket size cards. This 
aluminum wire can be cut with 
scissors or garden shears to patch 


metal fences, support vines and 


ALUMINUM 
garden home 
‘ wire . 





serve as ties for grape arbors. Dis- 
play boxes hold 24 coils. Nichols 
Wire & Aluminum Co., 1725 Rock- 
ingham Rd., Dept. HA, Davenport, 
lowa. 


Item 15 


Shallow well water system 

This self-priming pump for shal- 
low wells, called the Majorjet, has 
a l% or 1% hp motor with a built-in 
thermatron and automatic reset for 
overload protection. It has a stain- 
shaft and a_ balanced, 
fully-enclosed Fianite impeller. This 
water system has a pumping capac- 
ity from 195 gph to 750 gph. Avail- 


less steel 





ical sina lala al. Ans walla A ll wi) 


able with a 4-gal tank, a 
horizontal tank, a 42-gal 
tank, a 42-gal separate tank or 
without a tank. Deming Co., Dept. 
HA, Salem, Ohio. 


12-gal 
squat 








Item 16 


Furniture webbing kit deal 
An attractive floor carton mer- 
chandiser is offered free with Ru- 
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Son Deal 40A. This deal consists 
of 8 doz Ru-Son lawn furniture 
webbing kits No. 4000, with colors 
packed to order or prepacked. The 
dump bin is 17 x 37 x 12% in. 
Each kit contains 17 ft of 214 in. 
wide webbing and sells for $1. Ru- 
Son Products Co., Dept. HA, 278 
Johnston Ave., Jersey City, N. J. 


Item 17 


Blister-packaged connectors 
Quick-Tee connectors are blister- 

packaged on cards that illustrate 

installation instructions and sug- 


Pees MTE PITS eee ee 





gested uses. The card is punched 
for rack displays. Connector sizes 
are available for % in. and 3% in. 


iron pipe, and % in. O. D. copper 


tubing. Sall Brothers Co., Dept. 
HA, 2320 Kishwaukee St., Rock- 
ford, Ill. 
Item 18 
Lunch kit merchandiser 

This self service display floor 
merchandiser for Aladdin school 


lunch kits is offered free with or- 


| 






















another great product from 


AME Sey eeeese 
ROTOQ-EDGER 


ROTARY LAWN SHEARS 
AMONG THE 
No. 30 MANY USES FOR — 


Deluxe 


ONE TOOL — 
Many Trimming 


and Edging Uses 


No. 10 
Standard 


IT’S PRESOLD 


powerfully so in... 


e BETTER HOMES AND GARDENS 
e HOUSE AND GARDEN 





for your customers... 


QUICK, CLEAN, EASY TO OPERATE 


and for you... 


QUICK, CLEAN, EASY TO SELL 
667;% markup...40% profit 


©. AMES CO. 


Ames also monufactures the famous lines of Ames Aire Casual Furniture and Ames Maid Household Furniture 
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Parkersburg 
West Virginia 






Stock the one 
all purpose 
Avater seal 














Proved by home owners 
— contractors 


widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 


Wood «+ Tile « Stucco «+ Masonry 
Concrete « Shingles + Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains « Retards dampness 
in basements « Lasts five years 


OUTDOOR USES 


Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 
furniture, pads, planter boxes, boots, 
shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 
agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 
son distributor. Ask about free perma- 
nent display fixture to speed up sales, 
save inventory. 


Write for complete information and name of 


distributor nearest you. 4936 


J 
MANUFACTURERS OF FINE PROTECTIVE 
CHEMICALS SINCE 1929 


E. A. Thompson Co., Inc., Merchandise Mart, 
San Francisco 3, California 





San Francisco * Los Angeles * San Diego * 
Portland ¢ Chicago * Seattle © Denver ¢ Dallas 
Houston ¢* St. Louis ¢ St. Paul ¢ Detroit ¢ 
Philadelphia © New York City © Memphis °¢ 
Cleveland « Factory: King City, California 


Want more facts? Circle 149, p. 85 
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ders of assortment SKM 185. _In- 
cluded with each display-pak is a 
special window streamer featuring 
the lunch kit theme. It holds 24 
assorted kits, double-stacked so 
that 12 are always on display. It 
is easily assembled and takes up 
only 214 sq ft of floor space. Alad- 
din Industries, Inc., Dept. HA, 
Nashville, Tenn. 


Item 19 


Sparkling Christmas wadding 
This sparkling, decorative Christ- 
mas wadding, called Decor-tex, is 


flameproofed. Colorful Christmas 





trees or poinsettias are printed on 
the lint-free backed wadding pack- 
aged in polyethylene bags. Mats 
15 x 60 in. will retail at 59¢, mats 
50 x 54 in. for 98¢. Union Wadding 
Co., Dept. HA, Pawtucket, R. 1. 


Item 20 


Deep well paint roller tray 
This heavy gauge steel paint 
roller tray has a deep well to hold 





4 gal of paint and accommodate 


a 7 in. or 9 in. roller. Its riveted 
legs of ductile metal are adjustable 
to ladder steps for the tilt desired. 
It is made of non-rusting Tray- 
Brite metal. Raised fins in the 
large drain-off section are stamped 
in a herringbone design. The tray 





is retailed at $1.27 ($1.39 on the 
west coast). Bestt Rollr Co., Dept. 
HA, 160 S. Brooke St., Fond du 
Lac, Wis. 


Item 21 


Weed and root destroyer 

Here’s a weed-killer that destroys 
most varieties of weeds with their 
roots in two applications. One gal 
of Weedex added to 49 gal of wate 
makes enough liquid to cover 1000 
sq ft. This chemical won’t injure 
or discolor marble, brick, cement 
Useful to kill vegetation 
on tennis courts, driveways, ath- 
letic fields and vacant lots. Packed 


or stone. 


ME SCIEN TIFG 


WEEDE 


CHEMICAL 


WEED KILLER 





in quarts, gallons and 5 gal drums 
and other bulk drums. James Good 
Co., Dept. HA, Susquehanna Ave. 
& Martha St., Philadelphia, Pa. 











Item 22 


Furnished line in strip packs _ aa 
ol 
Two doz of these furnished lines es 


waif can be ordered in strip pack rack 





deals. The rack holds six each of 
two different styles of enameled, 
barrel-shaped floats, six 1 in. natu- 
ral finish cork balls and six 1% in. 


enameled egg-shaped floats. Each WV 
pack has 15 ft of line, Kirby hook 


and correct size splitshot sinker. 
Customers can snap off an Ideal 
furnished line from a_ revolving 


Ny yy 
ae, 
metal display. Jdeal Fishing Float C ’ | 
Co., Dept. HA, 2001 E. Franklin A O 
St., Richmond 3, Va. 


Solid Braided Cord 








Item 23 “The Floating Cord with Muscles!” 
Aerosol insect repellent 

6-12 Brand insect repellent is | ls comes ee Look at these features 
offered in an aerosol container that ; P 
holds 20 percent more repellent than | | The ‘right’ cord oo e YOU i agree that you 
last year’s dispenser, at no price | _ for many need Shuford’s 100% 
increase. The new 7 oz container a canmapapaee — Polyethylene Cord! 
sells for $1.39. Union Carbide © Boating & Fishing 
Chemicals Co.. Div. Union Carbide @ Lacing cord @ Floats @ High tensile strength 
Corp., Dept. HA, 30 E. 42nd St.. @ Barrier cord @ Lightweight 
New York, N. Y. @ Rescue line @ Excellent resistance to stains 

@ Safety marker @ Inert to chemicals, fungus, mold, mildew 
® Many other uses in @ Excellent low temperature properties 

Item 24 home and industry © Sheds water quickly, dries rapidly 
Hand-made laminated bows ome @ Won't tangle or kink, resists abrasion 

“Semi-pistol grips” design with Mt ‘f © Nen-contuater when Gy 

. , . ; fa 4 \ 

large sight windows, combinations \Y 


Very fast, bright colors: red and white spiral, 
yellow and black spiral, solid natural, solid yel- 
low. Other colors and combinations on request. 


Rl. } In 50’ and 100’ hanks, two hanks connected. 
Also in 10% Ib. coils; 100’, 250’ and 500’ spools. 
y Cord sizes No. 3, 4, 5, 6, 8, 10, 12. 


Write for complete information. 


CLOTHES LINES « TWINES Sh * Lime 
PRESSURE-SENSITIVE PAPER TAPES —“ford 3 1880 
SASH CORDS e WEATHER STRIPPING Mills 
COTTON & RAYON YARNS e EXTRUDED PLASTICS HICK Ory . » 


3149 World’s Largest Manufacturer of Cotton Cordage 
Want more facts? Circle 150, p. 85 
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of imported woods and feather ar- 
row rests are featured in Orchard’s 
Actionglas Thunder series of four 
laminated bows. These hand-made 
bows have hard maple cores, bonded, 
non-splitting fiber glass lamination, 
and Dacron strings. Prices range 
from $69.50 for the Thunderbolt to 
$37.50 for the Thundercast. Other 
models are $45 and $55. Orchard 
Industries, Inc., Dept. HA, Hast- 
ings, Mich. 


Item 25 


Single tank water softener 
Here’s a single tank water soft- 
ener called the Unimatic that uses 





a 3-step regeneration procedure 
that can be handled in a few min- 
utes. It is handy for homes where 
floor space is limited. The softener 
filters iron and sediment. An auto- 
matic by-pass provides constant 
water flow during regeneration. 
The MSA-30 has a 30,000 grain 
capacity and the MSA-60 has a 
60,000 grain capacity. Modern 
Water Equipment Co., Dept. HA, 
230 E. Main, Freeport, Ill. 


Item 26 
Torsion-spring door closer 
This pneumatic, torsion-spring 


door closer, the Atlas, closes and 
checks heavy, high-frequency doors. 
With its universal mounting brack- 
et for outswinging, inswinging, 
left or right-hand doors it can be 
installed without changing the in- 
ternal mechanism. The Atlas does 
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hydraulic-sized jobs and a dial con- 
trol valve regulates closing speed. 
In aluminum enamel it retails for 
$15.40. Newell Mfg. Co., Dept. HA, 
Lowell, Mich. 


Item 27 


Sanitary caster line 

The Bassick B-line, a new line of 
sanitary casters, is designed to 
pick up a minimum of dust, dirt 
and other particles. The 4 in. and 
5 in. wheel swivels have matching 
rigid casters. Bearings are sealed 
to prevent dripping grease. Load 
capacities are 400 lb per caster for 
the 4 in. wheel swivel and rigid 
casters and 450 lb per caster for 





the 5 in. wheel swivel and rigid 


casters. Bassick Co., Dept. HA, 
Bridgeport 5, Conn. 
Item 28 
Paint spraying unit display 
This display carton, for the 


Sprayit 400 compressor paint 
spraying unit, is only 101% in. sq. 





Do-it-yourself homeowners will be 
attracted to the white, black and 
red carton. The compressor, which 
sprays paints, insecticides, liquid 
fertilizers and waterproofing ma- 
terials, sells for $39.95. Electric 
Sprayit Div., Thomas Industries 
Inc., Dept. HA, 410 S. Third St.., 
Louisville, Ky. 


Item 29 


Automatic hose sprinkler 
Here’s a Sherman hose sprinkler 
that rolls as it sprinkles and winds 





hose 


up the automatically. The 
1959 Traveler has an optional shut- 
off valve attached to the hose that 
stops water supply when sprinkling 
is finished. It sprinkles an area 
50 x 16°% ft with the equivalent of 
1 in. of rain at one setting. Retails 
at $44.95. H. B. Sherman Mfg. Co., 
Dept. HA, Battle Creek, Mich. 


Item 30 


Rapid-acting screw vises 


These improved Abernathy Roiler 
Nut vises haven’t any springs and 
depend on the weight of rollers for 
their action. Sectional nuts are 
used in these rapid-acting screw 
vises which prevent nut sections 
from rising or screws from spring- 

(Continued on page 88) 
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Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 
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HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


P Each issue of HARDWARE AGE contains hundreds of new profit 
moking ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


> You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
for you to keep posted by using this Free Quick Check 
Postcard Service. 


> Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


PB Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 


Be sure to also check with your wholesaler about new items. 
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CAMPBELL CHAIN 


brings you the best 

















INCO PATTERN COIL CHAIN 








PROOF COIL, BBB COIL, HIGH 
TEST STEEL AND CAM-ALLOY CHAIN 






































DOUBLE AND SINGLE JACK CHAIN 
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WELDLESS CHAIN ASSEMBLIES 
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WELDED CHAIN ASSEMBLIES 








: : a : are available for af Campbell tteme 
from your Campbell wholesaler or write direct. 


CHAIN Company 


pga _ York, Pau; West Burlington, lowa; Alvarado, Calif 
WAREHOUSES: E. , Mass.; Atlanta, Os.) Dalen, Tones; 

Chicago, til,; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 

Maker: of Fomovs CAMPBELL diffy Lug-Reinforced TIRE CHAINS 
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ing out. The vises are of gray iron 
castings and finished with cold 
drawn steel slides with extra 
smooth milled steel screws. Aber- 
nathy Vise & Tool Co., Dept. HA, 
136 Home Ave., Villa Park, Ill. 


Item 31 
Lighter, fuel, flint set 


You can promote gift sales with 
Ronson’s Smoker’s Kit featuring 
the Super Windlite lighter. This 


outdoor windproof lighter is Flor- 
entine-finished and comes with a 
4 oz can of Ronson fuel and a 9- 
Flinter packet. It has a _ wind- 
shield, fiber glass wick and extra 
large fuel capacity. This kit re- 
tails for $4.50. Ronson Corp., Dept. 
HA, One Ronson Rd., Woodbridge, 
N. J. 


Item 32 


Sphagnum peat moss in bags 
Premier’s Sphagnum peat moss is 
available in bags and can be spread 
as it comes from the bag. The 6 
< Want more facts? Circle 152, p. 85 





Item number on page 85 


cu ft and the 3 cu ft size bags are 
poly-laminated inside and out. Bags 
are sized by peat moss coverage 
rather than by weight. These king 
size bags can be included in carload 
shipment with assortments of com- 





pressed bales and packages of 
sphagnum peat moss. Premier 
Peat Moss Corp., Dept. HA, 535 
Fifth Ave., New York, N. Y. 


Item 33 


Lockset assortment, display 


A new knob design, The Sonic, 
has been added to the National 
Lockset line. Sonic locksets are 
available in all popular finishes and 
split finishes. They can be used 
with square, large round, small 
round, star and diamond escutch- 
eons. Optional inserts in contrast- 
ing finishes are offered. A display 
demonstrator with mounted lock- 
sets is free with the purchase of 


an introductory assortment of 68 
lockset and trim items. Medalist 
Hardware Div., National Lock Co., 
Dept. HA, Rockford, Ill. 


Item 34 
Display unit for wall plugs 


Color-coded, pre-priced, packages 
of Anchorite Wall Plugs are dis- 


played from a yellow and black 
wrought iron stand. The 11x 9x6 
in. stand is free with the purchase 
of an assortment of 6 doz of these 
wall plugs in two sizes. They are 
packaged with and without screws 
in four types of packages. Wall 
Plugs Inc., Dept. HA, 8347 S. 
Racine Ave., Chicago 20, Ill. 


Item 35 


Magnet for appliance cords 


General Electric’s Magnetic Cord 
Grip anchors the plug end of power 


cords against the side of toasters, 
coffee makers and other appliances 
for neater, safer cord storage. 
Built-in attachment prongs connect 
to electric outlet when the appli- 
ance is operated. Retail price is 
39¢. General Electric Co., Dept. 
HA, 95 Hathaway St., Providence 
?, ie Be 


Item 36 


Boat numbers and letters 

Boat owners will be heavy traffic 
for boat numbers and letters now 
required by federal law. Hy-Ko’s 





GLENVALE 
BALL COCKS 


“Top Brass” 
Taleclabvan lal 


TT ae 
Simple Design 


Meet All Federal 
Specifications 


Performance Tested 
For 10 to 200 Lbs. 
Pressure 


Regular +GP-99 
Anti-Siphon +GP-10 


New simplified Glen- 
vale design lasts longer 
— operates quietly — 
and assures a positive 
seal. You'll find Glen- 
vale brass alloy ball 
cocks prove out suc- 
cessfully in every in- 
Stallation. Sold by 
leading jobbers every. 
where. 





“ 
PACKAGED COMPLETE 
READY TO INSTALL 

e é 
FIT PRACTICALLY ALL 

TANKS 

* 


ASK YOUR JOBBER 
FOR FREE DISPLAY 


DEL OL RRR HE EOC AE IR A IEG LLL LILLE ELIS. BEES I alia 


GLenvar€ 


PRODUCTS DIVISION 
Hoover Ball & Bearing Co. 
MALVERN, ARKANSAS 
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boat numbers and letters are made 
of plastic Scotchlite with long-dis- 
tance reflecting white with black 
border. They are 3 in. high and 
will fit all hull shapes. Come in 
poly-enveloped sets of 10 each of 
26 letters, 10 numbers and 10 
dashes. A revolving metal courter 
display stand is offered free. Hy-Ko 
Products Co., Dept. HA, 6813 Wade 
Park Ave., Cleveland, Ohio. 


Item 37 


Vertical cellar drainer 

Goulds vertical cellar drainer, the 
Figure 3165 Drainette, has a maxi- 
mum pumping capacity of 2000 gph 








with 12 in. or larger sumps. Its 14 
hp, 150 volt, 60 cycle A.C. motor 
has a built-in switch and thermal] 
overload protection and comes with 
a 3-prong ground plug on a heavy- 
duty extension cord. Casing and 
base of its column pipe is brass, the 
shaft is stainless steel and the semi- 
open impeller is Byrite. Goulds 
Pumps, Inc., Dept. HA, 54 Black 
Brook Rd., Seneca Falls, N. Y. 
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Item 38 


Washing machine items unit 
This washing machine accessory 
Super Mart display features a util- 
ity hose, drain hose, master water 
mixer and high pressure inlet hose 
in front to allow self service. Ad- 
ditional stock can be kept in the 
rear of the Swan display. It is 
free with every $49.06 package as- 


wa 
C gpl) ACCESSORY 
ack 





sortment of washing machine hose 
and accessories. Swan Rubber Co., 
Dept. HA, Bucyrus, Ohio. 


Item 39 
Vinyl plastic repair kit 
Customers who want to repair 
soft plastics will be traffic for 
Carter’s vinyl! patch kit pre-priced 
at 29¢. This adhesive product 
comes carded in a blister pack in 
counter display packs of 12 cards. 
It bonds vinyl to vinyl, dries quick- 
ly and forms a flexible weld. Useful 





in mending seat covers, wading 
pools and children’s toys. Carter’s 
Ink Co., Dept. HA, Cambridge, 
Mass. 





Item 40 


Merchandiser for lights 


Rayescent lamp Safety Lights 
can be promoted with Westing- 


oe? Westinghouse 
eae siat baeee 

















house’s colorful merchandiser that 
holds ten lamps. This unit can also 
be used with regular counter dis- 
plays. The easel portion can be re- 
moved and inserted into a standard 
price card holder by cutting as in- 
dicated. These lamps are listed at 
$1.29 each. Westinghouse Elec- 
tric Corp., Dept. HA, 348 Clear- 
field Ave., Bloomfield, N. J. 


Item 41 


Applicator for floor wax 
Wax-A-Way floor wax applicator 
will get traffic as a rental or resale 





item. It applies paste wax to floors 
directly from the can. A 1-lb can of 
paste wax is inserted into the unit 
and the applicator is used like a 
dust mop. A protective plate covers 
the bottom of the open can to pre- 
vent it from drying out. Fort Re- 
covery Industries, Inc., Dept. HA, 
Fort Recovery, Ohio. 


Item 42 


132 qt footed, square basket 
Lustro - Ware’s B-30DS _ footed, 

square waste basket is finished 

with a plastic that looks like tno- 





WORLD'S MOST WANTED 
POWER SAWS OBSOLETE 
**“ONE-JOB"’ SAWS 


Model 909 
“All-Saw” « 


rrr 


$44.95 ~~ 


Cuts 4x 4at45°...6” log... fine 

| @) O { Ss VO LJ scroll work with complete safety! 
Does Everything a Pattern Saw Will Do; 
More Than a Circular Saw Does! Does many 


things a band saw or nibbler will do—and 
many things that, until now, only a chain saw 
could do. No other portable electric-saw can 


cut a 6” board or a 6” log, yet cut any pattern, 
too! 


Complete with 7 blades, rip guide, circle 
cutter, 45° tilting base plate. Universal Motor: 
_— AC-DC. 3400 1” strokes per minute. Weighs 


6% Ibs. 


POPULARLY —_ 
eo) whens reo 


from 1000 to 3000 r.p.m.— 
change is quick, positive, AC/DC motor de- 


livers maximum torque under load. 35 piece 
P Ww @ IVI O | e [> Accessory and Toter Kit $9.95. 
| @ Model 505 


T H Ee Vv Ee 7X Fe al ma rue RIGHT POWER — 


“» Cuts 2x4's in seconds—cuts 
¥,” steel. Does work of rip, jig, cross cut, 


3 scroll, coping, hack, band, keyhole saw. Cuts 
any shape; straight lines, curves, circles, de- 
s 2 ese B signs. Makes own starting hole. Saw Kit with 


saw, rip guide, circle cutting attachment, 
metal carry-box, 5 blades $29.95. 
— 


ee 
in 2 = 8 [are — i epeatonne $9.95 


THE RIGHT ELECTRON- 

IC SOLDERING GUNS— 

ideal for practically all 
home soldering jobs. Working hot in 2% to 5 
seconds. Long reach, long life tips. Auto- 
matic spotlight. Sturdy plastic housings, all 
perfectly balanced. 6 models—feather-light 
100 watt to 250 watt heavy duty. Other guns 
and kits $5.95 to $15.95. 


Model 202 


$13.95 to $19.95 


THE RIGHT SANDER- 

POLISHERS and KITS 
—Sand, polish any surface—wood, metal, 
paint, plaster. Gives scratch-free surface. 3 
types—fine finishing, general utility, heavy 
duty. 
ARMREST 


Start NOW THE 12-W DEAL IN DETAIL 
Order now—WEN is selling for with THE WEN 12-W 


I 
you Nationally all the time! “PACKAGED” DEAL " ae te Coster Cost 
day lo a sal : ae 
every Cay lost Is a sale Lost e Four Nationally Advertised plus Local Tie-In Ad-Merchandiser Kit $15.00 (FREE) 
Writ Complete Home Workshop a 
rite 505-K Power Saw Kit 
Products. Inc but top-of-the-line fast sellers hang o 
4 e Beautiful Merchandising 202 Sander-Polisher 
Highway e Complete Local Tie-In TOTAL 12-W DEAL VALUE 
Chicago 31, Ill. Ad-Merchandiser Kit NEA - ; 


R PR 
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rocco leather. A fleur-de-lis design 
in tarnishproof gold metallic leaf 
is embossed on the polyethylene 
basket. This 13% qt basket is 1134 
in. high and has a 10 in. square top 
with a flanged rim. Comes in white, 
green, walnut, and copper. Pre- 
priced at $2.98. Columbus Plastic 
Products, Inc., Dept. HA, 1625 W. 
Mound St., Columbus, Ohio. 


Item 43 


Sectional aluminum ladder 


The Scranton No. 200 sectional 
aiuminum ladder with five inter- 
changeable 8 ft sections can be 
combined to form 8, 16, 24, 32 and 
40 ft ladders. It weighs 12 lb per 
section and when collapsed is easily 





portable. Extruded side rails are 
of high strength aluminum alloy. 
The top section has easy roll wheels 
for simplified raising and the 
bottom section has combination 
ground shoes, rubber suction cup 
plates and saw tooth spurs. Scran- 
ton Aluminum Mfg. Co., Dept. HA, 
419 S. Wyoming Ave., Scranton, 
Pa. 
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Item 44 


11 open end wrench sizes 


Vichek Vega open end wrencaes 
are chrome-plated with a new mir- 
ror polish on a streamlined head. 
These drop forged tools are extra 
long with a maximum torque bar 
design. Come in 11 sizes from 4 
to 1 in. plainly stamped on the bar. 





Wrenches are offered in an attrac- 
tive display designated HD100. 
Vichek Tool Co., Dept. HA, 3000 E. 
87th St., Cleveland, Ohio. 


Item 45 


Swivel wheels for trimmers 


Black & Decker’s swivel wheels 
add speed and ease to lawn trim- 
ming by supporting the weight of 
the unit. These wheels are avail- 
able as an accessory for the com- 
pany’s Lawn Trimmer ’n’ Edger 
No. U-3401 or comes with the unit 
itself No. U-3400-3. As an acces- 
sory these swivel wheels retail for 
$4.95. The electric lawn trimmer 





retails for $46.45 including wheels. 
Black & Decker Mfg. Co., Dept. 
HA, Towson 4, Md. 





Item 46 


Aluminum house numerals 


This free Safe self service dis- 
play will help you sell the firm’s 





black hammered aluminum house 
numbers. Only 91% x 13 in. of coun- 
ter space is needed to display 10 
each of numbers 1 to 0 in separate 
compartments. The numbers sell 
for 21¢ each. Safe Padlock and 
Hardware Co., Dept. HA, 2nd & 
Crystal St., Lancaster, Pa. 


Item 47 


Glass spinning rod and reel 


Waltco’s 5 ft tubular glass spin- 
ning rod weighs 134 oz and will 





handle lines down to % lb test and 
lures down to 1/32nd oz. It is de- 
signed for use with the firm’s Ny- 
O- Lite Ultra - Light reel which 
weighs 5 oz. The combination pro- 
vides a balanced spin outfit which 
costs you $12 and retails for $28.50. 
Waltco Products, Inc., Dept. HA. 
4501 S. Western Blvd.. Chicago 9, 
Ill. 


Item 48 


Portable electric drills 


Two series of Thor portable elec- 
tric SpeedDrilis have been added 
for home and farm shops and main- 


Want more facts? Circle 155, p. 85 > 








PLASTICS DIVISION 


The Union Malleable 


Manufacturing Company 
Ashland, Ohio . Vernon, Calif. 































new 
profit 
in 
bath scales 
with 
this display 


Ask your wholesaler salesman about 
Borg’s Full-Line Dealer program 


A SCALE 
Want more facts? Cirs'e 156, p. 85 
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tenance applications. The No. 1275 
SpeedDrill with %@ in. capacity in 
This model has a 
full load speed of 650 rpm. All of 
the drills have 10 ft of 3-conductor 
lead cord. Prices range from $39.50 
to $48 in sizes from \% to % in. 
Speedway Div., Thor Power Tool 
Co., Dept. HA, 1421 Barnsdale Rd.., 
LaGrange Park, Ill. 


Item 49 


Flash-unit display package 
Heiland’s flash-unit display pack- 


age features 12 Tilt-A-Mites and 





one special bracket for mounting 
the unit on single and twin-lens re- 
flex cameras. Six of the units are 
mounted on a 14 x 15 in. display 
board and six are for back-up 
stock. Total retail price for 13 
items is $145.90. A merchandising 
card with six flash-units and brack- 
et is $74.20 and single orders can 
be made for the $11.95 model. 
Heiland Div., Minneapolis-Honey- 
well Regulator Co., Dept. HA, 5200 
E. Evans Ave., Denver, Colo. 








Item 50 


Jet pump, water system line 


Three of the four basic models 
in McDonald’s new Century line of 
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jet pumps and water systems, con- 
vert from shallow to deep well op- 
eration in minutes. This line of 
competitively-priced units comes 
with all-bronze nozzle, venturi and 
impeller or in high-impact Mc- 
Donalite. Comes in completely pack- 
aged systems with 12, 30 and 42 
gal horizontal tanks in 14 or % hp 
sizes. Available also with vertical 
tanks. A. Y. McDonald Mfg. Co.., 
Dept. HA, PO Box 508, Dubuque, 
Towa. 


Item 51 


Disposable stove guards 


Two styles of disposable 
num foil Bake-King Burner Gards 
for gas and electric stoves adjust 
to fit all stoves. These Gards keep 
burner wells clean and reflect heat 
for faster cooking. The Burner 
Gards for gas stoves are a 7 in. 
size and packaged four to a poly 
bag. The electric stove package has 


alumi- 


7. P 
caste GRAMS WAGED ES BETTS 


<Qoas 

















three small and two large sizes. 
Both packages retail at 39¢ each. 
Chicago Metallic Mfg. Co., Dept. 
HA, 3711 S. Ashland Ave., Chi- 
cago, Ill. 


Item 52 


Deep well turbine pumps 

Here’s a high quality deep well 
turbine pump primarily for irriga- 
tion pumping. The Peerless Pump 


GPM is available in water (left) 
and oil lubricated models. The 
GPM has capacities up to 1600 


gpm. Offered with drivers ranging 
from 5 to 125 hp. Settings to 300 





ft can be handled. Both models 
have hi-fired vitreous enamel sur- 
faced impellers and long sleeve 
bronze bushed bowl] bearings. Peer- 
less Pump Div., Food Machinery 
and Chemical Corp., Dept. HA, 301 
West Ave. 26, Los Angeles, Calif. 


Item 53 
Rotating safety light unit 


Here’s a safety light for cars, 
bicycles, boats and hikers. The 
Swirly Safety Lite rotates with the 
slightest vibration. It has a 3 x 3 
in. plastic base and dome with a 
spring-mounted bulb and two pen- 





Ashland, Ohio 








Equip your store with attractive 
Bonderized Steel Revolvo Rotating 
Bins for nails, rivets, fittings and 
other similar items. 


HERE’S WHAT HAPPENS! 


You store, display and sell, in 
only a few square feet of floor 
space (without having to touch your 
stock). Your customers serve them- 
selves from the easily accessible 
bins that display every binable 
item in your inventory. 


Write today or ask your Hardware 
Wholesaler for FREE Folder 320-A 
"MODERNIZE WITH REVOLVO.” Shows 
full range of sizes and models. The 
Frick-Gallagher Mfg. Co., 102 S. Mich- 
igan Avenue, Wellston, Ohio. 








YOU PROFIT FOUR WAYS! 


1. Floor space is made more pro- 
ductive and more profitable. Less 
floor space is required. 

2. Time required to handle stock 
and serve customers is reduced. 

3. Your sales increase because your 
customers see and help them- 
selves to more items. 

4. Better display in less space — 
better fixtures mean a better 
selling job. 





BONDERIZED 


REVOLVO 


COUNTER PARTS CASES 


REVOLVO 
NAIL BINS 


NAIL BIN 
COUNTERS 


DISPLAY 
COUNTERS 





= 
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BUYING CHECK LIST given free with the purchase of a 


basic stock. Base_ section holds 
Want more details? Just circle item number on p. 85 back-up pistol and accessory stock. 


‘Crosman Péicecws 


light batteries. Comes in five col- Item 54 
ors with a special belt clip and : . : 
magnet for soca to ahaha, A Display for rifles, pistols 

counter display holds 12 lights sell- This pilfer proof Sales Center 
ing for $1.98 each, including bat- holds Crosman Pellgun rifles, pis- 
teries. Swirly Lite Div., Bowers tols accessories and Hahn BB rifles 
Battery and Spark Plug Co., Dept., and pistols. The wood and glass 
HA, Reading, Pa. cabinet is valued at $37.50 and is 








Unit occupies only 3 sq ft of floor 
space. Crosman Arms Co., Dept. 
HA, Fairport, N. Y. 


Item 55 


Paint and varnish remover 
Do-it-yourself painters will be 
interested in Strip-Flush which 
may be used with or without water 
rinse. It will safely and quickly re- 
move paint, varnish and lacquer 
from most surfaces. The product is 
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Now for no more money... 


MORE WATER WITH HIGHER PRESSURES! 





heavy bodied and non-inflammable. 


Now from the originators of jet pumps comes *K FOR DEEP WELLS ... self-prim- A striking new label has been de- 
the new STAR line... latest triumph of Jacuzzi = systems for lifts to 400 signed for the can. DeMert & 
— ——— leadership. It's a completely | | Dougherty, Inc., Dept. HA, 5000 
new ine inc uding hive separate Series. Most im- 4 FOR SHALLOW WELLS .._. W. 41st St., Chicago, lll. 
portant—every STAR line pump is MULTI- self-priming jet systems for lifts | 

STAGE to provide more water at higher pres- to 25 feet., 

sures. What's more, STAR line aps have | 

a | nore, OE AN “ine pumps Have $C SUBMERSIBLE PUMPS, too . Item 56 

ewer parts...new engineering improvements. is for 4. 6 & 8 inch diameter wells 7 s , 

all at the cost of an ordinary single stage pump! and larger. | Pistol, rifle range device 


| Every shooter is a good prospect 
| | for Kodiak’s Bullet Trap, a low cost 
UNIVERSAL : shooting accessory that converts 
basements or backyards into safe 
pistol and rifle ranges. The heavy 
steel armor backstop stops all pistol 
bullets except the heaviest mag- 
nums. The Kodiak is 12 x 14% x 























ST AE Feo... PUMPS & WATER SYSTEMS 4 


Contact us for literature and dealership opportunities. 


JACUZZI BROS. INC 4100 Bayless Avenue, St. Louis 23, Missouri 
7 








Jacuzzi Avenue, Richmond, California 614 in. A package of 50 targets is 
Canadian Factory: Jacuzzi-Universal (Canada) Ltd., Martin Grove Rd. & Rexdale Blvd., Rexdale, Ontario | included with the trap which sells 
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Koorak 
BULLET TRAP 


for $14.95. Kodiak Mfg. Co., Dept. 
HA, PO Box 185, North Haven, 
Conn. 


Item 57 


Absorbent for cat boxes 


Kitty-Dri absorbent for cat boxes 
will solve sanitation problems for 
kitten owners. It dries out and 
deodorizes dampness and contents 
in and around the box. Comes in 
5, 10, 25 and 50 lb bags and prices 


range from 59¢ to $4.50. Oil-Dri 
Corp. of America, Dept. HA, 520 
N. Michigan Ave., Chicago Ill. 


Item 58 


Two new barrel sizes for gun 
Browning’s Superposed gun is 

now available with 28 and .410- 

gauge barrels. The 28-gauge gun 





| 





comes with a .410 extra barrel. Or, 
the 20-gauge gun comes with the 
28 and .410 gauge barrels as ex- 
tras. Both models come in five 
grades. Prices for the 28-gauge 
gun with .410 extra barrels range 
from $770 to $1150. The 20-gauge 
gun with a set of either one of the 
new barrel sizes is priced from 
$600 to $980; with both extra sets, 
from $950 to $1330. All prices are 
for standard weight models. 
Browning Arms Co., Dept. HA, 
Ogden, Utah. 


Item 59 


Fast-dry spackling compound 

A new spackling compound has 
been added to the Savogran line. 
Level Best is the company’s A ce- 
ment, now in resale packages for 
do-it-yourselfers. This white com- 
pound sets in one hour without 
shrinking. It is a complete floor 
and wall leveler and can be sanded, 
tinted or used to make Swedish 
Putty. The product will patch plas- 
ter walls and fill cracks in dry con- 





jorl easure! 
Here’s superiority...you can ™ 


Precision Measu ring Tapes 


eel (ele profits, 


speed up furn-OV 


Styled to sell on sight, provide 
greater customer satisfaction, 
the complete ATLANTIC line offers 
a wide range of 20 models and 
sizes. Feature and display them 
for extra impulse sales! 


ATLANTIC DELUXE 
T A P E 5 — Superior performance, 


greater durability, the most beauti- 
ful and functional tapes on the market 
today! Triple Chrome-plated cases 


Also available: 


ATLANTIC STANDARD TAPES 


The economy-priced tapes that offer your 

customers the greatest measure of value 

on the market today. 

© S—6, 8, 10, 12 ft. in chrome case—'2” & 
¥”" blades 


© P—25, 50, 75 and 100 ft. in plastic case— 
%” blades 


® A—50 & 100 ft. in chrome case—%” blades 
And: 


ATLANTIC THIN TAPES 
© DT—6, 8, 10 ft., Ya” blade. 


Look for announcements of exciting 
new products and profit-making deals! 


| Order from your Atlantic sales repre- | 


| sentative, or write for new low 
price lists to: 


4) i Bl LTT 


4.2 


' 
‘ 


2 | 
rie idle 
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Deluxe 


DRB—50 & 100 Ft., 3," blade 

* Engineer's hook 

* Red and black ft. and in. markings 
* Individual belt carrying case. 


D—6, 8, 10 & 12 Ft., VY,” & 3,” blades 

* Inside-outside measuring clip 

* Red and black ft. markings 

* Available in plastic corrying case or 
individually-carded 


ATLANTIC Industrial Corporation 


91-97 West Runyon Street « 


Newark 8,N. J. °¢ 


Bigelow 3-5000 
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struction. Comes in 1, 4 and 25 lb 
boxes. Savogran Co., Dept. HA, 
Box 58, Norwood, Mass. 


Item 60 
Air filter adhesive spray 


Super Filter Coat adhesive is of- 
fered in two new spray containers. 
The Pressure Koter, shown left, is 


e 
oon a at 





| esses |. | 
Settee — - amen 


NACL 7777 


a pressurized sprayer. The Handi- 
Koter is a can with a _ self-con- 
tained, finger-operated spray pump. 
Both contain one pint of adhesive, 
enough to re-coat several average 
size filters. This odor and dust re- 
moving air filter adhesive is avail- 
able in bulk for larger filter clean- 
ing operations. Research Products 
Corp., Dept. HA, Madison, Wis. 


Item 61 
Wire broiler floor display 
This heavy-duty welded wire 


floor display fixture holds a selec- 
tion of Androck wire broilers for 
self service. The fixture is 40 x 20 
in. Broiler Assortment No. 801 in- 
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cludes flat broilers, basket broilers 
and hamburg broilers in chrome 
plate finish. The assortment has a 


ET 2 BROILERS 
me in vi a aes Bee? 


» thar” 





retail value of $90.70. 
Co., Dept. HA, 28 
Worcester, Mass. 


Washburn 
Union St., 


Item 62 


Clothes dryer vent line 

Here’s a clothes dryer vent line 
featuring Leigh’s new Smooth Flow 
flexible duct. Vents for 3 or 4 in. 
outlets with tail pipes 3 or 12 in. 
long are included. Flanges are pro- 
vided to cover window sides or wa!l 
openings. A dryer vent, Smooth 
Flow duct, clamps and installation 





needs come in a kit. Leigh Building 
Products Div., Air Control Prod- 
ucts, Inc., Dept. HA, Coopersville, 
Mich. 


Item 63 


Immersible coffee maker 


Here’s a full-immersible, auto- 
matic 4 to 10 cup coffee maker. 
Dominion’s Model 1608 has a spe- 








cial hermetically-sealed heat unit 
and brews regular or instant coffee 
in minutes. This chrome coffee 
maker has a fast-acting cold water 
pump for rapid brewing. It has a 
no-drip spout, graduated cup mark- 
ings and detachable cord. Price is 
$19.95. Dominion Electric Corp., 
Dept. HA, Mansfield, Ohio. 


Item 64 


Permanent aluminum labels 
Easy-to-use Alumatag permanent 
aluminum labels are supplied in 
rolls of 100 in a dispenser box re- 
tailing for $1. These labels have 
many home and business applica- 





tions. They are weatherproof, in- 
destructible and easily marked with 
a ball point pen or sharp tool. 
Alumatags are shipped 12 units in 
a pop-carton, colorfully designed 
for counters. Merchant & Evans 
Co., Dept. HA, 2047 Washington 
Ave., Philadelphia, Pa. 


Item 65 
Threadless pipe coupling 


This Joslyn compression coup- 
ling eliminates threading to join 
piping. The coupling, called J-210, 
is a permanent, pre-assembled joint 
that can be connected quickly. It 
comes in sizes to fit any line from 














het-Ko 


ALUMINUM 
ROOF COATING 
IN 


COLORS 


» ALUMINUM 


* £€ar 
GRee 
N 


Makes Any Building Cooler in Summer and Warmer 
in Winter! Here’s how to re-roof any home or build 
ing without using new shingles, or a hammer and 
nails. SHEF-KOTE COLORED aluminum roof coating 
is THE answer! It DECORATES .. . INSULATES . 
AND PROTECTS any roof in handsome colors includ 
ing brilliant aluminum. It may be brushed on easily 
by anyone... and just a single gallon goes a long, 
long way. SHEF-KOTE is... NOT A PAINT... . but 
a special formulation with aluminum flakes that are 
TINTED in a range of beautiful decorator COLORS 
... the newest thing under the sun... . and the best 
protection against the sun of summer and the cold 
of winter. 


For further details and descriptive literature, write 


Shettiele 1 lel p 4m Ni pm eie) ies walel. 


17814 Waterloo Road «+ Cleveland 19, Ohio 
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Item 66 


5 pc magnetic knife set 

This five pc Flame Edge set fea- 
tures a natural maple block which 
has a permanent magnetic bar to 
hold the knives in place. Robeson’s 
magnetic set will retail for $21.95, 


3g to 2 in. Two compression nuts 
provide the holding power. The 
unit’s retainer ring floats free to 
assure proper alignment. The J- 
210 is useable on any form of 
gas, air, water or oil piping. Joslyn 
Mfg. & Supply Co., Dept. HA, 155 
N. Wacker Drive, Chicago, Ill. 





builds things better for your customers 


.-- builds MORE PROFIT for you! 








Atkin S ‘Guaranteed Saws 


¢ Saw Tools - Files - Knives 


ATKINS makes a man proud of his work and proud of his tools. 
It’s the kind of satisfaction that leaps from friend to friend 
. . . bringing new customers to your store . . . building steady 
repeat business and fast turnover! Fast turnover at full profit 
because world-famous ATKINS quality is easy to sell, it stays 
sold . . . and it wins loyal customers for al] hardware needs. 
Our Call your Atkins Distributor today! He has complete stocks 


to fill your needs promptly. 
SECOND CENTURY 
of Service to the 


ATKINS SAW DIVISION, Borg-Warner Corporation 


Hardware Trade INDIANAPOLIS 9, INDIANA 





Branches: : Export: 


LOS ANGELES « SAN FRANCISCO BORG- WARNER INTERNATIONAL 
CHICAGO « CHATTANOOGA : % S. WABASH 
PHILADELPHIA © PORTLAND, ORE. : CHICAGO 3 
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gift-boxed. The knives have tung- 
sten carbide edges. Robeson Cut- 
lery Co., Dept. HA, 500 N. Main 
St., Perry, N. Y. 


Item 67 


Aluminum, chrome cleaner 


Homemakers and do-it-yourself 
fans will be traffic for Chemco’s 
Aluma-Kleen which cleans and re- 
stores aluminum, chrome and stain- 
less steel surfaces. This compound 
will restore discolored oxidized sur- 
faces without rubbing. It is use- 
ful for cleaning and shining storm 
doors, kitchen equipment, car grilles 
and bumpers, porch and patio fur- 
niture and boats. Chemco, Inc., 
Dept. HA, Tulip and Auburn Sts., 
Philadelphia, Pa. 


Item 68 


Assorted steel wool pads 


Each carton of the American 
contains 


Handi-Kit six assorted 





large ready-made steel wool pads: 
2 very fine, 2 fine and 2 medium 
coarse. The various grades of steel 
wool are visible through cellophane 
windows. A _ shipping case holds 
24 packages. American Steel Wool 
Mfg. Co., Dept. HA, 42-24 Orchard 
St., Long Island City, N. Y, 














Item 69 


Building construction toy 


Children will beg their parents 
for the Curtain-Wall Builder, a 
steel construction toy, which can 
reproduce scale models of modern 
architecture. The set contains steel 
panels with folded edges and plas- 
tic coping and door sections. Color- 
ful roofing material and a plan 





book are 


included 
Comes in $2, $3, $5, $7.95 and $10 
set sizes. Toy Tinkers Div., Dept. 
HA, Evanston, Ill. 


in each set. 


Item 70 
Lawn trimmer-edger tool 


Amateur and professional gar- 
deners will be traffic for Lynden’s 


rr 
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Whale of a Turf Edger, a tool which 
trims and edges lawns and gardens. 
It has a razor-sharp steel blade 
mounted on a handle. Slicing action 
of the unit is guided by the built- 
in metal runner. One nut adjust- 
ment converts the trimmer to 
edger. Retails for $3.98. Lynden 


Metal Craft Co., Dept. HA, Lynden, 
Wash. 


Item 71 


Flexible plastic sprinkler 

A lightweight 2-tube flexible 
plastic sprinkler, called Scotch Spe- 
cial, sprinkles around curves and 





over uneven ground. It features 
round holes that won’t tear or en- 
large, large tubes and full coverage 
with a mistlike spray. Comes in 20 
and 50 ft lengths in rack paks 
and can be stored without rotting, 
mildewing or sticking together. 
A. M. Andrews Co., Dept. HA, 
4621 S. W. Beaverton Hwy., Port- 
land, Ore. 


Turn to p. 102 for new cost sav- 
ing store and warehouse equipment 





T 






No 
No 








AYLOR DOOR 


. G30 Glass 
. 400 Glass . 
. 410 Brass plated 2} 
. 402P Solid brass 2" 
. 403P Solid brass 24%" 





FINEST QUALITY Taylor knobs never get shop 
worn and are completely visible for increased 
sales. Stock these pre-sold profit makers now! 
Available at progressive Wholesalers everywhere. 


Eman GD ON TAYLOR LOCK 


TAYLOR LOCK COMPANY, PHILADELPHIA 32, PA. 






OTHER 
TAYLOR PRODUCTS 
Padlocks 
Key Blanks 
Night Latches 
Inside Lock Sets 
Rim Knob Lock Sets 
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Here's a man’s 
hack saw blade 
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e rugged 
e dependable 


e smooth 
cutting 


e stays sharp 


Plus! 


Each Blade 
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it will cut 


Each Blade 
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Give the man a blade 
made to do a man's work 
Ask your jobber for Griffin 


Hack Saw Blades, Coping Saw 
Blades and Scroll Saw Blades. 





 G. W. GRIFFIN COMPANY 
_ Franklin, New Hampshire 

| | Sales Agents: | 

| John H. Graham & Co. Inc. | 
_ 105 Duane St., New York 8, N.Y. 
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BUYING CHECK LIST 
Cost Saving Equipment For Store And Warehouse 


Keep posted on this new cost saving equipment for store 
and warehouse. For more details circle number, p. 85 


| Item 72 


Tractors for order picking 
You can speed order picking with 
this Yale Worksaver, rider-walkie, 


Pome 
* 9 





electric tractor. It features three 
speeds and a high top speed of 5.6 
mph from a 12-volt system. ‘The 
tractor stops when the operator re- 
leases the floor pedal and finger tip 
speed control. It also has a me- 
chanical brake. Trailers can be 
disconnected from the roomy, well 
padded operator’s compartment. 
Materials Handling Div., Yale & 
Towne Mfg. Co., Dept. HA, 11000 
Roosevelt Blvd., Philadelphia 15, 
Pa. 


Item 73 


Medium-priced calculators 

Here is a medium-priced line of 
adding - subtracting machines’ by 
Victor. The 1959 Imperial models 
come in 10-key (shown) and full 
key keyboard models with capacity 
of $10 million minus one cent. The 
Imperial has electrified total and 





sub-total keys, printing press ac- 
tion, direct automatic subtraction, 
repeat key for multiplication, non- 
add key and automatic credit bal- 
ance. Available with optional Add- 
N-Mark which prints gummed 
labels for pricing. Victor Adding 
Machine Co., Dept. HA, 3900 N. 
Rockwell St., Chicago 18, Ill. 


Item 74 


Low-priced wall safe 


The Sentry S-6 wall safe is avail- 
able in an improved design with a 
price 20 percent lower than previ- 
ous models. The unit can be in- 
stalled between 16 in. studs or ina 
concrete wall or floor. It is asbestos 
lined and carries the same insur- 








ance rate as any mercantile safe. 
John D. Brush & Co., Inc. Dept. 
HA, 545 West Ave., Rochester 11, 
N. Y. 


Item 75 
Oak finish glass rack 


Here is an attractive oak glass 
rack with natural finish. The plain 
oak headboard is 50% in. long. 
The base cabinet is 35% in. deep, 
35%, in. high, with a solid oak base 
ledge. Top cabinet is 165% in. deep 
while the overall height is 7 ft 114 
in. Designed for use in the back 
room or where it sets alone in the 
store, it is shipped in two parts at 
$197.45, fob factory. Holds glass 
up to 30 x 36 in. Another model 
with extended head board for lights 




















sells at $209.95, fob factory. W. C. 
Heller & Co., Dept. HA, Mont- 
pelier, Ohno. 


Item 76 


Store fixture brochure 


M & D’s colorful 17 x 22 in. bro- 
chure describes gondolas, wall sec- 
tions and fixture accessories and 
gives specifications and prices. The 
well illustrated folder provides com- 
plete details about hardware fix- 
tures in the line and also lists 18 
reasons why they are suitable for 
any store. M & D Store Fixtures, 
Inc., Dept. HA, City of Industry, 
Calif. 


Item 77 


Dual register-adding machine 
If you need a cash register and/ 

or an adding machine you can buy 

both in this one low cost cash regis- 





ter with speedy indication opera- 
tion. Model 8310 is an electric, 
general purpose register which be- 
comes an independent normal ca- 
pacity adding machine by turning 
a key. The register has nine com- 
modity and five department keys 
with enforced designation. Dimen- 
sions are 18 x 1714 x 14% in. 
R. C. Allen Business Machines, 
Inc., Dept. HA, 678 Front Ave., 
N.W., Grand Rapids 4, Mich. 
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In this new catalog sig 
any plier your customers want 











Here is a catalog with 16 pages filled with pliers of every 
description—side cutters, oblique cutters, long nose cut- 
ters, shear cutters, end cutters—a style, size and type for 
every conceivable job. Included are the new Klein midget 
patterns, hardly longer than a package of cigarettes— 
ideal for electronic work or model making. A copy of this 
catalog should be in the hands of every hardware store. 


WRITE TODAY 
Catalog 101A, listing and describing scores of Klein 
Pliers, will be sent on request. 





(MA FERS “Since 1857" 


KLEIN=m 


7200 McCORMICK ROAD + CHICAGO 45, TUE 
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For General Use sell 


Rikaaib 


Heavy-Duty 
Pipe Cutters 


Factory tested for perfect 
tracking, here’s their best cut- 
ter buy for hand use. Extra- 
long shank protects threads, 
gives fast, easy adjustment. 
Large handle for sure grip .. . 
more leverage. Strong, special 
malleable frame won’t bend 
or warp. You’ll also sell the 
RifaIm> Wide-Roll Cutter, 





HARDWARE AGE 


HAO Ya Chil 


ISIDOR A. RUBIN re- 
tired last year from Rubi- 
co Brush Manufacturers, 
Div. of the Osborn Mfg. 
Co., New York City. He 
had been active in the 
brush industry for 61 
years and was a member 
of the National Paint, Var- 
nish & Lacquer Assn. 
Fifty-Year Club. He is a 
Mason and is active in 
the United Jewish Appeal, 
Federation of Jewish Phil- 
anthropies and other charitable and community 
organizations. During his apprentice days he 
learned to dress and prepare all materials used in 
brush manufacture and became an expert brush 
maker. 





that tracks perfectly at high 
power-drive speeds, and the 
RIEeaID 4-Wheel Cutters, 
that give quick, clean cuts in 
tight places with only quarter 
turns. 


GEORGE LARSON a 
salesman for Diamond Tool 
& Horseshoe Co., Duluth, 
started selling horseshoes 
and horseshoe calks in 
1908 for Neverslip Mfg. 
Co., New Brunswick, N. J. 
When Phoenix Horseshoe 
Co., Joliet, Ill., bought the 
Neverslip company Mr. 
Larson stayed with the 
company for a short time. 
In 1930 he started to sell 
Diamond drive and draft 
horseshoes and drive calks for Diamond Calk 
Horseshoe Co. He travelled from coast to coast in 
the northern half of the United States. The drive 
calk, which was used to prevent horses from slip- 
ping on ice, is practically a thing of the past with 
many hardwaremen of today unaware of its manu- 
facture and use. Mr. Larson now travels all of 
Wisconsin and part of Illinois selling Diamond ad- 
justable wrenches and pliers for Diamond Tool 
& Horseshoe Co., known as Diamond Calk Horse- 
| shoe Co. until its name was changed in January 
1958. 





Five Sizes for “e’’ to 6’’ 


For Tubing and Thin-Wall Conduit 
sell 


Rrika(b 


Tubing Cutters 






Five Sizes 

for *e’’ te 4”’ Exclusive fold-in reamer on 
Nos. 10, 15 and 20 protects 
hands and pockets... reams 
full cutter capacity. Thin- 
blade wheel gives quick, clean 
cuts. Rollers smooth tubing 
ready for soldering. Special 
Ritaai> No. 315 3-Wheel 
Cutter gives fast cuts in 
hard-to-get-at places. 





There's a fast-selling RITZAID Cutter to | 
save time on every job. Order from your Wholesaler today! | 
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Parking is a problem in 


small towns too 


Parking is generally believed to be a problem of 
the big-city dealer. But Cary Marshall, co-owner of 
Marshall’s Hardware, Middlebury, Vt., has learned it’s 
also troublesome in a small town. 

Middlebury is an old college town. College and 
neighborhood traffic has been piling up heavily over 
the 25 years since the late Manley D. Marshall, Cary’s 
father, bought the store. Middlebury draws a lot of 
nearby country trade for central shopping. 

Last year, Cary Marshall decided that if his store 
was to continue its favorable position in the business 
community, it would have to move and modernize. A 
limited parking area was eating away at store traffic. 
Old fixtures and lighting were hurting business. 

Young Mr. Marshall questioned supplier salesmen 
tor ideas about a new store. He clipped articles from 
business magazines such as HARDWARE AGE. He built 
a fund of useful knowledge concerning remodeling, 
relocating, and the parking problem. 

In mid-1958, Cary Marshall made his decision. He 
bought an old building a few minutes away from 
central shopping congestion, but near enough to draw 
its traffic. He remodeled the building to provide a 
2200 sq ft store with a visual front. Ample parking 
is nearby, and other merchants are relocating in the 
neighborhood for parking advantages. 

Bigelow and Dowse, wholesaler at Needham Heights, 
Mass., supplied Marshall’s basic layout and color 
scheme. Cary Marshall and his wife Joyce built their 
own fixtures. The new store was an immediate suc- 
cess. It is prospering because of parking. 


Marshall's new front draws nighttime traffic. 


NM ("Me 




















Every Handyman 
Needs a compact, 
easy -to-carry 


Drop Head Thread 


Display them for easy sales! 


Snap a die head in the ratchet 
ring . . . cut the thread ... it’s 
as simple as that! That’s why 
your home and farm customers 
want a RI@AID drop head 
threader for fast, easy pipe and 
conduit threading. Heads can’t 
fall out .. . dies reverse 
quickly for close-to-wall 
threading. Finest quality 
RIFAID long wear- 

ing dies. Bolt and 

conduit dies 

available. 


Order from your 
Wholesaler! 


Hand Carrier Free With All Sets Except No. 12-R 


(Order in sets or any combination) 


Exposed Ratchet Type 
For pipe— ‘4’ to 1° —OO-R 
Va" to 1%" —T11-R 
“%_""’ to 2°°—12-R 
For bolts— a"’ to 1°°—O00-RB 
Enclosed Ratchet Type 
For pipe— "" to 1°" —O-R 
V_"’ to 1%" —11-R 





Want more facts? Circle 165, p. 85 


HARDWARE AGE, June 4, 1959 © 105 





/+5 AUTOMATIC 

















and car keys 
AUTOMATICALLY 


PRESS lever, which automatically 
STARTS machine, which automatically 


CUTS Key — machine automatically 
STOPS itself. 


NO FUSS—NO BOTHER 


It's a MONEY-MAKER 
for YOU! 


MAIL COUPON TODAY 


KEIL LOCK CO., INC. 
Charlestown, New Hampshire 


Please send complete information on your 
No. 1 series of Key Duplicating Machines 


Name 





PLEASE PRINT 


Address 





City Zone State 
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PRACTICAL 
INSTALLATION 


ANYWHERE , 
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Bommer's NEW Surface Magazine Racks can be easily mounted to 
wall beside or below present mail boxes in apartment house vesti- 
bules. Ideal for existing buildings where it is not practical to cut 
wall for recessed rack. Keeps magazines and small packages off 
the floor. Available in one convenient size only—I8" wide x 10" 
deep. Superbly finished with sprayed brass or sprayed aluminum. 
Also used in show rooms, waiting rooms, offices, and stores. Bommer 
Recessed Magazine Racks also available. 


BOMNMER 


SPRING HINGE CO INC 


EXECUTIVE OFFICE AND PLANT LANDRUM 5 C 


Sales Offices and Warehouses: oo ni Wakes Otten ck aS 3 il. 
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FOR CUSTOMERS INTERESTED IN THE BEST ANCHOR TO 
USE IN — HOLLOW DOORS, (4SS) for thicknesses 1/16” to 
Ye" requires 4" hole — WALL BOARD, (4SL) for thicknesses 
1/16” to %” requires V4" hole — PLASTER WALLS, (5SL) for 
thicknesses V4" to 114” requires 5/16” hole 

LOOK FOR: 3 GRIPPER TEETH, FOR BETTER SURFACE 
HOLDING: ONE PIECE TRIPOD ACTION THAT AUTO- 
MATICALLY COMPENSATES FOR SMALL MATERIAL THICK- 
NESS VARIATIONS. 


ASK YOUR JOBBER FOR OUR NEW COUNTER DISPLAY DEAL. 











an Ae 
WALL ANCHORS 
DIAMOND EXPANSION BOLT CO., INC., GARWOOD, N. J. 
Want more facts? Circle 168, p. 85 














Lotto 





from Hardware Age readers | 


An import report 
Dear Editor: 


We have handled imported goods 
for the last three years. 

Baseball goods are now about 90 
percent Japanese. Boys’ camping 
equipment also seems to be about 
98 percent Japanese. 

Tools from Japan, France and 
West Germany and Italy are about 
20 percent. 

Pottery dishes are about 99 per- 
cent Japanese imports. 

On most imported articles we 
make 100 to 200 percent markup on 
cost. So, as you can see, it is very 
profitable for us and as the St. 
Lawrence Waterway is open to 
Duluth, Minn. Now we will be able 
to buy imports much cheaper. 

I think inflation has priced us 
out of the American goods market. 

We all also buy Belgium wood 
screws. American is 82¢ a box. 
We get them for about 41¢. 

Sincerely, 
Name withheld 
Hardware 
Minnesota 


No one seems happy 
Dear Editor: 


Everything I read lately con- 
tains complaints. Customers, deal- 
ers, wholesalers, manufacturers, 
farmers, students, teachers, labor- 
ers, white-collar workers, techni- 
clans, and so on, ad infinitum—all 
have gripes. In the complaint de- 
partment we are certainly “split- 
ting the atom” to the extent that 
there is practically no one who is 
really happy in his work. 

We are told we have a high 
standard of living. Actually, do we 
live on the high standard we boast 
of? The struggle for material pos- 
sessions has involved the big 
majority of our people to the ex- 
tent where we now have a so-called 
hand to mouth existence. 

Incomes are spent before being 








A NEW 


UTLAND 


easy-do product 


brush on 


wash off 


A REAL TIME-SAVER 


Rutland Wash-Off Paint and Varnish Remover has not been 
thinned. It is a high-quality, heavy body remover which stays 
wet longer, acts quicker and is easier to use on vertical surfaces. 
Rutland requires no scraping or neutralizing. Removes paint, 
varnish, enamel, lacquer, shellac, water and rubber-base paints 
and synthetic finishes from wood, plaster, glass or metal. Will 
not stain light-colored wood. It is one of the safest removers 
ever made. . . completely non-inflammable and contains no 
benzol, acids or caustics. Home-owners and contractors alike 
will welcome this improved product. 


A new “easy-do” product that is a real profit maker, Wash-Off 
Paint and Varnish Remover has a ready initial market among 
the millions of satisfied users of other Rutland products. Its 
superior quality guarantees profitable repeat sales. 

Available in pints, quarts and gallons. 


ouR 


RUTLAND FIRE CLAY COMPANY - RUTLAND, VT. 


Makers of Famous Rutland Patching Plaster 
Want more facts? Circle 169, p. 85 
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DELTA: PAKS 


eos THEY'LL CUT 
YOUR SELLING TIME 


AT reAST"T 5% 


-». HERE, AT “LAST, IS A REALLY SENSIBLE 
WAY TO SELL SCREWS. THEY COME READY 
COUNTED AND DECIMAL PACKAGED -SELL 
FOR AS LITTLE AS 9¢ FOR A PAK OFTEN 
PLATED SCREWS. YOUR MARK UP IS 100% 
OR MORE! AND GET THIS, CHARLIE, 
DELTA-PAKS WILL BOOST YoUR 
TURN-OVER UP TO 60% BY ELIMINATING 
COSTLY 2¢3 SCREW SALES. THIS LEAVES 
YOU FREE TO PUSH TOOLS GARDEN SUPPLIES 
PAINT AND OTHER BIG TICKET “ITEMS. 
MAKE SENSE? SURE! AND REMEMBER WE 
STOCK DELTAS COMPLETE RANGE OF 
POPULAR SIZES- REORDERINGS A CINCH. 
I MEAN CHARLIE, LETS FACE IT... 





DELTA AMERICAN 
SCREW & MANUFACTURING CORP. 
1523 E. 45th STREET © CLEVELAND 3, OHIO 
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received. Most young couples about 
to embark on the sea of matrimony 
want to start their journey 
through life with everything their 
parents have achieved after 20 or 
more years of work and toil, and 
these young hopefuls want no part 
of the sacrifices their predecessors 
encountered and overcame. 

While I am not an advocate of 
return to the primitive, I do feel 
you will have to agree that we have 
created a gargantuan octopus 
whose many tentacles are rapidly 
choking us into submission. Let’s 
all come to our senses and realize 
that we can’t eat our cake and have 
it too. 

Sincerely, 
Genoveva Andresen 
Ace Hardware 
Marengo, Ill. 


Japan buys U. S. A., too 
Dear Editor: 

We have read with interest your 
article on imports in the April 23rd 
issue of HARDWARE AGE, p. 69. 

However, your article does not 
make any reference at all to the 
purchases that Japan makes in the 
United States, and how Japan is to 
pay for such purchases. 

We are enclosing a pamphlet on 
this subject, showing a breakdown 
by states, on the dollar volume and 
the items purchased by Japan in 
the United States. 

Very truly yours, 
Norman Kaufman 
President 
Truecraft Tool Co. 
Chicago, Ill. 


Another son takes over 
Dear Editor: 


Your article on the father and 
son on page 64 of the May 7 
HARDWARE AGE issue is a very 
comprehensible story. 

My husband and I also expect 
our young son to take over the 
business in the future. With abil- 
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DEVOE VINYL MASONRY PAINT 


KEEPS MOISTURE OUT 


LF vevoe ** DEN 


WANIGH B..UT 


g® VINYL 


y Paras 


Ss 


% 
Px 
rhe , 


4 Pri nt Party 


= 
* | DEVOE HOUSE PAINT 


Young lady in photo holds plas- 
tic salad set which you can 
use as a gift to build traffic. 


Another great merchandising program for Devoe dealers 


Plan now to speed up your paint turnover—make more paint 
profits! Tie-in with Devoe’s hard-hitting local paint selling 
program. It’s one of the biggest local newspaper campaigns 
ever to be presented at the dealer level. 

To help you move paints faster, Devoe will supply you with 
stimulating advertising and merchandising material . . . co-op 
mat ads, pennants, window streamers, door hangers, shelf 
talkers, and wobblers; plus an enticing free gift for the ladies. 
You'll really have a high-flying program going for you... 
selling you as local paint headquarters. 

And the quality of Devoe paints—their beauty and ease of 
application—will keep your customers coming back for more. 
Devoe’s big house paint sellers, supported by Trim and 
Shutter Colors, Porch and Floor Enamel, and Vinyl Masonry 


Paint, are all featured in “*Paint Party’’—the selling theme for 
Devoe’s next campaign. It’s one of four Devoe campaigns 
designed to move paint for you year-round. Write today for 
more details .. . to Dept. H-6, Devoe & Raynolds Company, 
Inc., Loursville, Kentucky. 


DEVOE 


205 years of paint leadership 
DEVOE & RAYNOLDS COMPANY, INC. 


Atlanta * Boston * Chicago * Cincinnati * Dallas * Denver 
Los Angeles * Louisville * New York * Philadeiphia 
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LOOK 
FOR THIS 
LABEL 
ON 
FLEXIBLE 
PLASTIC. 
PIPE 








- NSF 
APPROVED 
Quality Pipe 


“MADE WITH 


HERCULES 


e e.3 
i-'Tax | 
HIGH-DENSITY POLYETHYLENE ~ 


CORROSION -RESISTANT 
DURABLE 


For the strongest flexible plastic 
pipe, look for this label ... the new 
hallmark of quality for plastic pipe. 
Lightweight and easy to handle. 
flexible plastic pipe made with 
Hi-fax®, high-density polyethy- 
lene, sets new standards of per- 
formance in every field where this 
modern and more durable piping 
material serves. Use it with high- 
quality Pro-fax* fittings to up- 
srade the corrosion resistance of 
your piping system, and broaden 
the range of uses where you can 
capitalize on the economies made 
possible by these advanced engi- 
neering materials. 
*Pro-fax is Hercules Powder Company’ s 


trademark for polypropylene, 


CP59-7 


Cellulose Products Depart ment 


900 Market Street 
Wilmington 99, Delaware 
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ity, humility, integrity, and quali- 
fications that dad inspired in the 
young son and with Mr. Ostrom’s 
sound advice, as related in the arti- 
cle, such as to replenish merchan- 
dise and have a complete line of 
items that are salable, it is my 
opinion that all sons taking over 
their dad’s business will be suc- 
cessful and happy. 

Good luck to you, Mr. Editor, 
for publishing this article in HARD- 
WARE AGE and best of luck, success 
and achievement to Mr. Ostrom’s 
son. 

Yours truly, 

Mrs. Samuel Westerman 
B & M Hardware 
Malden, Mass. 


Lost rental fees 
Dear Editor: 

Late last year you published a 
list of rental items and a suggested 
rental fee in an issue of HARDWARE 
AGE. I would like very much to 
have a copy of this list as I have 
been unable to find that particular 
issue of your magazine. 

I also wish to advise you that we 
have changed the name of our 
store from Stan’s Hardware, 
Center Line, Mich., to the name be- 
low. Ownership remains the same. 


Thank you, 

Richard Gallo 
Center Land Hardware 
Center Line, Mich. 
Editor's note: The suggested 
rental fees appeared on p. 48, of 
the June 19, 1958 issue. This was 
a section of a three-part article on 
how to operate a Rental Depart- 
ment. There was such a heavy de- 
mand for extra copies of these 
articles that we had to reprint 
them as a separate 12-page booklet. 
You can get copies of this booklet 
by sending 25c., and asking for 
“Rental Guide.” Write to HA 
Reader Service Dept., Hardware 
Age, Chestnut & 56th Sts., Phila- 
delphia 39, Pa, 





MOST WANTED 
TYPES... 


MACHINISTS’ CHESTS 


UNION has done it again! Here now in sturdy, 
streamlined steel are two chests which offer 
the ultimate in design, ultra-modern appear- 
ance, rugged construction, increased capacity, 
easier accessibility and 100% utility for ma- 
chinists, tool and die makers, aircraft and 
auto mechanics, miliwrights, skilled techni- 
cians, etc. 


MODEL MT-3 (above) 


3 full width drawers and till 


Overall size (both 
models) 20%2” x9” x 14” 


MODEL MT-7 (below) 
7 drawers and till 








-drawn seamless reinforced cover ..- 
ce bottom feinforcement - 
Non-sag drawer and till bottoms . . 0 
extension drawer gliders coe “4 
stop ..- Easy-to-clean —— a 
ish... Felt-lined drawers an ed 
King-size dimensions. 








JOBBERS! DEALERS! 


Cash-in on the tremendous demand for these 
fast-selling items. Place your stock orders 
now! Literature and prices on request. 


STEEL CHEST CORP. 


LEROY, NEW YORK 
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If you want to sell housewares, go where every page is full 
of ideas that sell: Better Homes & Gardens, the family 
idea magazine. It’s impossible to go through any issue of 
Better Homes & Gardens without finding hundreds of ideas 
that sell housewares, directly or indirectly. How do BH&G 
reader households compare with the U.S. average in adopt- 
ing new housewares ideas? For instance: more than one out 
of five BH&G readers live in households owning an electric 
deep fat fryer — and that’s 62% above the U.S. average! 


During the year 43 of America reads 


Better Homes) eat 


and pene 


im yin idea magazine 
Want more 1-2 Circle 174, Dp. 85 


HARDWARE AGE, June 4, 1957 @ 111} 





Convention Calendar 





conventions 


shows 


conferences 





Convention Check List 


For complete details about the conven- 
tions listed by dates below, use the 


alphabetical listing following this quick 
check list. 


June 
thru American Hardware Supply 
June 12 Co., Toy Show, Pittsburgh 
1-11 Cotter & Co., Toy-Gift & Fall 
Goods Show, Chicago 
7-8 United Hardware Distributing 
Co.., Toy & Gift Show, Minne- 


QODo}t! 

7-9 Ace Hardware Corp., Summer 
Convention and Toy Show 
Chicago 

7-12 Geo. Worthington Co. Toy 
Show. Cleveland 
Texas Wholesale Hardware 
Assn. & Texas Hardware Boost- 
ers Club, Austin 


W. Bingham Co. Annual Toy 


and Gitt Show. Cleveland 
W. Binaham Co. Annual! y 
and Gift Show, Syracuse, N. Y. 


Albany WHardwore & Iron Co. 
Toy Display Room Opening, Al- 


13-17 National Housewares Exhibit 
Atlantic City 

13-24 American Hardware Supply Co.., 
Gift Show, Pittsburgh 

19-23 National Retail Hardware 
Assn. Congress, Los Angeles 

19-29 Geo. Worthington Co. Toy and 
Gift Show, Cleveland 

26-28 Our Own Hardware Co., Sum- 
mer Convention and Stockhold- 
ers’ Meeting, Minneapolis 

26 to Moore-Handley Hardware Co.. 

Aug. ! Inc. Fall Merchandise Mart 


August 

2-5 Combined Wholesale Hardware 
Exhibition Dinkins - Davidson 
Hardware Co., King Hardware 
Co., Sharp-Horsey Hardware 
Co., Atlanta 

2-5 Liberty Distributors Summer 
Buying Meeting, Chicago 

2-5 National Wholesale Sporting 
Goods Show, Chicago | 

2-7. Associated Fishing Tackle Mfrs. 
Trade Show, Chicago 

2-8 Moore-Handley Hardwore Co. 
Inc., Fall Merchandise Mart 
Mobile 

9-12 Moore-Handley Hardware Co. 


Wholesale Trade Days, Birming- 
ham 

10-15 Wimberly & Thomas Hardware 
Co., Inc., Wholesale Trade Days, 
Birmingham 

16-19 Moore-Handley Hardware Co., 
Inc., Fall Merchandise Mart 
Birmingham 

31 to Walter H. Allen Co., Stockhold- 

Sept. | ers’ Meeting and Merchan- 
dise Show, Dallas 


September 


6-9 Beck & Gregg Hardware Co., 
Egil Merchandise Show, Art- 
lanta 

13-15 Midwest Hardware & House- 
wares Show, Chicago 

27-30 Nation Builders’ Hardware 
Convention, New Orleans 

28 to National Hardware Show, New 

Oct. 2 York 


October 

4-7 American Hardware Manufac- 
turers Assn.—National Whole- 
sale Hardware Assn.—National 
Assn. of Sheet Metal Distribu- 
tors, National Convention, At- 
liontic City 

8-10 Mid-America Lawn, Garden & 
O tdoor Living Trade Show 
Chicago 

25-27 Hardwore Wholesalers Inc.., 
onvention and Merchandise 


Show, Fort Wayne 


National Events 


bany, N. Y. Inc., Fall Merchandise Mart, 
Janney, Semple, Hill & Co. Toy Birmingham 


.12 and Gift Show, Minneapolis 10-15 Long-Lewis Hardware Co., 


American Hardware Mfrs. Assn. 
joint annual convention with the 
National Wholesale Hardware 











\e 
+ 





FAST, PROFITABLE INSTALLATIONS! No complicated 
assembling or fitting — and no service. “‘call-backs’’. Gen- 
eral Humidifiers and Filters are trouble-free . . . each a 
leader in its field. 


SURE, YEARLY REPLACEMENTS! Easy, added profits from 
yearly replacements of General Filters Replacement Car- 
tridges (fit all leading filter makes!) and “Porous Weave” 


Evaporating Plates. 


' 


FAL VOWIPCELF W PAIR OF “NATURALS” 


ONE SELLS THE OTHER! Prospects for fuel oil filters and 
furnace humidifiers are frequently one and the same. 
Combine these two profitable lines and one gets business 
for the other! 


AUHIDIFER 


@ No float or 
tricky pan 
leveling. 
“Porous Weave” 
plates resist 
clogging. 


© Operates 
by water 


pressure. 


Member of solely 


The Humidifier 
Association 


prey 
AND F 


IFIERS 
ILTERS 


General Fuel Oil Filters and General 800” Furnace Humidifiers go “hand-in- 
hand” in sales—and profits. General Filter users are prime prospects for humidi- 
fiers—and vice versa. When you service one, recommend the other. Doubling up 
your sales effort saves time, service trips and money — makes handling 


GENERAL doubly profitable! 


GENERAL FILTERS, INC. 


Your Jobber Knows and Trusts Genera’ 


He Stocks Both .. . How About You? 
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43800 Grand River Avenue . 
IN CANADA: Canadian General Filters, Ltd., 39 Crockford Bivd., Scarborough, Ontario 
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therproofing products your 
now is the time for you to cas 
d. Your customers will like the 
. They'll see at a glance how ea 
hey’/ll really go for the lower pri 


ROBES 


WEATHERSTRIPPING DOOR BOTTOM 


"Fle (-mme) mmole) hven lah im iey-lan mm el-1gent-[al-ialen amelelalel-lemnce, Ulalrelet-m-lencolaar-dlom-) 0) alaloar-londlelam-1i(e), s-m- lanl) lomo ist) 
clear grain wood molding. Stops dust, drafts and ance for carpets and door mats. Nylon stoproller 
vE-} 41 ume 101-3 6-Wre Lolo) ae-it-laamemh (olair-1e}-1e]aelial-amiel-laamor-i8 insures positive closing and tighter seal. Installs 
be painted, resists chemicals, weather and wear. fast, always fits snugly. Made of durable silver satin 
Self-selling carton, 15 complete kits — suggested elaleleiy4-10mmr-lilealialelaameme-\-))s-1-11114)-Mmor-1 ace); ae 00 ela 
list, $1.95 per kit. plete kits — suggested list, $2.95 per kit. 





REE DEMONSTRATOR 
ells without words! 


Contact your wholesaler today! S | 
or write Dept. HA69 : | 


THE ROBERTS co. 


S00 North Baldwin Park Bivd., City of Industry, Calif. 


Quality Products for Home and Industry for over 20 years. 
Want more facts? Circle 176, p. 85 
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when customers ask... 





“What can ldo about 
my power mnower...it's 
so hatd to start?” 





Advertised in 

Reader’s Digest, 

Saturday Evening 
Post, Popular 

Mechanics, Outdoor 

Life and other 

national magazines. 


. .. makes power mowers easy to start, helps 
them deliver full power. Added to the fuel, 
GuMOUT quickly removes gum from carbu- 
retor and gas lines. Your customers will like 
what GumoutT does for their mowers. And 
you'll like the extra profits it brings. 


; oe 
O. ia Roary. wr ig 






This GumoutT Self- 
Service Display Will 
Make Extra Sales in 


Y our Garden Section. 





















Order GuMoutT from your hardware distributor or write 


GUMOUT DIVISION 
PENNSYLVANIA REFINING COMPANY 


2680 Lisbon Road, Cleveland 4, Ohio 
Want more facts? Circle 177, p. 85 
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FITLER 
“STALONg > 
NYLON 


and 
DACRON* 
ROPE 


Plied Yarn Construction Pre-Shrunk For 
Complete Stabilization "Stabilized" Under 
Patent No. 2,343,892 
FITLER STALONg is flexible and splices easily. It is a 


soft rope and easy to handle under all working conditions. 


STALONg is twice “stabilized”—once in the yarn, 
once in the rope. 


FITLER MANILA 


Fitler’s Rotproof treatment of rope makes the finest 
Manila Fibers even more durable and does not alter or 
change the color of the rope. It affords protection against 
decay-producing moisture, mold, mildew and fungi. 


Identified by the Blue and Yellow Trademark Fitler. 


SOLD BY INDUSTRIAL 
DISTRIBUTORS EVERYWHERE 


THE EDWIN H. FITLER CO. 


EST. 1804 See 
PHILADELPHIA 24, PA. 


*DuPont-Polyester Fiber 
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Midland’s | 
on the move : 


An outstanding power gar- 
den equipment dealership 
opportunity that gets better 
every day! 














Move up to Midland where BIG 
things are happening. Get in now on 
the new promotions, new ideas, and 
new products that will make this great 
dealership even better this Fall! 





Write now for 
details on dealerships 
available in key areas. 


The Midiand Co., pept. HAM-69 
1200 Rawson Avenue, South Milwaukee, Wis. Pa 


Subsidiary of Outboard Mari. Corporation 
Want more facts? Circle 179, p. 85 





Convention Calendar 


(Continued ) 


Assn., Oct. 4-7, Atlantic City, N. J. 
Headquarters Dennis and _ Shel- 
burne Hotels. Arthur L. Faubel, 
AHMA secretary, 342 Madison Ave., 
New York 17. Thomas A. Fernley, 
Jr.. NWHA managing director, 
1900 Arch St., Philadelphia 3. 


Associated Fishing Tackle Manufac- 
turers Trade Show, Aug. 2-7, Hotel 
Sherman, Chicago. John M. Holmes, 
430 Bond Bldg., Washington 5, D.C. 


Liberty Distributors, Fifth and Bris- 
tol Sts., Philadelphia, Summer Buy- 
ing Meeting, Sheraton Hotel, Chi- 
cago, Aug. 2-5. 


National Builders’ Hardware Conven- 
tion, Sept. 27-30, New Orleans, 
Headquarters hotel, Hotel Roose- 
velt. Exposition and meetings at 
Municipal Auditorium. Sponsored 
by National Builders’ Hardware 
Assn., John R. Schoemer, managing 
director, 515 Madison Ave., New 
York 22, and American Society of 
Architectural Hardware Consult- 
ants, George P. Merrill, executive 
secretary-treasurer, 220 “E” St., 
Santa Rosa, Calif. 


National Hardware Show, Sept. 28- 
Oct. 2, Coliseum, New York City. 
Sponsored by National Hardware 
Show, Inc., 331 Madison Ave., New 
York 17. Frank Yeager, managing 
director. 


National Housewares Exhibit, July 
13-17, Convention Hall, Atlantic 
City, N. J. Sponsored by National 
Housewares Mfrs. Assn., 1130 Mer- 
chandise Mart, Chicago 54, Dolph 
Zapfel, executive secretary. 


National Retail Hardware Assn. Con- 
gress, July 19-23, Statler Hilton 
Hotel, Los Angeles. Sponsored by 
National Retail Hardware Assn., 
964 N. Pennsylvania St., Indian- 
apolis 4, Ind. 


National Wholesale Sporting Goods 
Show, Aug. 2-5, Sheraton Hotel, 
Chicago. Sponsored by Trade Asso- 
ciation Shows, Room 923, 600 S. 
Michigan, Chicago 5, IIl. 


Regional Events 


Ace Hardware Corp., Summer Con- 
vention and Toy Show, June 7-9, at 
Ace Warehouse, 2355 S. Blue Is- 
land Ave., Chicago 8. Charles B. 
McClaskey, show manager. 


Albany Hardware & Iron Co. Albany, 
N. Y., 1959 Toy Display Room 
opening July 1, at company head- 
quarters. Display closes Dec. 24. 


Walter H. Allen Co., 6210 Denton 
Drive, Dallas, Aug. 31 to Sept. 1, 






GOOD NEWS terter tom ERO 














FIXES ANYTHING 
BUT A BROKEN HEART... 


The line is fine and there’s no better time for you to 
promote our stuff. DURO PLASTIC ALUMINUM ‘s the 
fastest selling fix-it item in the country today. It’s so 
good that everybody tries to copy our package and 
product. Notice, | said “tries.” 


PLASTIC MENDER and 
rust REMOVER 


newest items. PM-1 repairs all vinyl plastics, 
and RR-1 is just about the slickest rust 
remover and chrome cleaner you've ever 
seen. The packages are so beautiful that 
even my mother-in-law can’t contain herself 
when looking at them! Buy now! 


Cordially, ~ 
Vir 


DAD SAYS, “You never Sales Manager and Son-in-Law 


| happi- —-—.. : 
— ryt pot (CUND is the only mother-in-law approved line. 


married ... and then 


it's too late.” ORDER FROM YOUR JOBBER OR WRITE 


THE WO ODHILL CHEMICAL CO. 


‘Originators and world’s largest manufacturers of Plastic Aluminum’’ 
1390 East 34th Street Cleveland 14, Ohio 
Want more facts? Circle 180, p. 85 
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EASY — 

\({}) £45Zeee WIRE PRODUCTS 
for year ‘round PROFITS 

.. andhiiapeliemandiae WRIGHT 


In summer or winter, spring or fall, no matter where you are — 


there’s always a demand for one or all of these high quality 
WRIGHT wire products. Order NOW from your wholesaler! 


WRIGHTLINE NETTING — Reverse twist poultry netting — 


reinforcing wires, too. 


WRIGHT HEAVY NETTING — Continuous twist. 
wricht HARDWARE CLOTH — Woven, flat wire selvage 


and loop selvage. 


WRIGHT WELDED FABRIC — smooth edge. 

WRIGHT INSECT SCREENING — Aluminum, galvanized and bronze. 
WRIGHT INDUSTRIAL WIRE CLOTH —- All metals and grades. 
wright WIRE STRAND (Clotheslines) — Galvanized and 


aluminum connected coils. 


wricht SOLID LINES AND WIRE — connected coils. 
wricht FLOWER FENCE — Built-in stakes and plain top. 


wright GUTTER GUARD — Keeps leaves out of house gutters. 


WRIGHT? 6G. F. WRIGHT STEEL & WIRE COMPANY 


WORCESTER 3, MASSACHUSETTS 

















= co oo 


—\ 
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| annual Stockholders’ Meeting and 
, Merchandise Show at Baker Hotel, 
Dallas. 


American Hardware Supply Co., Toy 
Show, started May 18, will end 
June 12; Gift Show, July 13-24, 


> Li . both at company display rooms at 
Q ite Finest of all 41 Terminal Way, Pittsburgh 19. 
es ae Power Wanaxs Beck & Gregg Hardware Co., 217 


EE 
a 


Luckie St., Atlanta 1, Sept. 6-9, at 

Biltmore Hotel, Atlanta. 

ALL SIZES UP TO 2 W. Bingham Co., June 14-16, Toy and 
Gift Show at company warehouse, 
1278 West Ninth St., Cleveland; 
June 20-22, Toy and Gift Show, 
War Memorial Bldg., Syracuse, 
N. Y. 


Cotter & Co., June 1-11, Toy-Gift & 
Fall Goods Show, at company ware- 
house, 2740 N. Clybourn Ave., Chi- 
cago. 


Dinkins-Davidson Hardware Co., Inc., 
88 Central Ave., S. W., Atlanta 3, 
combined Dealer Show with King 
Hardware Co. and Sharp-Horsey 
Hardware Co. at Atlanta Biltmore 
Hotel, Atlanta, Aug. 2-5. 


Hardware Wholesalers, Inc., Oct. 
25-27, convention and merchandise 
show, at company offices, Nelson 
Road, Fort Wayne, Ind. 


Janney, Semple, Hill & Co., Toy and 
Gift Show, July 6 until Sept. 12, at 
company headquarters, 22-26 Sec- 
ond St. S., Minneapolis 1. 


King Hardware Co., 490 Marietta St., 
N. W., Atlanta, combined Dealer 
Show with Dinkins-Davidson Hard- 
ware Co., Inc., and Sharp-Horsey 
Hardware Co. at Atlanta Biltmore 
Hotel, Atlanta, Aug. 2-5. 


Long-Lewis Hardware Co., Fifth Ave. 





HARDWARE HUMOR 





= 
Ee } 








“* - TOLEDO 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 





* 


"You'd better get some sleep, we'll 
THE TOLEDO PIPE THREADING MACHINE COMPANY TOLEDO 4, OHIO, U.S.A. | call the hardware store tomorrow 


morning. 








Want more facts? Circle 182, p. 85 
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"JUST A FRIENDLY REMINDER To SuGcEST ‘SCOTCH 
BRAND MASKING TAPE WITH EVERY PAINT SALE, FILBERT ! 


/ew/Faultless 





“SCOTCH" and the plaid design ore registered trademarks of 3M Co., St. Paul 6, Minn. 


Miienesora fining ano ]fanuractrurine company 


La 
Lg 
i 
WHERE RESEARCH IS THE KEY TO TOMORROW XS 
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EYE APPEAL 


NO. 480 SERIES 


CARDES COIL WIRE 


The finest carded line 
on the market, especially 
suitable for peg board or 
self service displays. 


ECONOMY & UTILITY 
COILS 











Soft copper 
Soft galvanized 


* 
WIRE MIRROR CORD 


Pat. Pending 


a 
PICTURE WIRE 
> 
ALUMINUM WIRE 
* 

STOVE PIPE WIRE 


Catalog on our complete 


pect | Wire Line is yours for the 
a asking. 


eo FIRST QUALITY 
e STRONG 

o FLEXIBLE = 
© DURABLE Sig | 





W109 SOLD THROUGH JOBBERS ONLY 


WIRE CORPORATION 


183.- JAMAICA AV €E. 
JAMAICA 23, fone ISLAND, NEW YORK 
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® Help customers make 
quick, easy caster selec- 
tion for uses shown on 
each card 


® Help you ring up more 
sales of 4 piece sets 


Sell to the Do-It-Yourself 
man, from ideas on card 





Typical illustrations sug- 
gest new ideas of things 
to make 


Sell companion supplies 
to the handyman 


Faultless Carded Casters 
—all ‘‘best sellers’ based 
on national retail experi- 
ence—fill 80% of cus- 
tomer needs. Colorful 
cards show uses—suggest [>= GLIDES - 
a variety of do-it-yourself —_suaacts Popes Susur 
projects—sell companion yin os a 
ardware, tools and ma- 
terials. Carded Casters 
are easily arranged in a 
variety of ways for quick 
self-service. Ask your job- 
ber for complete facts. 





CARDED STEM CASTERS 





= — ove. 


a LE =| 





Pealtioss Caster Corporation © Bvanevilic 7. tad 


CARDED FURNITURE GLIDES 





Removable 
samples of 
Casters and 
Glidesare 
self-demon- 


) CASTERS ° F: aultless 


ers 
Casters ORS AND CARP 
yr FL oO 
PROTECT YO" e 
FQ 
NEw Ss’ 
 OCpeRMANF*'T FINISHES 
L 


Handsome 3-color, enameled wood Counter or Wall Dis- 
play, complete with mounted Casters and Glides free with 
your initial order for Faultless Big $ Deal. 


Faultless Caster Corporation 


Evansville 7, indiana 
Representatives in Atianta, Baltimore, Boston, Buffalo, Chicago, Cleveland, Dallas, 
Detroit, Grand Rapids, Greenville, S.C., High Point, Indianapolis, Los Angeles, 
New Orleans, New York, Philadelphia, Portland, St. Louis, Washington, D.C., 
Canada: Stratford, Ontario 
Want more facts? Circle 185, p. 85 
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FLY RI BBO NS N. at 9th St., Birmingham 2, Bir- 
mingham Wholesale Days, Aug. 
| WwW 


ith the Tack Attached 10-15. 


Mid-America Lawn, Garden & Out- 
door Living Trade Show—Chicago, 
Oct. 8-10, International Amphi- 
theatre, Chicago. Frank Yeager, 
331 Madison Ave., New York 17, 
managing director. 


Mid-West Hardware & Housewares 
Show, Sept. 13-15, Navy Pier, Chi- 
cago. William B. Moody, show 
manager; William F. Ewert, oper- 
ating manager. Sponsored by IIli- 
nois, Indiana, Michigan and Wis- 
consin Retail Hardware Assns. 


Moore-Handley Hardware Co., Inc., 
27 South 20th St., Birmingham, 
Ala., Fall Merchandise Marts, at: 









un 1 om (ar) ae . : , 92 A 1: M . 
WERS (35 Nashville, July 26 to ug. 1; Mo 
, Ww -_ YY bile, Aug. 2-8; and Birmingham, 
un p sanmtant Aug. 9-12 and 16-19. 
gant AY - 





Pacers, Soe Our Own Hardware Co., Summer Con- 

\\ - vention and Stockholders’ Meeting, 
July 26-28, at general offices at 
618 N. 3rd St., Minneapolis 1. 


2 


















. Wimberly & Thomas Hardware Co., 
and Profits Inc., 1809 First Ave. S., Birming- 
ham, Wholesale Trade Days, Aug. 


10-15. 


Sharp-Horsey Hardware Co., 276 
SURE! SAFE! Marietta St., Atlanta, combined 
I SA N ITA RY | Dealer Show with Dinkins-Davidson 
\ e Hardware Co., Ine., and King 
Ee ™ hy ee Hardware Co., Inc., at Atlanta Bilt- 
creases saies wherever is rs 
played! New blue and yellow more Hotel, Atlanta, Aug. 2-5. 
card with 5 Aeroxon Fly 
9; Ribbons in transparent plastic 
aver. United Hardware Distributing Co., 
; Toy and Gift Show, June 7-8, at 
” Priced for company headquarters, 2432 N. Sec- 
7 ond St., Minneapolis 11. 
°/ Volume Sales 
5 





| Warehouse Stocks Carried 
in 10 Major Markets 


@ New York © Chicago The Geo. Worthington Co., June 7-12, 
Toy Show; July 19-29, Toy and 


@ Norfolk | @ San Francisco Gift Show, both at company ware- 
@ Kansas City © Los Angeles house, 802 St. Clair Ave. N. W., 
@ Dallas, Tex. @ Minneapolis Cleveland. 


@ Portland, Ore. @ Denver, Colo. 





NATIONALLY ADVERTISED 


Complete Details and 
Prices Upon Request 


State Events 


Texas Wholesale Hardware Assn. and 
‘Lexas Hardware Boosters Club Con- 


| vention, J 11-13, at Steph F. 
AEROXON SALES CO. | Pree Hotel, pti toe Same Wed. 
9 East 38th St., New York 16, N. Y. | dington, Secretary-Treasurer, 1327 


National City Bldg., Dallas 1. 
Want more facts? Circle 186, p. 85 
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ue” «100% nylon rope 
polyethylene rope 
tiller cable 


ry 


ae) 


All you need to sell the boating 
folks in your area...and all ona 
free rack that’s only 24 inches high 
and taking less than one square foot 
of counter or floor space. 


Get your share of this marine syn- 
thetic rope business... and get it 
the low inventory, low cost, mini- 
mum space way. Write for catalog 
page and price list. Ask your jobber 
for King Cotton. 


Kine 


— 







on° 


JOHN H. GRAHAM & CO. INC. 
105 Duane Street 
New York 8, New York 
Want more facts? Circle 187, p. 85 A 
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Youll make more money with G-E 
Christmas lamps than with imports 


Store tests show 25% greater unit sales . 
.»e-47% to 124% more dollar profits! 


THE FACTS: If} high volume stores in the its Own equal display test in 5 stores: and 
highly competitive New York area, 5-bulb found the very same sales pattern 
packs orf Cseneral Electric ( hristmas lamps 


| | a REMEMBER, no matter which bulbs your 


| | rice ne 


at the suggested retall price an IOW priced ~ ; 
5: | customers buy—and 7 out of 10 say they prefer 
1 y ? i 
LIT)] Orcs Were Snown Sice¢ \ ‘S| i¢ (eit, Vidi } ‘ ) ok . . 
fomestic-made*®*—vyour Costs Of doing Dusiness 


Dace, type for tvpe 
} , . 
are the same SO, If you are interested in 


THE RESULT: With Cg ld | ACE (, I lam} 5 DOLLAR pronts, this vear vou I] Duy and 


outsold imports Dy » units. And what's display (,- Christmas lamps. tor renewal! 


even more important to you: DOLLAR proht and 





in string sets! And the more space you 

from G-kE la rdnged [rom | 24 give to the G-E brand, the greater the unit 
sf ls {gay mr,ient = ‘ r } ’ "Y ‘ 1 +} , ’ . ! 
Vredier Mae penaently a MajsOr Chain Mace Sales, and the greater your pront 


Here’s a brand new —_ 
profit-maker for 1959 


; iniite til they light y 
%, 


MINIATURE LAMP DEPARTMENT 
GENERAL ELECTRIC COMPANY 
NELA PARK, CLEVELAND 12, OHIO 


GENERAL (6) ELECTRIC 





ee ee 


DM Chich mele: Ciut: 


NEW G-E SNOWBALL LAMPS. 
Your customers will go for ‘em! 
Snowy white ‘tl they light... in 
beauuful non-glaring colors: Blue, 
green, red, violet, white, yellow. 
Fit C7% sockets. Packed 6 of a 


guide 


D27 OUTDOOR TWINKLE 
LAMPS. 5 brilliant transparent 
colors: Blue, green, red, rose, 
yellow. Built-in twinkling 
action. In 5-bulb packs, single 
or assorted colors. 


color to carton. 


D15 OUTDOOR TRANSPAR- 
ENT LAMPS .. steady 
burning. ‘The lamps with the 
sparkle to them.” Blue, green, 
red, rose, yellow... in 5-bulb 
packs, single or assorted colors. 


G-E LIGHTED ICE. A top-seller 
again last Christmas. These lamps 
sparkle like jewels . . . in emerald, 
garnet, pearl, ruby, topaz, tur- 
quiose. Fit C7% sockets. Packed 
6 of a color to carton. 


D14 OUTDOOR TRANSLU- 
CENT LAMPS in wondertu! 
ceramic colors: Blue, green, 
red, white, yellow. In S-bulb 
packs, single or assorted colors. 


D26 TWINKLE LAMPS for C7. 
sockets. A real hit last year. Wink 
on and off in brilliant transparent 
colors: Blue, green, red, rose, 
yellow. In 5-bulb packs . . . single 
or assorted colors. 


D25 TRANSFORMER TWINKLE 

.. for transformer equipped 
strings only. In clear and trans- 
parent blue, green, red, yellow 
S5-bulb packs in single or 
assorted colors. 


D26 23¢* 


C7’ TRANSLUCENT LAMPS... 

rich ceramic colors: Blue, green, <— 
pink, red, white, yellow. NO cS 
hunting for burnouts. In 5-bulb 

packs, single or assorted colors. 


C6 SERIES LAMPS... the 
standard in quality for series 
strings. In red, blue, green. 
pink, yellow and white. 5-bulb 
packs in solid or assorted 
colors. 


All marked G-E on the bulb and on the package 


C7 16¢* 


*Prices shown are manufacturer s suggested retail price per lamp 


to help you sell MORE.. 


sae choose either 
Ames or both 


toad nh now. Qlaning | 

#226 ASSORTMENT includes 
FREE lighted display that at- 
tracts and demonstrates (with 
14-socket string set) and price 
card, all in one case with these 
lamps! 96—D30's; 80—D15's; 
50O—D27's. Order 

from your G-E 
Christmas Lamp 

supplier. 


sable G-E ads blanket the country. 
- ——— — 286 newspapers reach 
SPECIAL SNOWBALL ASSORTMENT— 120 new G-E i 
Snowball lamps in 20 cartons (assorted colors) 34,500,000 families in time 
to give you most sales. 


plus FREE lighted display with 6-socket string , - 


DEPENDABLE 
LONG LIFE 
COOL-BURNING 


book for the 96) on every bulb 








and price card. Order now! 








Booke 


for a dealer's library 








“Used Outboard Motors Profit 
Guide” will educate dealers who 
feature marine lines, and give them 
a guide to taking trades on new 
motors. This facet of motor mer- 
chandising is becoming steadily 
more important, for upward of 60 
percent of new outboard motor 
sales this year will involve trade- 
ins. To keep used motors on a prof- 
itable basis, this book covers ba- 
sic requirements in reconditioning, 
pricing, display, selling, and pro- 
motion. The book urges that dealers 
discard the term “used” in favor 
of the expression “water proved” 
in merchandising trade-in motors. 
Book is backed by display and pro- 
motional materials aimed at taking 
more trades and making a profit 
while doing so. Available from Gale 
Products Div., Outboard Marine 
Corp., Galesburg, Ill. Pages: 60, in 
loose-leaf binder to hold supple- 
mentary data in later editions. 


“Economic Lessons of Postwar 
Recessions” is a terse, easy to read 
booklet that sheds new light on 
what makes a boom or bust. The 
ingredients of the three short, mild 
postwar recessions are analyzed in 
the hope that a broader awareness 
by businessmen may help stop 
longer recessions or, worse, a de- 
pression. The booklet teaches: 
“Skillful timing of credit restraint 
and credit ease by the Federal Re- 
serve System is our strongest 
weapon against recession or in- 
flationary boom.” The book says 
that our ability to spot the ad- 
vance signs of a recession, or de- 
termine the depth of it once it has 
begun, is “feeble.” The facts in 
this booklet help all businessmen 
understand the economic facts of 
life so that each man will be more 
wary and more competent when the 
danger signals of inflation or re- 
cession go up. Available from the 
Chamber of Commerce of the 
United States, 1615 H St., N. W., 
Washington 6, D. C. Pages: 31. 
Price: 50¢ per copy. 
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SPACE SAVER 


HINDLEY 


01" DIC PAKS 


You save 60% or more on bright wire hardware display space, when you stock 
and sell handy Hindley Pic-Paks. Unlike plastic bags or other bulky containers, 
compact Pic-Paks will not tear open or crowd your counters. Die-cut tabs permit 
straight stacking or wire rack display while “see-thru” tops assure rapid identi- 
fication of contents. 





Pre-counted . . . pre-packaged . . . pre-priced 
Pic-Paks provide a profit-packed bright wire 
hardware department which can be set up in 
seconds. Complete assortment includes screw 
eyes, cup hooks, screw hooks, curtain rod 
hooks, gate hooks, shoulder hooks, and clothes- 
line hooks. Units are available individually or 
as part of a colorful Masonite display rack. 


Order yours now from your wholesaler. And 
remember ... when counters or racks lack 
Pic-Paks, order refills fast and keep sales mov- 
ing. Call your wholesaler for prompt service ! 


indle 


1 1897 











y HINDLEY MANUFACTURING COMPANY 
Cumberland, Rhode Island 








WIRE HARDWARE + COTTER PINS > PLUMBING SPECIALTIES 
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in 
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with 
this display 


Ask your wholesaler salesman about 
Borg’s Full-Line Dealer program 


A SCALE 
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How’s the Hardware Business? 





Portable irrigation systems, new in the farm 
picture, promise a sales boom in farm markets 


Portable irrigation systems of 
aluminum and other materials, are 
fast moving into the farm scene, 
reports the Department of Com- 
merce. 

Virtually unheard of 15 years 
ago, the movable farm sprinklers 
are now watering an estimated six 
million acres. 

Farmers are using the portable 
systems to irrigate row crops, 
orchards, pasture, and hay crops 
and find them especially useful 
during the growing season when 
rainfall is slack. 

Advantages of the systems are 
increased plant population in the 
same acreage, and better fertiliza- 
tion. Fertilizer can be mixed with 
the water to increase soil pro- 
ductivity, and the systems can be 
used on land not otherwise suited 
for irrigation. 

Installation began on a big scale 
in Western irrigated states 13 
years ago. By 1955, peak year for 
systems manufacturers, 78 million 
pounds of aluminum were con- 


sumed in production. With produc- 
tion and sales off in ’58, another 
upsurge is expected this summer. 
Reason: net farm income reached 
$13.1 billion last year, a 20 per- 
cent increase over 1957. Farmers’ 
cash income from marketings for 
the first few months of 1959 has 
been running above last year. (See 
HA, May 7, p. 14). 

The systems are simple. Tubing 
and sprinkler heads are hooked up 
with engine and pump, using «a 
nearby stream or pond for water 
source. Costs vary with the size 
of installation, but are in the credit 
sales range. Many farmers. will 
already own the necessary engine 
and possibly a satisfactory pump. 
Even so, tubing costs for a mini- 
mum job will run over $100. 

Outlook: with a potential market 
of some five million farms in the 
U. S., 2.7 million of which are 
considered commercial operations, 
hardware dealers near farm areas 
can sharpen pencils in anticipation 
of new systems orders. 





Retail sales in April 
up 8.8% over last year 


Retail store sales in April were 
$17.6 billion, reports the Commerce 
Department. 

That’s a gain of $1.3 billion or 
8.8 percent over April, 1958, and 
$420 million or 2.4 percent more 
than March this year. 

Sales by the hardware, lumber, 
building and farm equipment group 
totaled $1.30 billion in April. That’s 
$101 million or 8.4 percent more 
than retail sales for the same 
group in April, 1958. 

April retail sales for the group 
were $161 million or 14 percent 
higher than March. 


Business failures up 


Business failures were up to 311 
in the week ended May 14. Casual- 
ties were up from 265 in the pre- 
ceding week, but were still under 
last year’s same week level of 327. 


Liberty offers dealers 
its “Turnover Handbook" 

Liberty Distributors, Philadel- 
phia, a group of 23 hardware 
wholesalers, announces it will soon 
make available free of charge to 
any interested retailers a special 
Liberty version of the NRHA 
Turnover Handbook, tying in with 
the National Retail Hardware As- 
sociation’s merchandising and man- 
agement program. 

Most Liberty wholesalers will be 
ready to distribute the Turnover 
Handbook to dealers shortly after 
June 1. 

Building on the basic foundation 
which NRHA made available to 
wholesalers, Liberty headquarters 
points out that it has re-designed 
the form and developed a number 
of exclusive improvements and fea- 
tures. 

The copyrighted Liberty Turn- 
over Handbook measures 8% x ll 





fit pacemakers 
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Socket Set Screw and Hex Key 
Assortment No. 15 

Carefully selected assortment offers a working 
stock of popular size socket set screws and hex 
keys at minimum investment. Contains 25 each 
of most popular socket set screws, smaller 
quantities of 6 most wanted hex keys. Packed in 
attractive plastic box with handy selector chart. 
Refills of individual items available. 


These are just three outstanding profit opportunities 
from Stanscrew’s complete selection of over 5,000 
different types and sizes of standard fasteners. Others 
include additional hex key kits ... cap screws... 
hex nuts... dowel pins... pipe plugs... studs... 
many others. Call your hardware wholesaler today. 


No. 7 Hexagon Key Kit Counter Display 


Eye-catching blue and orange merchandiser 
displays 24 No. 7 Hex Key Kits... each 
containing seven alloy steel keys packed in 
attractive pocket transparent plastic.case. 
Hex sizes °," through 14”. A fast moving 
impulse item for additional sales. 


New Stanscrew Hex Machine 
and Carriage Bolts 


Attractively boxed and labeled . . . over 500 

sizes available from stock. These premium 

quality fasteners, produced to the same standards 
of precision and uniformity as Stanscrew 
industrial fasteners, build customer acceptance. 








ATTENTION WHOLESALERS 


If you are not already offering your retailers 
the profit-making opportunities of Stanscrew’s 
complete fastener line, write today. You'll be 
particularly pleased by Stanscrew’s fast de- 
livery on all items, and our moderate prices. 





STANSCREW FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, Illinois 
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Noh 
SHOWS 


YOUR PRODUCT, 


now e the firs! TIME 
SELLS YOU CAN RENT 


ihe BRAND NEW 
~ at tL ] 
Pena SKIN- TACK. 


OR 
Add real showmanship to 7 Gu STE R-Facr” 


your product with equipment 


Skin Packaging... 
for $@'55 Per MONTH 
only 


wanted, needed, requested 
by supermarkets, self- 
service outlets, armed 
forces. Newly designed Purchase Plan Also Available 
equipment by pioneer in 
field is fast, easy, 
ANOTHER FIRST ee 


Fast, Ecor.mical Complete Service on Your 
MASTER ARDS (Printed, Coated, Scored) 
READY FOR SKIN OR BLISTER PACKAGING. 


economical to run. 


pHONE: wire. write 
FOR COMPLETE DETAILS ON 


RENTAL PLAN and/or MASTER 
CARD SERVICE 


at LA 7124 N. Clark St., Chicago 26, III 
SKI N- (Xx INC. Phone: HOllycourt 5-1007 


Exclusive Distributors for ABBOTT PLASTIC MACHINE CORP. 


You send us the artwork . . . we do all the rest. 
(Under U.S. Patent No. 2855735 License) 
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THE EDUCATED 
LUBRICANT! 


Here is a brand NEW Product by the makers 
of X-l-M FLASH BOND. Thoroughly tested 
and proved, it is certain to be a big seller... 


‘ 
E-Z-GLIDE SPRAY -LUBE BL 


phe, 





oo 
- 
-~ 
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in. and fits standard 3-ring binders. 
Liberty’s members provide retail- 
ers with four 3-ring binders which 
easily contain the complete set of 
7 merchandise volumes and a fun- 
damentals manual that explains 
NRHA’s efforts, research and the 
value and need of this type of pro- 
fessional retail management. 

Each Liberty’ distributor is 
printing his matching stock control 
data on sheets that interleaf with 
NRHA’s basic 80-percent stock 
items, covering some 200-plus pages 
printed on both sides. On these 
pages, the individual wholesaler 
supplies dealers with the unit of 
sale, catalog number, catalog page, 
color, and description, and the one 
or more brands he stocks. 

Liberty buyers are also carefully 
reviewing stock records to deter- 
mine the 20 percent optional mer- 
chandise to fill seasonal needs. 


Plastics’ use spirals 
in hardware products 


The use of plastics in hardware- 
housewares merchandise continues 
to spiral, but new improvements in 
injection molding compounds point 
to a still brighter future. 

For example, the plastic garbage 
can market is now estimated at 
some 2 million cans a year, using 
12 million pounds of plastics. The 
total housewares market is esti- 
mated at using 75 million pounds 
of piastics a year. 

There is heavy research in de- 
veloping more versatile plastics. 
This research is paying off. 

Among recent developments, 


TT pe | Union Carbide Plastics Co., Div. of 
Union Carbide, has announced a 
breakthrough in injection molding 
compounds with development of 
outstanding low temperature quali- 
ties that give strength and long- 
lived flexibility to garbage cans at 
below freezing temperatures. 


“THE LIQUID BALL BEARING" 


E.Z-GLIDE SPRAY-LUBE is a multi-purpose product 
thot lubricates, preserves and waterproofs without 
drippy mess and stained surfaces, metal, rubber, wood, 
plastics, leather, etc. Eases bind and grind in stick- 


ing drawers, doors, sash. Eliminates ice cubes sticking VOLUTIONARY LUBRICANT 


AGVATIVE & waTeRrroor™ 
OF 1000 USE 


in trays, snow sticking to shovels, grass sticking to a Oe 


w j ticking. Excellent for treating skis, 
mowers, zippers sTic ing xceren or rea ing 1 Manufacturers expand, 
move to new facilities 


Dayton Rubber Co. is building 
a new warehouse and regional sales 
office in Cincinnati. 

Artistic Wire Products Co. has 
purchased a 268,000 sq ft plant 
building in Norwich, Conn. 


toboggans. Preserves and waterproofs guns, reels, 
luggage, etc. 


Write for further details and attractive 
Dealer Proposition. 


Another X-I-M Product 


H. FORSBERG COMPANY citvetano 14 onc 
| Want more facts? Circle 193, p. 85 
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“The new Sabre-Jet line of Deluxe Convertible Jet Water Systems 
gives your customers plenty of water (to 2700 GPH), plenty of 
pressure (to 70 p.s.1.), positive self-priming at all depths (to 180 
feet). And all these sales packed features: Six models, smart tri-color 
styling, completely packaged units. All this, and more, at a price lower 
than you and your customers would expect. Write me, Fred Hout, 
at Barnes and I'll send you a free Sabre-Jet Merchandising Kit.” 


FRED B. HOUT 
President 
Barnes Manufacturing Co. 


(BARNES 


BARNES MANUFACTURING CO. 
‘ ' MANSFIELD, OHIO 
Dept. E-69 


PUMPS * WATER SYSTEMS*SINGLE-CONTROL FAUCETS 








..o McGILL 
TRAPS 


MOUSE 
and RAT 


"Snap up" unit sales with the "Can't Miss", 
attractive, se!f-service 2-PAC. This con- 
venient, eye-appealing, buy-appealing, pre- 
priced two for ‘ifteen cents, transparent 
package is a proven traffic stopper. Easy 
and dependable, four-way trigger action 
builds customer satisfaction. 


McGILL ALSTEEL 2-PAC 


These attractive, nickel- 
plated, Alsteel 2-PACS 
sell themselves. Easy 
and safe to set, sanitary 
ejection plus fast, de- 
pendable action fea- 
tures trap more sales. 


GEM TICKET PUNCHES 


A quality pressed steel 
nickel-plated punch with 
knurled handles at a 
popular low price. Aveil- 
able with six assorted 
dies and three round 
dies. Pre-priced card 
attached. 


ach s 


MARENGO-  @ 


METAL PRODUCTS 
COMPANY 
ILLINOIS 
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Promotions 


Manufacturers’ New 
Merchandising Plans 








Display portables for 
more June radio sales 


Portable Radio Month is here. 

National promotion by radio and 
battery manufacturers, radio net- 
works and independent stations has 
pre-sold a large audience for port- 
able radio sales during June. 

A “Pick the Picnic Day” contest, 
in which radio listeners write in 
their guesses of the hottest tem- 
perature to be recorded locally in 
June, is a plan of the National Car- 
bon Co., New York, maker of 
Eveready batteries. The contest 
will be held on several hundred 
local programs. 

Other national plans_ include 
stories and photos on_ portable 
radios in travel and home maga- 
zines and promotion material with 
suggestions for local portable radio 
promotion sent to dealers. 


Sterling Caulking has 
free gun in promotion 

A free cradle caulking gun is in- 
cluded with every order of 24 
spouted cartridges of Sterling Elas- 
tic caulking compound made by 
Sterling Quality Products, Inc., 
Malden, Mass. 

Sterling points out that when the 
free gun is sold for $1.89, dealers’ 
profit margins reach 53 percent on 
the entire caulking deal. 


Dealers offered film for 
training, traffic booster 


Your sporting goods customers 
and salesmen will be interested in 
a new 30-minute, color and sound 
film being offered on loan’ by 
Browning Arms Co. 

Educational and interesting to 
customers and salesmen alike, the 
film takes viewers through every 
division of the Browning Co., 
showing every step in production, 
finishing and testing of guns. 

The film has special value in 
sporting promotions. It may be 
shown, for example, before gun 














USE 


this New Gross 
Packaging to 
Improve Profits 


In 5-gross quantities. 

Cuts handling costs. No need to 
open old-fashioned bundles and 
clutter shelves with packages. 


Ce, ‘on! 


<p 


rn 


ae" 


NU— In 5-gross 


quantities, any of the colorful 
reshipper cartons stack in cubes 
in any modular combination! 
Simplifies inventory control, 
cuts labor costs. 


Ship Ge/ 


/ 

















ae 


In 5-gross quantities . . . reship 
to your customer in seconds. 
Just address cover in space pro- 
vided. Makes mixed shipments 
easy because cartons pack in 
multiples of each other within 
four basic patterns. 


Let American’s Gross Packag- 
g 


ing Spell Profit Improvement 
for You. 


Buy hore 


mprovement 








The Biggest News in 
Fasteners comes from 


7 
merican 
SCREW COMPANY 6G 

Willimantic, Conn. « Chicago, Ill. « Detroit, Mich. 
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Designed for safety... 
Forged to last... 


The head ... best high carbon 
31 =1-1 Mol go] sam ke) cel-te Mol ale MM al-toh) 
treated... The handle... highest 


elacte(-Malla <ola Aan slonvi-lamelaldclaielate 





machine wedged... combined 


to make the finest sledge 





foW eli tel e)(- Merete MAYA’ Ao]aa-) aa k-{-1oR 


stacks more sledges in same area 




















The Warren-Teed ‘Flat-Pak” Five makes warehousing 70 eight-pound sledges can be stacked in the Only 45 sledges in this area. 
and inventorying a cinch...lies flat—stacks 25 high in same floor space previously required to stock 45 Inventory is difficult, handles 
perfect safety. sledges. All inventory information is out front, are unprotected — with defi- 
easy to see. Handles are fully protected. Car- nite height limitations. 
tons can be stacked 25 high in perfect safety. 





= 


WARREN, OHIO 


WARREN TOOL CORPORATION 














profit 
in 
bath scales 
with 
this display 


Ask your wholesaler salesman about 


Borg’s Full-Line Dealer program 


A SCALE 
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Manufacturers Promotions 
(Continued ) 





clubs, service organizations, scout 
troops. 

The film, “Technology With Art,” 
fits 16 mm projectors. It’s available 
from the Film Department, Brown- 
ing Arms Co., 1706 Washington 
Ave., St. Louis 3, Mo. 


Electric home featured 
in 30-page ad section 


The electrical industry is co- 
operating in a 30-page electrical 
section to appear in the Sept. 14 
issue of Life magazine. The special 
section, built around the industry’s 
ideal electric home, the Medallion 
Home, is the largest single ad in- 
vestment in magazine history. The 
section will be broken up for sup- 
port by manufacturers and utilities 
in the electrical industry. 

The Edison Electric Institute, 
an association of investor-owned 
utilities, will sponsor a 2-page 
spread on the all-electric laundry, a 
2-page spread announcing a Light 
For Living contest, and three pages 
on Housepower. These pages launch 
Edison’s Fall National Electric Liv- 
ing program. 

Investor-owned utilities will sup- 
port dealer tie-in campaigns on the 
local level. Three and one-half mil- 
lion reprints of the 30-page sec- 
tion have been ordered for this 
purpose. 





HARDWARE HUMOR 


| HARDWARE 





+prors® 
_ ask the boss’ 


"Search me, .. 








Now on display cards! 
BASSICK clear 
Styrene wheel casters 
for customers 








Here’s the latest addition to Bassick’s 
line of casters on display cards suitable 
for pegboard display or glass binning. 

They’re Bassick #9429 SCNE cast- 
ers with 2” clear Styrene non-marking 
wheels, stem construction and nickel 
finish. Perfect for cribs, tea tables, bas- 
sinets, strollers, service carts, other 
household furniture. 

And on the display cards, your cus- 
tomers will see, stop and sell them- 
selves. Easy-to-apply instructions 
printed on cards along with uses and 
product features help sell these attrac- 
tive casters. Stock up, you’ll sell them. 
THE BASSICK COMPANY, Bridgeport 5, 
Conn. In Canada: Belleville, Ont. 


Bassick 


A OIlVIiSion oF 





Symbol of 


Excellence 


STEWART-WARNER CORPORATION 
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Now is the time for 


RO ¥ : 
s 
meer HEAVY DUTY EXTENSIONS 


Make sure you're ready for the big move to outdoor living by 

stocking and displaying power-protecting, all-weather “POWR-KORD” 

heavy duty extensions. Available for immediate delivery in Black 

Rubber (2 and 3 wire, sizes 18 thru 12), Red Rubber (2 wire, sizes 18 and 16), 
Yellow or Red Thermoplastic (2 wire, sizes 18 and 16) ... all with 

molded caps and connectors .. . individually packaged. 

Rubber cord lengths 10’ to 100’, vinyl 25’ to 100’. 





Ask your wholesaler 


ROVAL ELECTRIC CORPORATION 
PAWTUCKET, RHODE ISLAND 


RY 
“ 
ws 





AW 
WW 


ELECTRIC T 
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JEFFERSON 


is your 


ONE-STOP SOURCE 


for 


SCREWS, NUTS 
AND BOLTS 


for Every Industry! 


STEEL © BRASS 
COPPER © NAVAL BRONZE 
SILICON BRONZE 
STAINLESS STEEL 
MONEL ¢ ALUMINUM 


Industry's Easiest-to- 

Use Catalog places all 
your Fastening needs at 
your fingertips! Large, 

clear listings, helpful Ko 
Alustrations. Use your 
Jefferson catalog today 
and every day. Additional 
copies free on request. 


® Jefferson's Service Desk speeds 
your mail, phone or telegraph order 
to our stockroom within minutes 
after it arrives . . . for same-day 
shipment of most orders. You can't 
beat Jefferson service — anywhere! 


JEFFERSON 


SCREW CORPORATION 


691 BROADWAY * NEW YORK 172, N.Y. 


SPring 7-8400 





| wholesalers’ 
| lion, up $47 million or 9.6 percent 
| over the same period in 1958. 








| Bristol-Myers Co., 





Variety, price pushed 
in new Ace ad program 


A series of Sunday newspaper 
ads in the Milwaukee-Chicago area 
has been started for Spring and 
Summer promotion by Ace Hard- 
ware Corp., Chicago wholesaler. 

The ads feature some 40 items 
in full page layouts. The ads also 
list some 42 cities and towns served 


ACESS we ROUND us 


twos 
PUMs Tether ftease! oomae 


by Ace stores within the circula- 
tion area of the Chicago Tribune 
and Milwaukee Journal, the news- 
papers which carry the ads. 

One important aspect of the pro- 
gram is to show consumers that 
hardware stores are their best bet 
for quality hard goods and lowest 
prices. 

A Fall and Winter ad schedule is 
also being worked up by Ace. 


Sales for wholesalers 
in March up 15 percent 
Hardware wholesalers’ sales in 
March were $196 million, up $26 
million or 15 percent above March 
last year. 
For the first quarter this year, 
sales were $533 mil- 


Water skis by Kimball 
get lifetime warranty 

Kimball water § skis, 
Kimball Mfg. Co., 


made by 
division of 
San Rafael, 


Tape it easy, Mac! 


Gold Seal Tape 


sticks tight in any weather 


Show your tape customers why it’s 
easy to do a first-class insulating job 
with Gold Seal Friction Tape. Con- 
forming readily to uneven surfaces, 
it sticks tight in any temperature 
and under all weather conditions. 
And, one thickness insulates. Gold 
Seal will save money for them, 
make money for you. Jenkins Bros., 
Rubber Division, 100 Park Avenue, 
New York 17. 


In 10-roll 
containers 
or single rolls. 


Each roll 
sealed in cellophane, 
stays fresh. 


Gold Seal FRICTION 


RUBBER « PLASTIC Tapes 
Commercial and Specification Grades 
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CRESCENT SOCKET WRENCHES, 
ATTACHMENTS 
AND SETS 


Complete Set No. CSB18- 

1/2” Square Drive. Twelve 12 point 

sockets 7/16", to 1-1/4", three handles and two 
extensions in a heavy gauge, piano-hinged steel case. 


“Midget” Set No. CMB16. 1/4” Square Drive. Eight 
6 point and three 8 point sockets 3/16" to 7/16’, 
two handles and cross bar and two extensions in a 
sturdy metal case with piano-hinged cover. 


Here’s world-famous Crescent Quality in a mod- By SSBB) 18 
erately priced line of Socket Wrenches. All popu- py. HARDWARE DEALERS every- 


lar sizes. Thirteen set combinations: 14”, 3/9”, 1/5” waese ase incsensing Ghely seed 

sales with Crescent Display panels. 
and 3/4” square drives; 6, 8 and 12 point sockets; Designed for wall, counter, table 
or window display, they can be 
used with various mounting fix- 
drives and attachments. Precision machined from tures. Ask your jobber for details. 


standard and deep types, and a variety of handles, 


alloy steel, permitting thinner than average side 
walls with no sacrifice of strength. Chrome-plated 


.-- loaded with utility features. CRESC 
Order from your jobber. Cive Wings bo llotk mm” 


— 





Sign of lhe Jrlisan 
Tymlbol of bucellence 


¢ 
\ 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, N EW YOR K 
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HARDWARE ACE, june 4, 1959 ¢ 131 








designed, priced for 
the hardware trade! 


Vichek. 


‘Vega WRENCHES 
ual inrha) 


turnover handbook 
recommendations 








ACCURATELY 
MILLED OPENINGS 


MIRROR POLISH 


DROP FORGED 


EXTRA LONG FOR 
MAXIMUM LEVERAGE 


CHROME PLATED 


SIZES 
PLAINLY STAMPED 





STREAMLINED 
HEAD DESIGN 


“MAXIMUM TORQUE” 
BAR DESIGN 


\ 

Better values for your cus- 
tomers . . . more profit for 
yourself! Ask your Wholesaler 
Salesman today for facts about 
the 4 attractive NRHA- 
approved Vega displays— 
11 open end wrenches... 12 
combination wrenches .. . 6 
box wrenches. 


Other Vichek Turnover Handbook 
Tools:— Hammers, Chisels, Punch- 
es, Screw Drivers, Pliers, Adjust- 
able Wrenches, Socket Wrenches. 
AA-9905 


The Viehek Tool Co. 








Cleveland 4, Ohio 
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defects in materials or workman- 
ship for the lifetime of the original 
purchaser. 

The warranty applies to both the 
rigid model Kimball Banana Skis 
in regular pairs or slalom, and the 
more flexible Standard models. 


Retail sales steady 
and well above 1958 


Total retail sales in April this 
year were just a shade under $18 
billion. This is $1.9 billion ahead 
of last April, and slightly more 
than the $17.9 billion total racked 
up in March this year. 

Durable goods sales lead the 
parade, while non-durables dropped 
off of the March pace. Both were 
above their year-ago totals. 


Poll of business men 
shows good 3rd quarter 


Sales and profit prospects for the 
third quarter are bright, according 
to business men recently polled by 
Dun & Bradstreet. 

How bright? Seventy-four per- 
cent of the men surveyed saw sales 
gains in the July-September period. 
Only 2 percent expect declines. This 
is a heartening estimate of the 
economy, in view of the cloud that 
hangs over the steel industry. 

The majority of those polled, 71 
percent, said gains would be in 
physical sales, with selling prices 
the same as last year’s levels. Some 
81 percent said employment would 
be steady. A majority of respond- 
ents also said that new orders and 
net profits would be higher in the 
3rd quarter. 


SBA licenses two more 
small investment firms 


Two more small business invest- 
ment companies have been licensed 
under the Small Business Invest- 
ment Act (See HA May 21, p. 108), 
bringing the number of companies 
licensed to eight. 

The seventh company licensed 
was the Third’s Small Business 
Investment Co. of Nashville, Tenn. 

It was formed jointly by the 
Third National Bank of Nashville, 
and its affiliate, the Third Na- 
tional Co. The Third’s SBIC has 
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Top Quality 


BALL BEARING 
TOOL AND SICKLE 
GRINDERS AND 
ABRASIVE WHEELS 


.. . STOCK THE FULL WISSOTA LINE! 


. 4 






aero o 
OE Oe 
ar ed 


NEW ELECTRIC TOOL GRINDERS 
@ Heavy Duty '4 H.P. or 1/3 H.P. Motor. 
@ Chisel Grinding Attachment included. 
@ Easy Access to front of wheels. 

® Ball Bearing @ Also New ‘/2 H.P. Grinder. 








WISSOTA GRINDERS od 

. . . fill exacting needs of BF7S 

your most particular customers at the right price. 
A full line of Belt Driven Sickle and Too! Grinders. 
Also Hand Operated Tool and Sickle Grinders. 





New Improved Design 
SAW MANDRELS 


® Ball Bearing type available with single 
or double threaded ends. 

@ Pillow Block type with end pulley. Also 
center pulley. 

© A Complete Line! 














Fully Vitrified 


ABRASIVE WHEELS 
SICKLE CONES by 
WISSOTA! 


Safeguard good tools 
and sections. Cool, 
fost cutting... Are 
better balanced. Uni- 
formly made. Accu- 
rately dressed. Care- 
fully tested. 


WRITE FOR COMPLETE CATALOG! 
Ask Your Jobber's Salesman. 


MANUFACTURING COMPANY 


MINNEAPOLIS 4, MINNESOTA 
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- T - dry chlorine— 


Easy to handle, stock and sell Lotitabhy/ 


Get ready now for the ever-expanding home pool market Write for full details now 

Home pool owners know that they’ve got to treat their Get ready to cash in on the biggest pool season yet. 
water regularly in order to prevent green algae scum, Make sure you have ample stocks on hand when your 
dangerous bacteria, fungi and odors from getting customers need chlorine . . . and make sure they know 
started in their pool water ... and they’ve learned to you have it. We'll be happy to help. Send coupon today 
depend on easy-to-use, safe HTH to do the job. Let for full information. 
them know they can get it from you! 





® 
HTH is a trademark 














The best advertised home pool protection on the market | ~*} Olin Mathieson Chemical Corporation | 
Olin Mathieson’s consistent, vigorous HTH advertising , = Chemicals Division - Baltimore 3, Md. 
in the leading newspapers and magazines brings cus- | Please send details on the profitable home pool market 
tomers into your store for HTH. This advertising builds | for HTH. 
store traffic for you... helps you make sales. | Name 
Look at these Free Sales Aids to help you sell HTH ; Company l 
* counter display cards | Address 

¢ sales folders | j 

* newspaper mats OAM EEE ALIS 
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operating funds of $305,000, of 
which $145,000 will be supplied by 
the SBA. 

The eighth license issued was to 
the Fidelity Small Business Invest- 
ment Co., Minneapolis. 

Fidelity SBIC is the second com- 
pany to be licensed in Minneapolis. 
It was organized with initial capi- 


STEVENS | 
ties ee s 


tal of $315,000 supplied by 30 
SS - | stockholders. 
oe a . Of 71 proposals for the forma- 
tion of small business investment 
4 companies, eight have been licensed 
/ eS and 27 have received notice to pro- 
WALDEN INC. 7p ceed with incorporation. 
In addition to the Third’s and 
j the Fidelity Small Business Invest- 
: _ ment Co., other SBIC’s have been 
licensed in Minneapolis, Atlanta, 
Washington, D. C., Bloomington, 
Ill., Baltimore, and Boston. 





THE MARK OF QUALITY TOOLS 


Stevens Walden offers you the largest 
most complete lines of all types and 
styles of wrenches — quality tools, 





popular priced for volume selling. 





STEVENS WALDEN, INC., Worcester, Mass. 


“THE cat CALLS = 


DYKEM 
STEEL BLUE 


7* i ; 
~ \ 
7 
Fil CO 


TA 


=n ten Se s 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue bac kground makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305B North 11th St. «+ St. Lovis 6, Mo. 
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CHAIR-LOC 


Amazing New Liquid 
$-W-E-L-L-S Wood 


® Penetrates wood fibre— 
makes them e-x-p-a-a-¢ 
permanently. 

@ Quiekest and easiest way 
te fix loose chair rungs. 
legs, handles, dowels. 
dove-tails, ete. 

& Fast-Selling impulse ites 

Write fer Free Semples and 

Literature 





CHAIR-LOC CO. 
Lakehurst 3, N. J. 
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SELL YOUR CLOSEOUTS 


CLOSE-OUTS UNLIMITED 


2023 So. MICHIGAN AVE. 
CHICAGO 16, ILL. 
FOR 


CASH 


PHONE COLLECT CA-5-8231 
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TOY CATALOG : 





Here's wary toy and hobby 38 
kit you need for setting up a 8 
successful toy department. Educational pre- & 
school items, woodworking and woodburning - 
kits, metal tapping, work benches, hand tool § 
sets, pegtables, blackboards, etc. Write for § 
your copy today. : 


AMERICAN TOY & FURNITURE COMPANY ; 
6130 N. Clark St. Chicago 26, Illinois # 


Lessemenenaneaneneanenesoand 
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Fertilizer sales point 
way to good farm year 


Plant food use is running 5-10 
percent ahead of last year, reflect- 
ing a good farm year the 
making. 

Farm income picked up last year, 
and plantings are heavier this year. 
So, fertilizer demand is up. The 
extra fertilizer farmings'§ are 
spreading will probably show up in 
heavier yields. 

And the actual plant nutrients in 
the average ton of fertilizer now 
represent some 30 percent of total 
content, as opposed to 23 percent as 
recently as 1950. This means a ton 
of plant food goes nearly 25 per- 
cent further than it used to. 


in 


Unemployment dips to 
3.6 million in April 

The employment picture is en- 
couraging. Unemployment has 
dropped drastically from 5.1 mil- 
lion (7.5 percent of total labor 
force) in April, 1958, to 3.6 million 
(5.3 percent) in April, 1959. 

During the year, more than 
three-fifths of all the unemployed 
were protected by unemployment 
insurance programs. 

Employment has improved great- 
ly since last year in most fields. 
There are 1.6 million more non- 
farm jobs now than last year. But 
some mining and railroad indus- 
tries continue to show small losses. 





THE NEW WITT Ae for Outdoor | iy; \ 
UNDERGROUND os ' Ing Sales 


GARBAGE RECEIVER 





5 | oo = , 
= mes 

Sell the fact that life around the stalled by any home owner. Comes 
grill or on the patio becomes much complete with galvanized shell, self- 
more attractive, more fun, when closing lid and long lasting galvan- 
unsightly garbage cans are hidden ized steel removable can. Snug 
and yet handy. No more long trips fitting cover seals contents from 
to dump trash. The WITT Economy outside air, makes unit sanitary, 
Model Underground is easily in- odorless, dog, fly and vermin proof. 

Capacity ...... 20 gallons RE sc cc ews 22 inches 

Diameter ..... 191 inches Shipping Wt.. .39'/2 pounds 


Available also in the even sturdier “Lifelast’””» Model U-20. 


ECONOMY MODEL eae) "i ul (Lm 


VE-20 THE WITT CORNICE COMPANY 
4457 STEEL PLACE, CINCINNATI 9, OHIO 
Want more facts? Circle 212, p. 85 














NEW 4in 1 
OUTLET 
GIVES YOU 


FYTRA SALES! 
PERMA-PLUG 





PACKED TO SELL 














ON SIGHT! 
U.S. PAT. NO. 2702893 Six mounted on at- 
; ; tractive display 
Extra sales! New dollars for you! Perma-Plugs have proved board, or singly 
that they sell on sight! Every passer-by buys. A sure cus- sere ua 
tomer pleaser. Be sure to order today from your distributor. 
DISTRIBUTORS: Write today for franchise information. "Reg. Trade Mark 
— Just Install 
SAFE! U.L. Approved. ={29) anititeads A.J 
—=—==J and plate way , , 
EASY-TO-INSTALL. Fits any standard out- Available in Brown 69¢ 
let. 15 Amp. 125V. A.C. Just remove one PERMANENT. Handsome, compact, neat, 
screw and plate. Install the same way. cannot be pulled out. tine Ivory 79¢ 





VocALINE COMPANY OF AMERICA INC.  oitp savsroox, conn. 


MAKERS OF FAMOUS TWO-WAY RADIOS, VOCATRON INTER-COMS AND OTHER ADVANCED ELECTRONIC PRODUCTS 
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Switch to 


Turnbuchles 


for greater 
self-service sales 
.faster turnover 
and a better 
return on your money! 


é 


TURNBUCKLES EYE BOLTS aa _ 
.- ‘‘Alumaloy’’ wrought nuts, 

d bodies, steel bright zinc otek” Tate. 
» hooks and plated. AS- Sturdy “Alu- 
‘ eyes. sembied. 








maloy’’ bodies. 
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Tid SCREW HOOKS = yy 
X36 round en 

NAS ceiling type. aio laa 
AG; Steelorbrass. sizes 


EYE BOLTS 
Have lag thread 
and turned eye. 


>* 7% 
* A> 





* 
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SCREW EYES U-BOLTS 
Choice of _ steel or brass, bright zinc 
large, medium available in a plated, with 
or small eyes. wide range of plates and hex 
Steel or brass. sizes. 
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aN CUP HOOKS... SCREW HOOKS | PORCH SWING... 
}e2  SHOULDERHOOKS squarebend. CLOTHES LINE... 


yt brasswithfirm Available in 

ey base steel or brass. HAMMOCK HOOKS 
aad . 

yn, 


National advertising... modern pack- 
aging ...and sales-clinching merchan- 
dising d’splays speed your sales of 
turnbuckies, bright-wire goods and self- 
locking perforated board fixtures. One 
source provides a complete line... 
combination shipments from centrally 
located warehouses... faster service 

. . tower overall costs. Call your jobber 
or write today for new catalog. 





BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH. 
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Toy Council will open 
market "laboratory" 


The Toy Guidance Council will 
open a four-floor toy exhibit and 
live testing laboratory for toys in 
the former Gilbert Hall of Science 
Building, New York City, in July. 

A complete toy market for deal- 
ers and buyers, under one roof, the 
building will house thousands of 
new and outstanding toys as a per- 
manent exhibition center. 

In addition to toy displays 
grouped for related sales and com- 
parisons, the Council will supply 
full price, promotional, and statis- 


°S * oc 





The former Gilbert Hall of Science 
Building is now the Toy Guidance 
Council Exhibit. 


tical data about each item. Educa- 
tors and researchers will use the 
exhibit to test children at play, as 
a live workshop to gage the market 
scope of toys. 

The exhibit will not be open to 
the public. Dealers and buyers may 
register in advance by mail, or sign 
up in person for a pass to tour the 
showrooms. Address is 5th Ave. at 
25th St. 


Building hits all-time 
high in April spurt 
Construction contracts in April 
totaled $3.778 billion for an all- 
time high for any month, when sea- 
sonal allowances are made, accord- 
ing to F. W. Dodge Corp. 
Previous high point, using the 
1947-49 period as a base, was June, 
1958. Virtually every type of con- 
struction showed gains, with resi- 
dential building a whopping 48 per- 
cent higher than April of 1958. 
















© ALL-POSITION 
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For steam, hot 
or cold water, 
oil, gas and 
compounds. 


Designed for rugged service. Also 
available with Buna rubber poppet for 
use with air or cold water. Sensitive in 
operation. Work in any position. Made 
in seven sizes, 200 lbs. pressure. We 

et will design special Check 

ro Valves; tell us your 
needs. Write for Bulle- 
tin 302 and prices 












Order from your jobber. 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE, INDIANA 
Want more facts? Circle 215, p. 85 


( WRITE FOR YOUR FREE: 


v¥ Complete Newest Set 
of Key Boord Tags 
vColorful Streamers 


That Will Brighten Up i \ \ 
Your Store ; 
WV New Edition of on J 


Blank Comparative List 


STAR Key & Lock 

Manufacturing Co. 

51 South First Street 
Brooklyn, N. Y. 
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His Hardware Age 
Ad. Brought Results— 


"As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in April. With 
best wishes for your continued success." 
Sincerely yours, 


A Satisfied Advertiser 














THERE IS A DIFFERENCE IN CHAMOIS 
SUNSHINE 


CHAMOIS SKIN 
Zeta aeleme) amet. .) ic: 
MADE IN U.S.A 
| Ask Your Jobber for Our Double 
Duty Chamois Double Value! 
"EASIER TO USE 
"LASTS LONGER 
"CLEANS BETTER 
HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 
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NOW ... a level that gives drop per foot, measures any 
angle from O° to 90°, reads plumb or level. The ex- 
clusive, calibrated PROTRACTOR VIAL ASSEM- 
BLY is easily and accurately set to any 
angle in seconds . . . including any drop 
per foot required. The only level 
that reads in every dimension 

. . . Offers EXTRA uses 
for EXTRA SALES! 


13 SIZES 
18" to 96" 


SELL the MOST | 
USEFUL line of levels. 


For Dealer information .. . 














f : f The complete line for every application 


in the new ROCKET styling! 


al © All closers 
: 4 s&E have quiet sure 
rs he closing @ Alu- 


minum barrel 
TO 













6 6 Largest, most powerful pneumatic 
closer made. For commercial and 
residential heavy screen doors, jal- 


® Positive adjust- 
ousie doors, light entrance doors. 


able closing speed 
® Hold-open in 
any position 


* * 
Concealed springs. 5 Standard size, medium duty, pneu- 
www matic closer. For all types of wood 


or metal screen and storm doors. 








The new 


4 4 Standard size pneumatic closer 

cam With compression spring. For screen 
and storm doors — especially alu- 
minum combination doors. 


ROCKET design 


| 
i 
i 
i 
i 
' 
i 
i 
! 
' 
' 
, 
i 
i 
i 
" 
| 
, 
] 
l 
, 
, 
i 
' 
for modern doors | 


Every home owner 


is a prospect THE SHELBY SPRING HINGE CO., SHELBY, OHIO 
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Read it in HARDWARE 


NEWS OF | 


HARDWARE AGE FOR 
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News About Dealers: Morris Brill Elected 
President of N. J. Shopping Center Group 








Paramus, N. J. Morris 
Brill, part owner of a hard- 
ware store in Bergen Mall, 
has been elected president of 
the Bergen Mall Tenants 
Assn. Mr. Brill and his 
brother Jack have been in 
the hardware business for 22 
years. The newly elected 
president lives in nearby 
West Englewood. 


Austintown, Ohio.—A 12th 
STAMBAUGH-THOMPSON retail 
store will be opened in the 
new Shopping Plaza on 
Route 18, in early Septem- 


ber. About 12 salespeople 
will be employed in the 10,- 
000 sq ft single floor store. 


Angola, Ind.— WILLIAMSON 
& Co., established 98 years 
ago, has been sold. The new 
owners are Danner Brothers 
Co., who will not operate 
the store as a hardware 
store. Founder, Isaac Wil- 
liamson, moved the store to 
its present location in 1898. 
This is the second location 
in Angola. The _ business 
moved from Bristol, Ind. in 

(Continued on page 142) 





Kraeuter Elects Buhler 
Sales Vice-President 


Joseph E. Buhler, former 
sales manager, was elected 
vice-president in charge of 
sales, Kraeuter & Co., New- 
ark, N. J. 

Mr. Buhler joined the firm 
in 1945 and was the sales 
representative for New York 
and New Jersey until 1956 
when he became sales man- 
ager. 





JOSEPH E. BUHLER 


Jewett Is Sales ¥-P 

At Screw & Bolt Corp. 
John C. Jewett has been 

elected vice - president sales, 

Pittsburgh Div., Screw and 

Bolt Corp. of America. 
Mr. Jewett was formerly 
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JOHN C, JEWETT 


assistant vice-president, 
sales, Gary Div., Screw and 
Bolt Corp. He has been in 
the industrial fastener busi- 
ness for 25 years. 


New Cosgrave Address 


Cosgrave & Associates, 
hardware industry consult- 
ing management engineers, 
has moved to new and larger 
quarters at 2 East Ave., 
Larchmont, N. Y. 


New Coleman Director 


A. O. Beyer has_ been 
elected to the board of di- 
rectors, Coleman Co., Wich- 
ita, Kan. Mr. Beyer is gen- 
eral manager of Coleman 
Outing Products Div. 


1959 





WALTER D. SCOTT 


Sargent and Co. Names 
Scott to New Position 


Walter D. Scott, former 
merchandising manager, has 
been named manager of the 
Residential Hardware Div., 
Sargent and Co., New Haven, 
Conn. 

Mr. Scott is a veteran 
member of the Sargent sales 
staff and has served as east- 
ern and southern divisional 
manager. 


C. J. Oxley Elected 

Secretary and Cashier 
C. J. Oxley has. been 

elected secretary and cashier 


of Higginbotham-Pearlstone 
Hardware Co., Dallas, Tex. 


Mr. Oxley succeeds J. H. 
Ways. 

C. D. Hearne will assist 
Mr. Oxley. 


Bertell Is Williams 
Sporting Goods Head 


J. A. Williams Co., Pitts- 
burgh wholesaler, has ap- 
pointed Thomas H. Bertell 
manager of the firm’s sport- 
ing goods department. 

Mr. Bertell was formerly 
with Rosenbaum’s Depart- 
ment Store as sporting goods 
and toys buyer. 





THOMAS H. BERTELL 


Harry Amtmann Joins 
Stanley Hardware Div. 


Harry Amtmann has been 
appointed sales promotion 
and advertising manager at 
Stanley Hardware Div., 
Stanley Works, New Britain, 
Conn. 

Mr. Amtmann was adver- 
tising and publicity director 
of A. G. Spalding & Brothers 
for 20 years. 








ROBERT W. LEAVITT 








Camillus Co. Fills 
Chief Executive Post 


Robert W. Leavitt has been 
elected chairman of the board 
and chief executive officer of 
Camillus Cutlery Co., Camil- 
lus, N. Y. 

Mr. Leavitt has been asso- 
ciated with the Ford Motor 
Co. for the past 11 years in 
various executive positions in 
this country and abroad. He 
was with Republic Aircraft 
Products Div., Avco Corp. 
and Buhl Mfg. Co. before he 
joined Ford. 
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WILEY W. MORRIS 


Stowe Hardware Names 


Morris Sales Manager 


Wiley W. Morris has been 
manager, 
Stowe Hardware & Supply 
Co., Kansas City, Mo., whole- 


appointed sales 


saler. 


Mr. Morris succeeds W. J. 
Edsall who has retired after 


45 years with the firm. 
Mr. 


general sales 
now has 


area. 


Morris has served as 
industrial supply buyer, in- 
dustrial sales manager, city 
sales manager and assistant 
manager. He 
responsibility for 
Stowe sales in an eight state 


Landers’ Stockholders 
Okay P & A Purchase 


Stockholders of Landers, 
Frary & Clark, New Britain, 
Conn., have approved the 
purchase of the fabricating 
division of Plume & Atwood 
Mfg. Co., Thomaston, Conn. 
Vote was taken May 22. 

Management will remain 
the same in the _ division 
which will now operate as a 
subsidiary of Landers. 

Issuance of 85,000 shares 
of Landers’ common _ stock 
was made and a cash outlay 
of about $1 million was also 
involved in the transaction. 
Total assets and inventories 
acquired total about $3 mil- 
lion. 


Bissell Carpet Sweeper 
Promotes Fors, Nickel 


William B. Fors’ was 
named advertising manager, 
Bissell Carpet Sweeper Co., 
Grand Rapids, Mich., replac- 
ing Percy W. Nickel who 
was named director of pub- 
lic relations. 

Mr. Fors was formerly 
sales promotion manager. 





Gordon Farr Heads Eastern Golf Assn.; 


Sam Ward Wins Tournament Hardware Bowl 


Gordon W. Farr, Decatur 
Boston, 
Mass., has been elected pres- 
ident of the Eastern Hard- 


& Hopkins Co., 





GORDON W. FARR 


ware Golf Assn. He heads the 
group as it marks its 25th 
anniversary. 

Mr. Farr succeeds Floyd 
W. Berdan, who became 
chairman of the board. 

These and other elections 
took place at the group’s re- 
cent annual meeting. at 
Shawnee-on-Delaware, Pa. 

The Hardware Bowl 
Award in the championship 
flight of the annual golf 
tournament was won by S. F. 
Ward, Jr., Ward Brothers 
Mill Supply Co., Ine. Lock 
port, N. Y. wholesaler. 

Medalist was E. A. Neal, 
Nicholson File Co., Provi- 
dence, R. I. G. S. Berry won 

(Continued on page 144) 


Bostwick-Braun Continues Modernization 


To Improve Methods of Handling Orders 


The Bostwick-Braun Co., 
Toledo wholesaler, continues 
an improvement program of 
its main warehouse building. 


All windows, except one, 
along the first floor office 
area will be bricked in to 


provide better arrangement 
of interior space. 

Several departments on 
the first floor will be relo- 
cated, including the will call 
desk which will be moved to 
make the department more 
accessible for customers. 

The modernization pro- 
gram on the shelf hardware 
area in the main warehouse 
building has been completed. 

The ceiling and pillars 
have been painted white. The 
floor has been sealed. Fluo- 
rescent lighting, with 96 in. 
lamps, has been installed 


over all aisles. The lights 
are 7 feet off the _ floor. 
Lights are suspended on 


chains so if struck they will 
move and not break. 

The new shelving is metal, 
in units 2 feet deep by 3 feet 
wide, set back to back. The 
aisles are 4 feet wide. The 
old shelving was wooden, re- 
cessed at the top, with 6 foot 
aisles. 

Aisles are laid out so they 
line up with the support pil- 
lars. The pillars are now 
part of the shelving area and 
do not stick out in the aisles. 

There is a walk-through 


aisle about every 15 feet. 

The shelf hardware area is 
sectionalized, so warehouse 
locations can be put on or- 
ders. 

Floors 6, 7 and 8 of the 
main warehouse building are 
being used for full carton 
storage. The lower floors are 
used for shelf storage with 
some shelf merchandise sur- 
plus kept on the sixth floor. 

The new shipping depart- 
ment, on the far end of the 
main building, is part of the 
modernization program. This 
is a 40,000 sq ft area. 

Numbers are assigned 
sales orders for warehouse 
filling, so merchandise flows 
to the staging areas for final 
assembly. Merchandise comes 
to the shipping area from 
other warehouses, from full 
carton storage and from the 
shelf area. The completed 
order is assembled and 
placed in the floor space as- 
signed the carriers. 

The shipping area has 
eight docks, enclosed, with 
automatic truck floor level- 
ers, and the area is heated. 
The department is exception- 
ally well lighted, with double 
rows of 48 in. fluorescent 
lights 13 ft above the floor. 
Rows are 6 ft apart. 

The receiving area has a 
monorail for the handling of 
pipe, with a crank that 
equalizes loads. 





S & 9 Planning Group 
Elects Clark Chairman 

Victor Clark of Wichita, 
Kan., was elected chairman 
of the S & Q Planning Com- 
mittee at a recent three-day 
meeting in Minneapolis, 
Minn. 

Harold Pittz of Dodgeville, 
Wis., was elected secretary. 

The group met to review 
and formulate merchandis- 
ing, advertising and promo- 


tional plans for 1960. Plans 
include expansion of the pri- 
vate label merchandising pro- 
gram inaugurated last year. 


Rubbermaid Appoints 


James R. Andreas, form- 


erly assistant purchasing 
agent for Rubbermaid Inc., 
Wooster, Ohio, has _ been 


named to the new position of 
marketing and advertising 
administrator. 
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MIRACLE TUB-CAULK 


SENSATIONAL 
FREE GOODS 
OFF FR FOR LIMITED TIME 


YOU MORE THAN DOUBLE YOUR MONEY! 











if there’s 
such a 
thing << 
as a VALUE SHRINKER... 
MOTO-MOWER doesn't own one 


We wouldn’t know what to do with such a ma- 

N chine! Moto-Mower goes all out to give the most 
\ value. You get more to sell — your customer gets 
more for his money in every model. There’s 
the extra value of Moto-Mower’s precision- 
engineering, and rugged construction, 
and there’s the big plus value of a FULL 
ONE-YEAR WARRANTY on all 
models. What’s more, no other 

“ power mower offers a// of the extra 















value features found in Moto- 

Mowers .. . features like Magic- 

Touch Control of all engine 

operations, and height ad- 
justment, “‘Power-Flo”’ trans- 
mission. Moto-Mower’s ex- 
tra values help you sell... 
keep customers sold! 


22” Trimmer—one of 8 models 
Subsidiary of 


MOTO-MOWER sy inc. itimons. incions 
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YOUR SPECIAL BONUS PACKAGE CONTAINS: 


1 display 100T (6 Tubes 4'/2 oz. Tub-Caulk) 








2 extra 4% oz. ($1.00 retail) Tubes... FREE 
8 Tubes 4% oz. Tub-Caulk sells for $8.00 
costs you $3.60 





YOUR PROFIT | A SENSATIONAL 


*4.40 557 

















PROFIT 
a sensational 55% profit on Tub-Caulk. 
Reported by store after store as their fast- 
PLUS Caulk application! 
Dramatic, eye-arresting display. 
APPLIES LIKE TOOTHPASTE. STAYS BRIGHT, WHITE FOREVER! eae 


est selling item. Customer acceptance and 
BACKED BY BIG ADVERTISING CAMPAIGN! 














enthusiasm for Tub-Caulk increasing! 
MIRACLE ADHESIVES CORPORATION 





Easy-to-use nozzle for neater, faster Tub- 
250 Pettit Avenue, Bellmore, Long Island, New York 
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new! 
compact 











Try this space-saving sales promoter. A full as- 
sortment of 4 reels of most popular, fast-moving 
types and sizes of Turner & Seymour small chain. 
Write for descriptive literature. 







And don't forget the complete line of Turner & 
Seymour chain, including sash, jack, register, safety, 
furnace, universal, cable, double loop, and others 
in many sizes. 











THE TURNER & SEYMOUR MFG. CO. 


TORRINGTON, CONNECTICUT 
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News of the Trade 


CONGRESS PASSES 
BILL COMPELLING 
NUMBERING ALL BOATS 


Hardware Stores Can Get a Big Share of 
This Multi-Million Dollar Market with Hy-Ko's 
@ American Tackle Div., True Temper Corp., Cleveland, New Self-Selling Boat Numbers & Letters 
Ohio—John E. Walsh to regional sales manager for Kansas, 


Missouri and Nebraska; Robert Gardner to upper Michigan, | 


Wisconsin, Minnesota, Iowa, South Dakota and North | 
Dakota. 


brief reports of 


MANUFACTURERS SALESMEN 


@ Delta Power Tool Div., Rockwell Mfg. Co., Pittsburgh, 
Pa.—W. H. Richter from district sales manager to western 
regional sales manager, with headquarters in San Fran- 
cisco; Harold Jonas from district sales manager in Delta’s 
eastern regional office to east-central regional manager. 














@ Libbey Glass, Div., Owens-Illinois, Toledo, Ohio.—Joseph 
G. Chickvara from the Chicago sales office to branch man- 
ager at St. Paul, Minn.; Donald M. Grindle to the Chicago 
branch sales staff. 


——— 








REFLECTING Im 


LOTEMLITE 


FULL 3” HEIGHT 


Meets all state, federal and 

Coast Guard regulations. 

Tough plastic ‘'Scotchlite’’ in 

powerful reflecting white with 
black border. 


FOR ALL BOATS 


Metal, wood, fiberglass. 


| 
@ Gale Products Div., Outboard Marine Corp., Galesburg, | 
Ill—A. F. Borneman to the new post of district sales rep- | 
resentative for Gale Buccaneer outboard motors in Minn- | 
esota, northern Wisconsin, North and South Dakota. | 


@ Proctor Electric Co., Philadelphia, Pa.—James H. Chap- 
man, Jr., former sales representative, Graybar Electric Co., | 
to sales manager, Charlotte, N. C. | 


@ Stanley-Judd Div., Stanley Works, Wallingford, Conn.— | 


William H. Koch, Jr. from American Greetings Corp., of | 


Cleveland, Ohio, to West Virginia, Virginia, Washington, 
D. C. and parts of Maryland. 


@ Westinghouse Electric Corp., Cleveland, Ohio.—Gordon 


V. Wahlin from Chicago district general sales manager 
to Detroit district manager, Westinghouse Appliance Sales. 


@ J. Wiss & Sons Co., Newark, N. J.—Donald F. Ausman 
to parts of Ohio and Michigan; Richard B. Connell to parts 


FIT ANY SHAPE HULL 


No holes, screws or nails. Per- 


| fectly form to boat contour. 


LONG-LASTING 


Not affected by salt water, 
roughest weather or climate. 
Last for years. 











of Ohio, Pennsylvania and Kentucky. 


@ Atkins Saw Div., Borg-Warner Corp., Portland, Ore.— 
Wallace W. Skaggs to branch manager at Portland, Ore. | 








ROBERT SHAFFER 


Shaffer Family Buys 
Dominion Electric 


Control of Dominion Elec- 
tric Corp., Mansfield, Ohio, 
has been purchased by the 
Shaffer family, also of Mans- 
field. About 42,000 shares of 
stock were involved in the 
transaction. 

New officers of the firm 
are: Robert Shaffer, presi- 
dent; Sheldon Shaffer, execu- 





SHELDON SHAFFER 


tive vice-president; Clare 


Applegate, 


and investment 
treasurer. 

J. H. Miner, former mer- 
chandising manager, has 
been appointed sales man- 
ager. Howard Bosh, order de- 
partment manager, has as- 
sumed additional responsibil- 
ities in the sales department. 


counselor, 


EASY 10 ATTACH 


Pull off protective backing, 
press number or letter on 
boat. That's all. 


ORDER THIS QUICK- 
SELLING ASSORTMENT 
FROM YOUR JOBBER 


Includes poly - enveloped 
packages of all 10 num- 
bers, all 26 letters, and 











| volving Metal Counter Dis- 


_ the merchandise Refill mez- 
| chandise available in en- 
| velops of 


vice - president; | 
and Leonard Hurwitz, CPA | 





10 dashes which hang on 
metal hooks of sturdy re- 


play Stand. The Display 
Stand with Sign on top is 


FREE—you pay only for 





10, as needed. 








Ideal numbers and letters for houses 
mailboxes, stores, trucks, efc. 


SOLD THROUGH JOBBERS ONLY 


¢/ 





HY-KO PRODUCTS CO. 


America's Leading 





6813 Wade Park Ave. 
Manutacturer of 
Numbers & Letters Cleveland 3, Ohio 
Want more facts? Circle 223, p. 85 
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News 





DAVID L. MALCOLM 


David Malcolm Elected 
A V-P at Linen Thread 


David L. Malcolm, former 
vice-president, manufactur- 
ing, The Linen Thread Co., 
Blue Mountain, Ala., has 
been elected vice-president 
and general manager. 


Howard C. Johnson, for- 
mer manager of the com- 
pany’s Chicago office, was 


appointed sales manager. Ed 
Vierling, a former manager 
of the company’s St. Louis 
office, has been appointed to 


head the sales service de- 
partment. 
Stewart Jenkins, former 


HOWARD C. JOHNSON 


assistant sales manager, was 
named merchandise man- 
ager. S. D. Richardson, for- 
merly a sales staff member, 
is the company’s new thread 
and twine product manager. 


Goodman Will Manage 
New Bowers Division 


Morris Goodman has been 
named manager of the newly- 
created Swirly Safety Lite 
Div., Bowers Battery and 
Spark Plug Co., Reading, Pa. 

The new division was cre- 
ated to handle the sales vol- 
ume of the company’s Swirly 
Safety Lite. 


of the Trade 








Baltimore Group Elects 
Officers for 1959-60 


The Hardware Club of 
Baltimore (Md.) elected of- 
ficers for 1959-60 at its an- 
nual business meeting, May 
11, held in the Emerson 
Hotel. New officers are: 

President, H. M. Worth- 
ington, H. Linn Worthington 
& Co., Garrison, Md.; vice- 
president, Wm. F. Smith, 
Henderson & Ireland Co., 
Baltimore; secretary, M. E. 
Sorrell, Wm. H. Cole & Sons, 
Baltimore. 

The group’s annual outing 
will be held June 15 at Huill- 
endale Country Club. 


Forum on Distribution 
Set for Sept. 16, 17 


The Industrial Distribu- 
tion Forum will be held Sept. 
16 and 17, in the Statler Ho- 
te!, Washington, D. C. 

Sponsors are the Ameri- 
can Supply & Machinery 
Manufacturers Assn. and 
the National Industrial Dis- 
tributors’ Assn. 

The Forum will consist of 
discussions on salesmanship 
and sales management. 


News About Dealers: 





(Continued from page 138) 


1876. John I. Williamson, 
most recent owner and 
grandson of the founder, and 
his wife will move to Florida. 


Mineola, N. Y.—MINEOLA 
HARDWARE STORE opened a 
branch at 216 Commack Rd., 
Commack, under the man- 
agement of Bent Gunder- 
senk. Both stores are owned 
by Charles Young. 





J. Henry Rooney, owner of the 
new Rooney's Hardware store in 
Concordville, Pa. (See HA May 
21 p. 123). 
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IN 


Griffin’s high standards of quality assure 
your customer handsome appearance 
during life-long hinge performance. A 
full line of Griffin ball bearing butts is 
available in all popular finishes. 


HANDLE THE ENTIRE GRIFFIN LINE 
Sell plain and ball bearing hinges as 
well as shelf hardware, carded for 
faster selling in Griffin’s eye-catching 


VisiPak. 


GRIFFIN MANUFACTURING CO., ERIE, PA. 


SINCE 1899 
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PROVEN in SALES! 





PROVEN in USE! 
Compare! Compare! Compare! 


m®-STRALT—LINES 





self-chalking CHALK LINE BOX 









{) 


# 125-50 
25 list with 
20 foot line. 


one =_—_ eer aie 


#125-100 with 
100 ft. line $1.50 list. 


DURABLE! 


RUGGED! 
Strait-Line Boxes are precision molded of light- 
weight aluminum alloy. They are long lasting, 
leak-proof, non-fouling and GUARANTEED 


SIMPLE! 


against all defects. 
‘ NEW STRAIT-LINE NO. 66 
ADJUSTABLE TRY-SQUARE: 


A time saving, durable tool for 
carpenters, sheetmetal workers, 
builders and home shops. Long 
lasting, thoroughly guaranteed. 
List $4.80 each. 





‘LOCKS AT 






ANY ANGLE 








STRAIT-LINE PRODUCTS, INC. 





P.©o. Box 577, Costa Mesa, Calif. 
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DEALERS SELL 
FAMOUS 


BRAND 

TANDROTINE 

PAINT 
THINNER 


HIGHER MARKUP 
FAST TURNOVER 
PLEASANT ODOR 
NON-IRRITATING 
ECONOMICAL 

LONG LEVELING 






IN BOTTLES OR CANS 
TURPENTINE & ROSIN FACTORS, 
s SAVANNAH, GEORGIA 


QURPENTing © PR 
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WATER SPORTS 





SPORTING GOODS 
WHOLESALERS 


See a 


FULL LINE OF SPORTING GOODS 
in Chicago, August 2 through 5, 1959 





at the first 


NATIONAL WHOLESALE 
SPORTING GOODS SHOW 


AMMUNITION This all inclusive Sporting 
Me a Goods Show will be held 
BASEBALL August 2 through 5, 1959 
rea in the 100% air-condi- 
BOWLING tioned, luxurious 
CAMPING 
COOLERS 
CLOTHING SHERATON 
FIREARMS 
| FISHING TACKLE HOTEL 
_ FOOTBALL 505 N. Michigan Av. 
FOOTWEAR : 
GOLF Chicago, lil. 
GYM EQUIPMENT 
HOCKEY 
HUNTING Advance 
PICNICKING ’ ; 
OUTBOARD MOTORS Registration 
PLAYGROUND ; 
SKATING Required 
SKIING 
SOCCER for all Buyers 
SOFTBALL 
TABLE TENNIS 
TENNIS Jobbers, Wholesalers 
TENTS tal , 
TRACK AND FIELD and Distributors will be 
TRAILERS provided with advance 
TRAPS 


VOLLEY BALL registration forms. For 


extra copies write to: 


NATIONAL WHOLESALE SPORTING GOODS SHOW 


600 SOUTH MICHIGAN, CHICAGO 5, ILLINOIS 


Manufacturers who sell through wholesale 


aalolalal-iCMmobameliiidlellisielaMmela-Malalali-te Malem -> dill elie 
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door 
“jewelry” 


TULIP design 
Cylinder Entrance Lockset 


ATTRACTIVE 
DEALER DISPLAYS 
AVAILABLE 


TULIP design 
interior Lockset 


STANDARD design 
Cylinder Entrance Lockset — 
(Aliso, matching interior sets) 


he 
complete 


quality 
line. 


Sectional Entrance 
Cylinder Lockset 


Screen & Combination 
Door Lockset 


Apartment 
Entrance Set 


NATIONAL HARDWARE 


Ozone Park 16 @ CHICAGO: 205 W. Wacker Drive 
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News of the Trade 








news in brief of 


MANUFACTURERS AGENTS 


@ White-Berrett Co. will become Berrett-Spilman-Samson 
Co. on August 1. Offices will be in Phoenix, Ariz., Salt 
Lake City, Utah, and Denver, Colo., to cover Arizona, New 
Mexico, west Texas, Utah, Nevada, Idaho, Colorado, Wyo- 
ming and Montana. Phil Samson, for 10 years director of 
sales for Rid Jid products of J. R. Clark Co., Spring Park, 
Minn., will resign his post July 31 to become the third 
member of the new agency. 


@ LeFevre Laboratories, Inc., Cleveland, Ohio—New Mex- 
ico, California, Arizona, El Paso County, Tex., Colorado, 
Utah, Hawaii, Wyoming, Montana, Idaho, Nevada, Oregon 
and Washington to the Don Ibsen Co., Bellevue, Wash.; 
Missouri, Kansas, Iowa and Nebraska to Ken Williams, 
Kansas City. 


@ Remington Hardware Co., New York, N. Y.—lllinois 
and Wisconsin to Harlan A. Kidd; Oregon and Washington 
to F. L. Meredith. Both men will handle the full line. 


@ Bob Hall & Associates, Cincinnati, Ohio—James B. 
Deppner has joined the firm to cover northeast Ohio. He 
has been associated with Van Camp Hardware, Indianapolis 
wholesaler and the W. Bingham Co., Cleveland wholesaler. 


@ Watertown Mfg. Co., Watertown, Conn.— The New 
England states to Norman Altman Co., Boston, Mass.; 
Tennessee, Alabama and Kentucky to Wesley G. Carr Co., 
Memphis. 


@ Vocaline Co. of America, Inc., Old Saybrook, Conn.—To 
represent their new line of hardware products: The Harry 
Hanser Organization, New York, N. Y.; Robert O. Dickey 
Co., Kansas City, Mo.; Lynn and Brooks, San Francisco, 
Calif. 





Gordon Farr Heads 
Eastern Golf Assn. 


(Continued from page 139) 


Third, H. C. Smith and W. 
W. Conde. 

Fourth, T. W. Norris and 
W. D. Scott. 

Fifth, H. G. Barth and E. 











the Ed Griswold Pitcher, a 
new award. 

Other officers elected are: 
Russell Hoehl, Russell Burd- 


| | sall & Ward Bolt & Nut Co., 
| | first vice-president; W. W. 


Conde, W. W. Conde Hard- 


| | ware Co., Watertown, N. Y., 


second vice-president; H. L. 


| Gilliam, Wood Shovel & Tool 
i | Co., 


| treasurer. 


New York, secretary- 

Directors elected for 3-year 
terms are: E. E. Chandlee, 
Jr., Edw. K. Tryon Co., Phil- 
adelphia; H. C. Pease, Stan- 
ley Tools, New Britain, 
Conn.; T. D. Vander Voort, 
Clemson Bros., Middletown, 
i Be 

The meeting was the larg- 
est in years with 200 golf- 
ers vieing for honors in the 
tournament. Flight winners 
and runners-up are: 

First, S. F. Ward and A. 
L. Low. 

Second, G. S. Berry, and C. 
H. Dunning. 


M. Craft. 

Sixth, Lloyd Vander Horst 
and F. B. Winn. 

Seventh, G. W. Rahing and 
J. F. Warnell. 

Eighth, P. H. Page and C. 
M. England. 

Ninth, H. C. 
H. J. McCarthy. 

Tenth, R. A. Holden and 
W. W. Edwards. 

Eleventh, L. D. Root and 
Walter Carlson. 

Twelfth, J. E. Madsen and 
C. C. Wickwire. 

Thirteenth, T. R. Hughes 
and J. S. Heller. 

Fourteenth, H. 
and R. B. Plumb. 

Fifteenth, R. E. 
J. S. Buckley. 

Sixteenth, J. E. 
and N. E. Drazen. 

Seventeenth, W. F. Story 
and K. B. Wiss. 

Eighteenth, E. R. Haigh 
and R. E. Sharp. 

Nineteenth, A. P. Hen- 
ricks, Jr. and G. C. Stricker. 


Pease and 


M. Herr 
Fry and 


Seaman 
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| wy +WEED 
Now! SELL PLATED WASHERS ||| WHEEDEX xiiter 
; in Transparent 


| Kills unsightly vegetable growth quickly, easily, eco- 
Plastic Tubes nomically. Use ordinary sprinkling can on roadways, 


| The world’s largest producer of wash- —>. paths, tennis courts, walks, etc. 
| ers now enables you to offer clean, 7 
rust-resistant, plated washers to your oT er Co" One gallon added to 49 gallons of 
customers in clear, transparent plastic PPRcoo raed co f 
Assorted Single tubes with bright red caps. Single sizes q 2 EA: water clears about 1000 square feet. 
oe gen ©: (3/16”, 1/4”, or 5/16”) packed approx. ; Bae DO NOT USE ON LAWNS. Avail- 
36, 24 and 15 washers per tube respec- sets BA bI Hard d Gerd S 
tively, 24 tubes per box. Assorted popular sizes packed mone able at Mardware an arden stores. 
approximately 26 washers per tube; 15 tubes per box. » Raa 
Here is an attractive impulse sales unit that you can re 98 eo Manufactured by James Good Co. 
display and merchandise to the limit. | : aa 2107-09-11-13-15 E. Susquehanna Ave. 
ORDER FROM YOUR JOBBER | eS Philadelphia 25, Pennsylvania 
WROUGHT WASHER MFG. CO. PP eon 


The World's Largest Producer of Washers | WRITE FOR LITERATURE 
2218 SOUTH BAY STREET ° MILWAUKEE 7, WISCONSIN 
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—e. MOST ADVANCED EMPIRE LEVELS GOOD RETAILERS STOCK THEM! 
evel Line since 1919 


10926 West Potter Road, Milwaukee 13, Wisconsin 
Want more facts? Circle 232, p. 85 
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ALWAYS SELL GENUINE \ Chai. 
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Write for Free 


Reading, Pa. 
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Faster Sales! More Profit! EEEaEEan 


It's 


WHEN YOU STOCK AND DISPLAY top-quality putty that’s packaged for 


easier handling ... compounded to do 


1001 jobs better. 
. Gun and knife grades in ‘1 pints, 


pints, quarts, gallons and 9” cartridges. 


GLAZING, SEALING, 12110 $. Peoria St., Chicago 43, I, Dept. HWA 
bal jo CALKING COMPOUND ‘) end me your fee literate ond pre i 








Send me your free literature and price lists 
distributor or 


Name a 





write direct 


NU-PUTTIE ; 


- , | City 
Corporation P: . 


Address__. 


4 rd ; , | Distributor's Name 
12110 Pecrio St = iam ’ se ee 
Chicago 43, Illinois game 





Midwest Distributor: COTTER & CO. 
365 E. IWinois St. ¢ Chicago 11, tll. 
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Bridges Is Arvin V-P; 
John Marshall Retires 


Orphie R. Bridges has 
been elected vice-president 


ORPHIE R. BRIDGES 


and general manager of 
Consumer Products Div., Ar- 
vin Industries, Columbus, 
Ind. 

Mr. Bridges succeeds John 
C. Marshall who has retired. 
Mr. Marshall will continue 
as a board member. He 
joined the company in 1929 
as a salesman and has held 





the posts of sales manager 
and general manager. 

Mr. Bridges joined the 
firm in 1932 as a_ torch 
welder and held various su- 
pervisory posts before he 
was appointed radio and tel- 
evision plant manager in 
1948. His most recent posi- 
tion was as vice-president in 
charge of new product de- 
velopment. 


Maddock & Co. Names 
Meister to Top Post 


Carl J. Meister has been 
appointed assistant to the 
president of Maddock & Co., 
industrial supply distribu- 
tor, Bala-Cynwyd, Pa. 

Mr. Meister was formerly 
executive vice-president and 
general sales manager, At- 
kins Saw Div., Borg-Warner 
Corp., Indianapolis, Ind. He 
has served on the executive 
committee and board of di- 
rectors of the American Sup- 
ply and Machinery Mfrs. 
Assn. Inc. 





decayed teeth. 


Daniel Keegan, alias 


in South Dakota. 


book. 





This Man is Wanted by the FBI 
. . « « Have You Seen Him? 


NAME: David Daniel Keegan 
DESCRIPTION: 40 years old: 5 + 1] in. tall: black 


hair; protruding eyes: ruddy complexion and badly 


Hardware dealers have been asked to help the Fed- 
eral Bureau of Investigation in its search for David 
Burt Williams. 
sought for robbery and murder committed in Iowa. 

Keegan disappeared from lowa in February, 1954. 
Prior to that time he had worked in a hardware store 
It is believed he may be engaged 
in similar work at present. 
as a bartender, taxicab driver and farmer. 

Any hardware store operator who has information 
regarding Keegan and his whereabouts since 1954 is 
requested to contact the nearest office of the FBI. 
The number is listed on the first page of the telephone 


alias Burt Williams 


He is being 


Keegan has also worked 


News of the Trade 
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OBITUARIES 





Edward E. Hoehle 


Edward E. Hoehle, Mem- 
phis district sales manager, 
Jones & Laughlin Steel 
Corp., died of a heart attack 
at his home April 14. He 
had been manager for 17 
years. 

Mr. Hoehle joined the 
company in 1913 as a clerk 
in the St. Louis office and in 
1924 was promoted to sales- 
man and transferred to the 
Memphis office. He became 
assistant manager 10 years 
later. 


John T. Edwards 


John T. Edwards, Sr., 73, 
retired president of DeSoto 
Hardware Co., died May 10 
at his Memphis, Tenn., home 
after a long illness. He re- 
tired seven years ago after 
25 years with the firm. 


Albert S. Kelly 


Albert S. Kelly, 68, owner 
and operator of the A. S. 
Kelly Co., Helena, Ark. hard- 
ware and mill supply firm, 
died April 20 in Kennedy 
General Hospital, Memphis, 
Tenn. 


M. H. Schweckendieck 


Milton H. Schweckendieck, 
52, a hardware buyer for the 
J. A. Williams Co., Pitts- 
burgh, Pa., died May 11 in 
West Penn Hospital after a 
brief illness. He had been 


associated with the Graff 
Hardware Co. for 30 years 
previously. 


Elmer W. Hartzel 


Elmer W. Hartzel, retired 
treasurer of Hardware & 
Supply Co., died April 15 in 
Akron General Hospital, 
Akron, Ohio, after a long 
illness. 


M. L. Rosenstein 


Murray L. Rosenstein, 62, 
credit manager, Ideal Toy 
Corp., died May 2 of a heart 
attack at his home in Forest 
Hills, N. Y. Mr. Rosenstein 
had been with the firm for 
22 years. 


M. C. Aligeier 


M. C. Allgeier, 66, former 
hardware and furniture deal- 
er, died May 1 in St. John’s 
hospital in Joplin, Mo. He 
retired four years ago. 


Maurice M. Jacobs 


Maurice M. Jacobs, 67, re- 
tired hardware dealer, died 
April 25 in Mt. Sinai Hos- 
pital, Chicago, Ill. He re- 
tired in 1957 after 33 years 
as a dealer. 


Hunter W. Ferratt 


Hunter W. Ferratt, 79, 
owner and operator of the 
Ferratt Hardware Co., died 
April 28 in a Norfolk, Va., 
hospital after a short illness. 
He was a hardware dealer 
for more than 50 years. 





Midwest Show Appoints 
Walter Bocher Manager 


Walter M. Bocher has been 
named show manager of the 
Midwest Hardware & House- 


WALTER M. BOCHER 


scheduled at 
Navy Pier, Sept. 


wares Show 
Chicago’s 
13-16. 

He succeeds W. B. Moody 
who is returning to the pub- 
lishing field. 

Mr. Bocher was vice-presi- 
dent in charge of advertising 
and merchandising for the 
John Pritzlaff Hardware Co., 
Milwaukee, Wis., before he 
joined the Show last July as 
public relations manager. 


Fred Hagy is Promoted 


Fred J. Hagy, Jr., man- 
ager of the Waterloo, Iowa, 
branch, A. Y. McDonald 
Mfg. Co. for the past 11 
years, has been promoted to 
merchandising manager. 





A report in pictures 
of events in the trade 


a 


Elmer J. Murray, right, receives Portable Electric 
Tools’ "Annual Regional Managers Award" for 
1958. Award is based on various management 
qualifications including sales, cooperation with 
customers and sales organization, and overall 
contribution to the company. The award was made 
at the recent spring meeting of regional mana- 
gers in Chicago. Mr. Murray is Atlantic Sea- 
board regional manager. Robert P. Melius, left, 
North Central regional manager, is handing 
plaque to Mr. Murray. 


> 


The position of the industrial distributor, told in 
figures, was presented at the Triple Supply Con- 
vention in Dallas last month by Robert C. Fern- 
ley, right, executive secretary of the National 
Industrial Distributors’ Assn. Robert G. Clifton, 
association secretary, on the left, handled the 
charts. 


Members and guests of the New York Hardware Square Club at the recent 29th annual Shore Dinner held at New York's Hotel Astor. 
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Classified Opportunities Section 





Representatives Wanted 





Representatives Wanted 





Representatives Wanted 











WANTED 
MANUFACTURER'S 
REPRESENTATIVE 


now calling on jobbers in hardware 
and allied fields. Major line. Large 
midwest manufacturer of rotary 
power lawn mowers. Following terri- 
tories open: Michigan; Okio-Indiana; 
Ky.-Tenn.-Va.-W. Va.; N. C.-S. C.; 
Denver;. West Coast. 


Box 618. care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











WANTED 


MANUFACTURER'S REPS. 
HARDWARE FIXTURB SALESMEN Nationally 
advertised manufacturer of hardware store fixtures 
has desirable territories opem for aggressive salesmen 
on a distributer basis. This is an unusual plan and 
an excellent opportunity for financial independence. 
Send full particulara of background in first letter. 


Box 508, e/0 HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 39, Pa. 


DISTRIBUTORS 











PROMOTIONAL LINE OF IMPORTED 
AND DOMESTIC HAND TOOLS— 
POPULAR PRICES—RELIABLE DE- 
LIVERY —LARGE VOLUME POTEN- 
TIAL— SOME SELECT TERRITORIES 
AVAILABLE. 

c/o HARDWARE AGE 


Box 602, 
Chestnut & 56th Sts., Philadeiphia 39, Pa. 











NEW PRODUCT OPPORTUNITY 


New toilet tank ball, different in size, shape, color 
and principle of operation. Presently receiving trade 
and consumer acclaim. Exclusive territories now 
being granted. Please write (do not call). 


KINNARD SALES 
19 Glenwood Road Upper Montclair, N. J. 





REPRESENTATIVES 
CALLING ON HARDWARE TRADE 


World-Famous manufacturer of superior 
quality packaged and bulk oils for gas- 
oline-powered lawn mowers, outboard 
motors, inboard motors, 2 and 4 cycle 
engines and household. 

Nationally advertised on television, 
radio, magazines and newspapers. Vari- 
ous territories now open. 

When replying state experience, type 
of lines now carried, territory covered. 

Write to Bass and Company 


(Advertising agency — client) 
50 Broad St., New York 4, N. Y. 




















MANUFACTURER 


of galvanized steel clothesline T poles. 
Seeks active agents for Georgia, Ala- 
bama, and other southern states. Item 
shipped K. D. and meeting with great 
success. 


Tubular Metal Products 


555 W. i8th Street, Hialeah, Florida 








Mfr's Rep. Wanted—Locksets 


A few territories still open for selling our sensational 
combination locksets for residential doors to hard- 
ware and builders supply trade. Highly successful, 
wonderfully modernized. Division of strong company. 
Volume facilities. Also have combination padlocks. 
Expanding mirket. Great opportunity. Good Com- 
mission. 


GOUGLER KEYLESS LOCK CO., Kent, Ohio 











Sales Representatives Wanted 


calling on hardware stores and lumber yards 
in Eastern states as far west as Wisconsin. 
Territories protected. Excellent opportunity 
for right men to make excellent money. Short 
line of specialty paint sold direct to dealer, 
heavily promoted, fast turnover earns salesmen 
as much as $1,500 to $2,000 per dealer. Reply 


immediately. 
e/o HARDWARE A 


Box 605, GE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





BB AIR RIFLE SHOT MANUFACTURER 


Manufacturer of air rifle shot steel 
copper coated BB’s wants repre- 
sentation. Most territories open 


Boy 617, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















HARDWARE SALESMEN 


Calling on retail hardware and lumber 
yard dealers, also plumbing and electrical 
supply concerns. One size Screw Anchor 
fits all screws and designs for all types 
of walls. High Commission. Protected 
territory to qualified salesmen. 


FITSALL SCREW ANCHOR 
473 S. Franklin St., Hempstead, New York 











SALESMAN PLUMBING SPECIALTIES to 
sell for established national distributors, exclusive 
territory, !0% commission. Write full details 
with references. Replies confidential. Akron 
ory _ Inc., 216-218 Grand Street, Bklyn. 
11, N. Y. 


EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item package for 
sale to plumbing supply houses; hardware distrib- 
utors and retailers. Unique . te ition sells 8 
out of 10 on first call. Bex , c/o HarRDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


MANUFACTURER'S REP 
THRESHOLDS. Competitive, presold, distribu- 


tor, jobber, or dealers. High commission. Re- 
peats. Prepaid freight. Choice territories open. 
REDDY 

Ala. 


ALUMINUM 


COMPANY. Box 747, Phenix City, 


$$ 


REPRESENTATIVES WANTED TO SELL 
DIRECT to large users, retail or jobber level, 
plastic pipe, fittings and clamps, toilet seats 
(sprayed, vinyl covered, and mother-of pearl) 
plastic clothes line, industrial hose, including all 
inds of hose for automatic washers. Box 209, 
o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


EXCELLENT 
calling on the retai] trade in 
ment, variety and chain stores. 
Write: Midwest Plastics 
Avenue, St. Paul 6, Minn. 


LINE for sales representatives 
in hardware, depart- 
(,00d commission. 
Mfg. Co., 208 Bates 
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Accounts Wanted 








NON-FOOD 
LINES WANTED 


New England States. Thoroughly experi- 
enced sales representatives (2 men) ex- 
panding direct sales to supermarkets. We 
are not interested in your line for hard- 
ware stores, rack jobbers or distributors. 
Many years experience in sales promotion 
with a complete understanding of mer- 
chandising techniques. Best of references 
available. 


Contact J. B. Stetson Sales Corp. 
27 Wiltshire Rd., Brighton 35, Mass. 











REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, mete Cleveland and Louis- 
ville. We carry the a or you can bill direct. 
Inquiries invited. WRITE. ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 








MANUFACTURER’S REPRESENTATIVES 
WANTED. Manufacturers’ Representatives now 
calling on Hardware distributors and jobbers 
wanted to handle line of polyethylene flexible 
pipe. Reply giving territory covered, number of 
eld men working, number of wholesale 2. 
counts being sold. Most territories open. Rep 
CONSOLIDATED PIPE MPANY ire 


AMERICA. 1066 Home Avenue, Akron, Ohio. 





MANUFACTURERS REPRESS CALs oe 
WANTED BY established manufacturer of bath 
room medicine cabinets. Quality cabinets at com- 
petitive prices. Good commissions. Protected 
choice territories open. Representative should call 
on wholesale hardware, plumbing and electrical 
jobbers. State territory covered and present lines. 
Box 603, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


MANUFACTURERS AGENTS NOW CALL- 
ING ON LUMBER, building; material and hard- 
ware trade to handle our new improved mitre box 
for use with any ordinary cross cut saw. (See ad 
page 151.) Exclusive territories can now be arrang- 
ed. Give details as to your coverage. W. A. Ger- 
rard Co., Inc., 4400 Lyndale Avenue North, Min- 
neapolis, Minnesota 


SALESMAN, EXCLUSIVE PROTECTED 
TERRITORY for Metropolitan area. Call retail, 
variety and hardware stores for well established 
manufacturer. Specialty short line of year round 
staple popular priced houseware products. Fast 
moving volume demand items with strong repeat 
orders. Line is nationally sold. Box 612, c/o 
Harpware Acr, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 








DO YOU WANT 
WEST COAST WAREHOUSING 
AND DISTRIBUTION SERVICE 
IN LOS ANGELES? 


pull & pack orders. 1.B.M. daily 

inventory weekly. bonded. low rates. 
Box 607, c/o HARDWARE AGE 

Chestnut & 56th Sts., Philadelphia 39, Pa. 


invoicing. 

















FOUR MAN os ALES 
AGENCY wants strong direct factory line for 
Metropolitan New York and New Jersey. Es- 
tablished 12 years with strong following and cov- 
erage of Chains, Dept. Stores, Hardware, House- 
wares, specialty, rack jobbers, Club, Party 
Stamp Plans. Tea & Coffee, Mail order, Premium, 
Supermarkets, and other volume users. We will 
attend Atlantic City Housewares Show. Box 604, 
c/o Harpware Ace, Chestnut & 56th Sts., Phil- 
adelphia 39, Pa. 


AGGRESSIVE 





WANT SALES RESULTS? 
because we concentrate in Michigan, Ohio, 
ana. Will handle two additional lines—only 
highest grade considered. Write Box 219, c/o 
HARDWARE AGE, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 


ILLINOIS WISCONSIN. Aggressive, ex- 
perienced Manufacturers Agent needs additional] 
line. SPECIAL IZING DIRECT FACTORY TO 
THE DEALER in Hardware and Garden Sup- 
plies. Thorough coverage given. Box 600. c/o 
i 4 ARE Ace, Chestnut & 56th Sts.., Philadelphia 


them 
Indi- 


We get 














Accounts Wanted 


Help Wanted 





Business Opportunities 








MANUFACTURERS' AGENT 


now selling to all Hardware Jobbers, Department 
and Chain Stores, Super Markets, Automotive Jobbers, 
ete., in Central and Western New York State and all 
bordering Counties in Pennsylvania is interested in 
taking on two additional lines to sell to present 
accounts. 
Box 610, e/e HARDWARE AGE 
Chestaut & 56th Bts., Philadelphia 398, Pa. 

















“MR. MANUFACTURER" 


We would like to add one established line to 
compliment our successful present efforts. Two 
Men 10 yrs. exp. Calling on Hardware; House- 
ware: Garden and Mill Wholesalers E. Penna., 
So. Jersey and Delaware. 


Box 614, ¢e/e HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


Store Planning & Sales Engineer 


Thoroughly experienced in store design- 
ing and planning. Excellent opportunity. 
Incentive Compensation Plan. Write Sales 
Manager, 


Masback, Inc., 330 Hudson St., N.Y.C. 13, WN. Y. 














MAN WITH EXPERIENCE AND EXECU- 
TIVE ABILITY wanted to take charge of 
Hardware Sales Department of a very important 
firm in Puerto Rico. Must speak English and 





AN EXCEPTIONAL RETAIL 
OUTLET OPPORTUNITY 


FRANKIE'S MARKET, ROUTE 17, LODI, N. J. 
a 13 year old retail mart: twelve acres over- 
all. Over 100,000 square feet of buildings has 
a Hardware concession available. 

This fabulous Merchandise Mart is open 
every Thursday and Saturday 11:00 A.M. to 11:00 
P.M. Sunday 11:00 A.M. to 6:00 P.M. 

Weakend traffic in excess of 40,000 people 
with 250 merchants selling everything from a 


Spanish fluently. 


_Send application to Garco Ex- 
et, Inc., 67 Wall Street, New York 5, New 
ork, 





Business Opportunities 























Consistent, Conscientious, Concentrated cover- 
age of metropoliton New York and New Jersey 


BOBROW LEWELL ASSOCIATES 


814 Broadway, New York 3, New York 
(We gef results) 





WANTED SPECIALTY JOBBERS 


Traveling 3 to 10 men in the midwestern, 
southwestern and northwestern states. We 
have a good proposition for you to sell a 
complete fastener line that will fit in with 
your present operation. Write us for details. 


SHARON BOLT & SCREW CO., INC. 
ENDICOTT ST., NORWOOD, MASS. 


























STILL LOTS OF GOLD 


in California. Sales and/or ware- 
house service available. 


Box 609, e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





STORE FIXTURES FOR SALE 


One complete set of Heller store fixtures, 10 
years old, with accessories for 4,000 sq. ft. 
store. Very reasonable. 

Inspection at 


1396 Queen Anne Rd., Teaneck, N. J. 
Mr. Steinberg, TEaneck 7-7466 























OHIO, INDIANA and WESTERN PENN- 
SY LVANIA organization to represent you with 
the concentrated effort you would expect from 
We represent two prestige 
concerns and desire one additional high grade line. 
Over nine years’ wholesale hardware and garden 
business. Box 
513, c/o Harpware Acer, Chestnut & 56th Sts., 


your own sales force. 


supply experience. We get the 


Philadelphia 39, Pa. 


MANUFACTURER’S REPRESENTATIVE 
Lumber yards and 
Va. or 
in any part of the area. (Can also handle job- 
bers). Best of references along with a nice 
following. Box 613, c/o Harnpware Ace, Chest- 


needs one good line fur large 
Hardwares in Penna. and Northern W. 


nut & 56th Sts., Philadelphia 39, Pa 





MICHIGAN AND TOLEDO, 


Qualified in all phases of distribution; 


program. Robert M. Matoff Agency, 
Grand Blvd., Detroit 2, Michigan. 


GARDEN EQUIPMENT 
ER 


give you these results in the Minnesota, 


Harpw ARE AGE, 
delphia 39, Pa. 


ESTABLISHED MANUFACTURERS REP. 

Metropolitan New York, New 
Connecticut territory calling on lumber 
yards, hardware dealers and specialty houses 
seeks one or two specialty lines to supplement 
Young progressive 
staff. Box 616, c/o HARDWARE AGE, Chestnut & 


RESENTATIVE 
Jersey, 


present builders hardware line. 


56th Sts., Philadelphia 39, Pa. 





WILL BUY 


Established Hardware Manufacturer. Cash 
or terms to suit Tax situation of seller. 
Replies held in strictest confidence. 


Box 512, e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 38, Pa 











Modern store and 


OHIO, - seek 
one additional] line from Manufacturer who seeks 
the service of an aggressive, established agency. 
preter 
Manufacturer with established jobber and dealer 
3049 East 


building. 
feet, approximately 23 x 115. 
ished basement in addition. 
mately 


MANUFACTUR- 
S Next season’s sales results can be planned 
now. QOur sales force of 3 experienced men can 
Wiscon- 
sin, Illinois and Indiana garden and hardware 
distribution field. Why Wait? Box 601. c/o 
Chestnut & 56th Sts.,. Phila- 


000.00. 











AGGRESSIVE SALES 


nessee, Alabama and Mississippi. 
ber and dealer following. 
sive coverage of territory. 
Box 608, c/o Harpware Ace, 
Sts., Philadelphia 39, Pa. 


ORGANIZATION 
of Four Men interested in adding volume line 


to the jobber trade for States of Kentucky, Ten- 
Strong job 
Thorough and inten- 
All inquiries answered. 


Chestnut & 56th 





HARDWARE APPLIANCE retail store. 


tablished for over 40 years. Located in central 
alifornia in main shopping area. 
hardware, housewares, gifts and paints with fran- 
chises on brand name appliances and _ television. 
Excellent long term 
lease. Sales volume for 1957, $300,000. Sacrifice 
sale at well below cost due to age and ill health. 
For details, Box M-26, c/o Harpware AGE, 
Chestnut & 56th Sts., 


xtures. 


Philadelphia 39, Pa. 


RETAIL LOCATION. Newly remodeled bank 
2366 Square 
Full concrete-fin- 
Population approxi- 
additional adjoining suburban 
18,000. Bank deposits approximately $45,000,- 
For further particulars write: First Se- 
curity Bank of Idaho, National Association, 9th 
& Main St., Office, Lewiston, Idaho. 


Five to fifteen year lease. 


14,000, 


HARDWARE IN NEW SHOPPING CEN. 
TER. Within 30 miles of Denver. 
of hardware, paint, gifts and garden supplies. 
Should gross $75,000 this year. 
and fixtures. 


Excellent traffic. 


EVINRUDE MO. 
TORS, boats, marine equipment, sporting goods, 
etc., Southern Md. town in good shopping cen- 
ter, large payrolls, express office in , 

overhead, 3200 sq. ft. store, buy or lease blidg., 
owner retiring, firm $25,000 for stock and fix- 
tures, or take inventory plus fixtures, over $30,000 
stock, good opportunity. James H. Brown, Leon- 
ardtown, Md., 


HARDWARE, PAINTS, 


Phone: Greenwood 5-4172 


Clean stock of 


Clean stock 


Modern store 
For details Box 
517, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


ldg. pays 





hairpin to a mink stole. Retail volume runs 
into millions. An exceptional opportunity for 
the merchant that can BUY RIGHT and take 
advantage of the tremendous traffic. 

The rental is approximately $200 per month. 
Based on !2 operating days per month, ap- 
proximately $16 an operating day. All utilities, 
Light, Heat, Clean-up, Advertising, Watchmen 
Service is paid by the Market. 

No long term leases involved; one month's 
rent one month's security closes the deal. ACT 
FAST. THIS IS A PROVEN RETAIL HARDWARE 
OUTLET. 


Call or write: FRANKIE'S MARKET 
Route 17, Lodi, N. J. 
GR 2-7700 
Harry F. Kwartler 














HARDWARE, PLUMBING AND HEATING 
in South Central Nebraska, County Seat Town 
Over 5,000 population. Center of large irriga- 
tion district. Only Hardware in Town. Clean 
$45,000 stock. Must sell. Wonderful opportu- 
nity to buy well established paying business. Box 
606, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


RETAIL STORE. Hardware, housewares, 
plumbing, heating, builders’ and farmers’ sup- 
plies. Franchises for complete kitchens, electric 
appliances, television, radio. Two trucks, two 
delivery cars, serving large Champlain Valley 
area. Property has two apartments. Aging 
owner is retiring. Real opportunity for live wire. 
Buyer must have at least $40,000 cash. H. Mar- 
shall Smith, Realtor, Colchester, Vermont. 


HARDWARE STORE FOR SALE. Long 
established. Western Illinois. Clean stock, good 
lease. Information given by interview only. Box 
611, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


MANUFACTURER AND DISTRIBUTOR 
OF CASTINGS, stampings and nails wishes 
to purchase outright a metal hardware line suit- 
able for sale thru hardware wholesalers. Box 
525, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





Positions Wanted 





CANADIAN SALES-MANAGER is looking 
for an American organization, preferably one 
having their head office in the Southern States, 
to represent them on the Canadian Market. Ag 
gressive representation guaranteed with the 
wholesale hardware distributors, departmental 
stores and key industrial accounts across the 
country. Box 407, c/o Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 


DIRECT FACTORY REPRESENTATIVE 
13 years experience calling on wholesale hard 
ware, electrical, plumbing and mill supply jobbers 
in the Virginias and Carolinas desires connection 
with Manufacturers of Hardware Specialty prod 
ucts, tools, etc. Also qualified to operate branch 
warehouse. Box 524, c/o Harpware Acs, Chest- 
nut & 56th Sts.. Philadelphia 39, Pa. 


SALESMAN: WHARTON SCHOOL GRAD 
38, married, has traveled Middle Atlantic 
States for four years calling on Hardware Job 

rs. Interested in Hardware and Housewares 
with some distribution. Resume upon request. 
Box 615. c/o Harpware Acer, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 
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YOU'LL REALLY DIG THIS 


.a marking pencil that writes 
big and bold on anything you 
sell or service! (And that in- 
cludes glass, plastic — even 
cellophane!) Husky case, 
handy clip...refills in several 
flashy colors! 


Ask your wholesaler or write 
LISTO PENCiL CORPORATION, ALAMEDA, CALIF. 








Want more facts? Circle 235, P. 85 





THE DEMAND 1s GR£A7FOR 


water cans and 
water coolers 


Keeps water pure and cool for long pe- 
riods of time. Extra large top openings 
make Sta-Kools easy to fill and ice. Rug- 
gedly built on the exclusive Gott principle 
of double-wall, thermo-type construction 


Sta-Kool Water Coolers Of galvanized steel with- 
with recessed, flush- out heat conductors. 
mounted faucet. Avail- . ; . 

able in 11/2-, 2-,3-, 5-, Available with or with- 
and 10-gallon sizes. out recessed, flush- 


mounted faucet. 1!4-, 2-, 


Be ¢, reife A and 3-gallon sizes are 
° 


equipped with easy- 
Specify Sta-Kools carrying bails; 5- and 10- 
from your 


gallon sizes have large, 
hardware jobber. convenient side handles. 


H. P. GOTT MFG. CO. 


WINFIELD ° KANSAS 


WRITE FOR NAME OF NEAREST DISTRIBUTOR 


Stay-Kool Water 
Cans are available 
in 1\- ‘ 2-, 3-, 5-, 

and 10-gal. sizes. 


Want more facts? Circle 236, p. 85 
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Index to Advertisers 





THE ADVERTISERS INDEX is published as a convenience and 

not as a part of the advertising contract. Every care is 

taken to index correctly. No allowance will be made for 
errors or failure to insert. 


A 


Abbott Plastics Machine Co. 
Skin-Pack, Inc. si ae 
Aeroxon Sales Co. 
American Chain Div 
American Chain & Cable Co. 
American Screw Co 
American Toy and Furniture Co.. 
Ames Co., 
Anchor Hocking Glass Corp. 
Anchor Wire Corp. 
Androch Products 
Atkins Saw Div. 
Borg-Warner Corp. 


Atlantic Industrial Corp. 


Barnes Mfg. Co. 

Bassick Co., The 
Better Homes & Gardens 
Black & Decker Mfg. Co. 
Bommer Spring Hinge Co. 
Borg-Erickson Corp. 94, 
Borg-Warner Corp. 

Atkins Saw Div. 

Bryant Electric Co. 

Wiring Devices 


Cc 


Campbell! Chain Co. 

Chair Loc Co. 

Chicago Spring Hinge Co 

Close-Outs Unlimited 

Colorado Fuel & Iron Corp. 
Wickwire Spencer Steel Div. 

Crescent Tool Co. 


D 
DeMert & Dougherty, Inc. 


Delta American Screw & Mfg. Co. 


Detroit Harvester Co. 
Motor Mower Div 
Devcon Corp. 
Devoe and Raynolds Co., Inc. 


Diamond Expansion Bolt Co. Inc. 


Dykem Co., The 


E 


Empire Level Mfg. Co. 
Evans Rule Co. 





F 


Faultiess Caster Corp. 
Fitler Co., Edwin H. .. 
Fiasheat Electric Co., Inc 
Forsberg Co., H. 

Frick- -Gallagher Mfg. Co. 


GS 


Gerrard Co., Inc.. W. A. 
General Electric Ce. 
Christmas Lamp Div. 
General Filters, Inc. 
Gibson Homans Ce. 
Glenvale Products Div. 
Hoover Ball & Bearing Co 
Good Co., James 
Goodell Co. 

Gott Mfg. Co., H. P 
Graham & Co. Inc.., 
G. W. Griffin Co. 
King Cotton wenn Div 

Griffin Mfg. Co 
Gulton Industries “Inc. 


“John H 


H 


Hardware Products Co. 
Haws Drinking Faucet Co. 
Hercules Powder Co. 
Hindley Mfg. Co. 

Hodell Chain Div. 

National Screw & Mfg. Co. 
Hoyt & Worthen — Corp 
Huff Sales Co. 

Hyde Mfg. Co. 87 
Hy-Ko Products Co. 


Immie Corp. 
Independent Lock Co. 
International Salt Co., Inc 
Iron City Tool Works, Inc 
Irwin Auger Bit Co. 


J 


Jacuzzi Brothers, Inc. 
Jefferson Screw Corp. 
Jenkins Bros. 


K 


Keil Lock Co., Inc. 
Kellogg & Sons, Inc., 
Klein & Sons, Mathias 


Spencer 








OUTSELLS LOCKS IN OTHER + 
BOXES AS MUCH AS 5 T0 1 


SLAYMAKER LOCK COMPANY, LANCASTER, PA. 
World's Largest Producer of Brass Padlocks 


male offers 


FREE 








Want more facts? Circle 237, p. 85 








Index 


to Advertisers 





L 


Lamson and Sessions Co. 
Landers Frary & Clark 
Universal 
Lawn Boy Div. 
Outboard Marine Corp. 
Listo Pencil Corp. 
Lufkin Rule Co. . 


M 


Marshalltown Trowel Co. 
McGill Metal Products Co. 
Midland Co. 


Miller & Co., Inc., Robert E. 


Minnesota Mining & Mfg. Co. 30, 
140 


Miracle Adhesives Corp. 
Molly Corp. 
Mossberg & Sons, Inc., 
Moto-Mower Div. 
Detroit Harvester Co 
Myers & Bro. Co., F. E. 


O. F 


N 


National Cash Register Co. 

National Hardware Corp. 

National Screw & Mfg. Co. 
Hodell Chain Div. 

New Bedford Cordage Co. 

Nicholson File Co. 

Nu-Puttie Corp. 


.e) 


Olin Mathieson Chemical 
Chemical Div. 

Olin Mathieson Chemical 
Winchester Western Div. 


Corp. 


P 


Pennsylvania Refining Co. 
Gumout Div. 

Peters Corwidge Div.. 
rms Co. I. 
Nemours & Co. 

Pioneer Gen-E-Motor Corp. 

Plastic Products Co. 

Presto Lock Co. 


Remington 
‘Du Pont de 


Y 


Quaker Industries 


Red Devil Tools 
Republic Steel we 
Ridge Tool Co. 
Rival Mfg. Co. 
Roberts Co., The 





| 


Corp. 
5 


Royal Electric Corp. 
| Rubbermaid, Inc. 
56 | Rutland Fire Clay Co. 


S 


3 
ri Schalk Chemical Co. 
| Scharf Mfg. Co., J. H. 
Sheffield Bronze Paint Corp 
Shelby Spring Hinge Co. 
Shuford Mills, Inc. . 
Skil Corp. .... 
| Skin-Pack, Inc. 
| Abbott Plastic Machine Co 
4| Slaymaker Lock Co. 
Southern Screw Co. 
| Standard Screw Co. 
Stanley Works 
Star Key & Lock Mtg. Co 
Stevens Walden, inc. 
| Strait-Line Products, Inc 
| Strataflo Products, Inc. 
| Swan Rubber Co. 
| Swing-A-Way Mfg. Co 
| Swingline, Inc. 


Taylor Lock Co. . 
| Thompson Co., Inc., E. A 
Tilette Cement Co.. Inc 
54 ae Pipe Threading Machine 
i! 


| Trade Association Shows 

| True Temper Corp. 

| Turnbuckles, Inc. 

| Turner & Seymour M‘g. Co 
Turpentine & Rosin Factors, Inc. 


U 


YY Union Malleable Mfg. Co 
| Union Steel Chest Corp. 
Upland Industries, Inc 


Vichek Too! Co. 
Vocaline Co. of America, Inc... 


w 


Warren Tool Corp. 
Washburn Co., The . 
Wen Products, Inc. 
Wenzel Tent & Duck Co., H. 
Wheatland Tube Co. 
Wickwire Spencer Steel Div 
Colorado Fuel & Iron Corp. 
Wissota Mfg. Co. 
Witt Cornice Co. . 
Woodhill Chemical Co. 
Worthington Co., George 
Wright Steel & Wire Co., 
Wright Tool & Forge Co. 
— Washer Mfg. Co. 





THE MAGIC SPRING 


COMLS THE CORD a : 











Self-selling 
rom counter card 
or onan in display bins. 





Sates 


NO INVENTORY RISK WITH 


. 


Snap-On Cord Coilers 


ANY part of ANY Coilette shipment can 
be returned at ANY time for full credit 
or refund! Send trial order TODAY! 


Model 101—Telephone Coilette (shown) 
Model 102—Appliance Coilette 


EACH RETAILS 95c . . . LESS 40% 
ONE DOZEN RETAIL PRICE $11.40 
DISPLAY PKGS. DEALER COST _ 6.84 
(12 COILETTES) } 40% PROFIT $4.56 

F.O.B. Store. We pay all shipping costs! 

(Please state quantity of each model 

wante 


HUFF CO., Maritime Bidg., Seattle 4, Wash. 


Want more facts? Circle 238, p. 85 





NEW! FIRST TIME ON THE MARKET! 


TRU-MITRE BOX 


FOR USE WITH ANY CROSS-CUT SAW! 


° For Carpenters, Cabinet-Makers, Home- x 95 
Handymen! 24 
. send With Selling Features—Big Profits! 


© Quick Sales! Has Mass Appeal! Suggested Retail 


age _ 
— a, 


Here's a new item packed with quality selling 
features! Master TRU-MITRE BOX is precision- 
machined of cast aluminum; lightweight, weighs 
just 9-Ibs.; completely adjustable to all angles; 
takes materials up to 5-inches thick; absolute 
accuracy maintained at all times. If you're 
looking for a new fast-selling, high-profit item, 
write today to DEPT. HA-! for literature and 
prices. Dealer and Jobber inquiries invited. 


W. A. GERRARD CO., INC. 


4400 lyndale Ave. No. Mpls. 12, Minn. 


Want more facts? Circle 239, p. 85 








Eliminate Sagging Gates...Wood 
or Metal...in Offices, Banks, _ 


Schools, etc. 


~(CHICAGO)— 


SPRING HINGES 


[SS 


Specgy 
Chicago 
"Sagless" 
Gate-Spring 
Pivot Hinges 


Double Acting 

Ball Bearing Gate 

Hinges with adjustable 
tension feature (Type 4007 
or without it (Type 6007 
both also available for mortise 


application 


Spring Hinges o¢ Quality 


Thicago Spring Hinge Co. 
1500 CARROLL AVE., CHICAGO 7 ILL. 
Want more facts? Circle 240, p. 85 
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Retailers say, “No matter how 
you look at it, Hyde's No. 
C120 Tool Tower sells Fix-Up, 
Paint-Up Tools faster. Order 
No. Cl20 Assortment — get 
Tool Tower free. See your 
wholesaler. Hyde Mfg. Co., 
Southbridge, Mass. 























LONG IN PRODUCTS, PROSPECTS AND PROFITS FOR YOU! 
Want more facts? Circle 242, p. 85 
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a hi-compression 


Staple gun 





NOW! 


With Exclusive Push-button Loading 
and Built-in Staple Extractor. > 


Here's the fastest selling staple gun on the 

market today. Designed especially for home 
use. Staple sizes 4’, 4’. Nationally advertised. 
Immediate shipments—no wait, no delays. Order today. 


- = ® 
Swingline: INC., Long Island City 1, New York 


Want more facts? Circle 243, p. 85 




















New Formula Works Wonders! 
“TILETTE" ALL-PURPOSE RUST REMOVER 





















CLEANS: Outdoor Grills, Kitchen and 
bathroom chrome, porcelain fixtures. 
For cars: cleans white wall tires, 
chrome trim and stainless steel trim. 


REMOVES STAINS from aluminum, 
iron, steel; also porcelain fixtures dis- 
colored by hard water and chierine. 


Non-abrasive; non-injurious to sur- 
faces; non-toxic. Easy-to-use tube in 
paste form. Packed doz. to carton with 
attractive counter card slotted for dis- 
play of actual tube. Order now for 
summer sales. 





Ask Your Jobber or Write 


TILETTE CEMENT CO., INC. 


401 Lafayette St., New York 3, W. Y. 














DEALERS: MAKE EXTRA PROFITS WITH 


BB Ha alaal 


"*America's Favorite"’ 


Flectric Immersion Water Heater 





Ideal for home, laundry or general farm use. Plugs into any wall 
socket (116 volt AC or DC). Over 1 million in use. Good profit 
item. Nationally advertised. 


Write for literature, naming your favorite jobber 


FLASHEAT ELECTRIC, INC. 


teh ta. Bal — Leading Mfr. and Supplier to Jobbers 








Want more facts? Circle 245, p. 85 














© Quaker 1959 


adds on PROFIT For YOU! 


Add-on units interlock to create custom room 
dividers and wall groups. Smart square brass 
columns support metal shelves of walnut, mahog- 
any or ebony finish. Units firmly attach in long— 
low—and step designs. Contact your jobber or 
write to: 


QUAKER INDUSTRIES © Kenosha, Wis. 
Want more facts? Circle 246, p. 85 

























Genuine 
Original 








Colorful . 


One Set of 4 
on a@ 3-Color Card 
> Gee ae Sa Oe 
11/16", 1%", 1A". 


finish. 





Ask your Jobber or write— 








Wonderful for all WOOD and METAL Furniture 
Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 


. Eye-Catching. Sells on Sight 


Contains | doz. cards of either 5%"', 34" or I'' DOMES. DOMES have 
needle point nail. Case hardened steel, burnished nickel plated mirror 


Both Container and Cards in 3 COLORS 
ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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A small mint in less than 
2 sq. ft. of floor space! 


HODELL 
Dog Chains 


You'll sell more dog chains. ..and sell them faster... with 
this compact and colorful display. 67” high, dog owners can’t 
miss it. They'll stop to examine the chains, handle them to 
get the feel. Their quality is immediately apparent. Result: 
more impulse sales for you, more sales set up for the future. 
You'll get the fastest possible turnover ... with this attractive 
merchandising display and starter set. 
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Here’s how starter stock pays off 


7 


PTE BAUS: 


Returns, atretail . . . . . $36.60 


(at suggested resale prices) 
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Dealer's cost, complete . . 
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DEALER’S PROFIT 


(Prices subject to change) 
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36-piece starter stock includes a balanced assortment of fast- 
selling, brightly plated Dog Leads, Choke Chain Collars, and 
Exerciser Chains. You can order individually packaged refills 
of any item, at any time, through your distributor, to keep 
your stock complete and working for you all the time. 
(Shipping weight, complete with display stand, 23 Ibs.) 


= i < 
. “"¥ 
4 ve . "as _¥- s ~ 


Complete with 36-Piece Assortment 


and Display Stand 
HODELL CHAIN COMPANY 
A certain sales-maker. Requires only 15” x 18” of floor space. CLEVELAND 3, QO HIO 
Brightly colored sign and sturdily constructed, well-balanced Division of National Screw & No Co. 
stand made of quality bar steel stock, weighs 7 Ibs. One screw 
assembly. Plenty of room on racks to display biggest items. 


Write for Illustrated Catalog Sheet Natio Na 


Order From Your Hodell Distributor 








All hands reach for Road Devil 


PUTTY KNIVES and WALL SCRAPERS 





All your customers are sold on Red Devil, because they get their choice of top-quality tools. Red Devil 
makes more types and sizes—than anybody (108)—every “feel,” every price. You sell everybody: 
painters, plasterers, do-it-yourselfers—even housewives! 


Nobody misses eye-catching Red Devil packaging. You get your choice of counter displays 
vacuum-pack-cards, convertible merchandisers—all colorful, space-saving, and fast-moving! 

Full 40% Red Devil discount gives you real, solid profit protection. And, you get 

the full benefit of hard-hitting Red Devil national advertising. Start cashing in... 

call your Red Devil jobber, today! 


Red Devil Took. union, new sersey, u.s.a. 


World’s Largest Manufacturer of Painters’ and Glaziers’ Tools—Since 1872 
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